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Hemispheric Ins. Day 
In New York Draws 
400 To Luncheon 


J, A. Diemand as Chairman Points 
to Progress in Cementing Latin 
American Relations 


H. HOLLAND CHIEF SPEAKER 


He Is Assistant Secretary of State 
for Inter-American Affairs ; Holz 
Pledges Cooperation 








Nearly 400 insurance men represent- 
ing all segments of the industry at- 
tended the ninth annual Hemispheric 
Insurance Day luncheon on May 16 at 
the Waldorf-Astoria Hotel, New York, 
and were treated to an outstanding ad- 
dress by Henry F. Holland, Assistant 
Secretary of State for Inter-American 
\ffairs, on the economic relations of 
United States with Latin America, and 
a friendly message from Leffert Holz, 
recently appointed New York Superin- 
tendent of Insurance, who expressed his 
admiration for the Hemispheric insur- 
ance movement. 

John A. Diemand, president of In- 
surance Co. of North America, tireless 
worker on behalf of cementing Latin 
and South American relations, presided 
at this big gathering, and similar lunch- 
eons were held in the capitals of sev- 
eral Central and South American coun- 
tries. Mr. Diemand has been chairman 
of the Hemispheric Insurance Confer- 
ence committee of United States Cham- 
ber of Commerce since its formation in 
1946, 

Objectives Being Achieved 


Pointing to the progress made since 
ihat time, Mr. Diemand said that its 
well defined objectives are being 
achieved. Specifically, they are based on 
the belief that personal acquaintance- 
ship and a sympathetic understanding of 
the problems of others engaged in simi- 
lar endeavors is the first step in the 
foundation of mutual understanding and 
cooperat 1 mn. 

To this end,” said Mr. Diemand, “the 
Conference promotes the exchange of 
ideas and information and a better un- 
derstanding of the insurance business as 
it 1s conducted in various countries. It 
also seeks to promote and improve the 
business of private insurance and to re- 
sist and opposed the encroachment of 
government in this field.” The speaker 
Stressed that the Conference, composed 
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President Smith 
Connecticut Mutual 


Views Competition 


Says His Co. Will, Observe Prin- 
ciples Guiding It for More 
Than Century 


GIVES VIEW OF NET COST 


Main CM Objective: Winning In- 
sured’s Confidence and Respect 
of Competitors 


A clear reaffirmation of the Connecti- 
cut Mutual’s stand in relation to new 
developments in the life insurance indus- 
try was George F. B. Smith, 
the company’s new president in his ad- 
dress concluding the recent large con- 


made by 


vention of the company’s field men held 
in Hollywood Beach, Fla. 


Exciting and Challenging Period 

“This is an exciting and stimulating 
period through which the life insurance 
Mr. Smith 
changes in practices 


business is passing,” said. 


“Important and 
policies and attitudes have been frequent 
past 
offerings of 


in the year or two: Increased 


‘special’ policies, dividend 
adjustments and reallocations, sponsor- 
ship of the variable annuity concept, 
small groups offered Ordinary policies 
on a non-rejection basis, discussion of 
a broad premium scale related to policy 
terminal dividend 
introduced by additional companies. 

“This 


most certainly is a challenging one. As 


size and projections 


may be an exciting period—it 


these changes or innovations appear, it 
becomes necessary for your company to 
make significant and terribly important 
decisions. This most assuredly is a pe- 
riod when circumstances and conditions 
surrounding us insistently require us to 
examine our basic concepts and _ princi 
ples in order to determine their validity 
and their merit. We need principles to 
guide us, otherwise there can be no con 
sistency in our decisions. .. .” 


Principles Guiding the Company 


“We must expect change in our busi 
ness. But will it be necessary that this 
company change its purposes, practices 
and policies by adopting a new set of 
principles in place of those under which 
this company has operated for more 
than a century? 

“You are as familiar with these princi- 
ples as I. Let’s mention a few: 

To treat all members as fairly and 
equitably as possible and give no special 
advantages or privileges to any individ- 
ual or to any group 

To provide insurance and annuity con- 
tracts as liberal as possible in benefits 
and at the least possible cost. 

To distribute annually to all policy- 
holders as equitably as possible a fair 
and just share of the total earnings 

To discharge and administer the af- 


(Continued on Page 21) 








May 

















NOW 


under John Hancock’s 


new streamlined program | OWY COST 
BUSINESS 
SECURITY POLICIES 





OWNERS, PARTNERS 
KEY MEN 


NEW 
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Specifically John Hancock offers you: 


... A new low-cost policy for those 
who can qualify as preferred 
risks — Minimum $7500 


-.. A“select” class of policies at 
exceptionally low cost — 
Minimum $3000 





These policies enable any owner, partner or manage- 
ment executive to set up special funds to meet 
changes affecting executive personnel such as 


—forced reorganization through loss of partner, 
disability or death of owner or partner, loss of 
key man or men for any reason. 


—forced settlement because of loss or withdrawal 
of key men. 


—to meet the terms of a buy or sell agreement. 





gern For full 
—— a E M Oo / particulars 
ME ance \ consult your 

\ This Jo ppears m \ 
| messase week . TIME ™ \ John Hancock 
\ gust WworLD REPO om A agent 

\3 -_- 
\ U.S- N od 










eco aa 
MUTUALJ LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 


DEDICATED TO THE INDEPENDENCE AND 
FREEDOM OF EVERY AMERICAN FAMILY 













— 


Cont 
conver 
was Jt 
in con 
oficial 
mond 
was C 
erick 
chairtr 
gram 
Proct 
super! 
ae H 
Starr, 
chain 
on the 
tion. 
talk | 
(reorg 

Foll 
award 
gram, 
secret 
maste 

“To 
just 0 
advert 
ments 
“We 
oppor’ 
every 

Mr. 
pany’: 
eral 
reduc! 
the c 
contre 
libera 
officia 

Mr. 





Sen 
fin, a: 
tual’s 
cautic 
nicali 
ordin: 
sell | 
the s 
panel 
self a 

Rol 
eral < 
geles, 
said : 
comp 
a lar 


mind 
the i 
relev: 
guilty 
the s 
that | 
issue: 
more 
the « 

“M 
He y 
sales 
pects 
by ( 
much 
the n 
ing 


Ned 
bany, 
Roun 
succe 
the y 
sible 
a 

chase 
hand! 
Said, 
“lpr 
Pages 
need 


“AY 





idea | 






































Connecticut Mutual Convention at Hollywood Beach, Florida 


Connecticut Mutual’s 1955 national 

convention at Hollywood Beach, Florida, 
was judged one of the most successful 
in company history by the 730 agents, 
oficials and guests who attended. Ray- 
mond W. Simpkin, agency vice president, 
was chairman tor all sessions, and Fred- 
erick O. Lyter, agency secretary, was 
chairman on arrangements. The pro- 
oram committee consisted of Robert B. 
Proctor and E. G, Walls, Jr., assistant 
superintendents of agencies, and Paul 
\. Hoeffer, assistant counsel. E. A. 
Starr, superintendent of agencies, was 
chairman of the Leaders’ Round Table 
on the day following the regular conven- 
tion. The convention concluded with a 
talk by the company’s new president, 
George F. 5. Smith. : : 

Following presentation of — special 
awards on the convention’s opening pro- 
cram, James L. Russell, assistant agency 
secretary, cited the 1954 record as “a 
master in salesmanship.” 

“To continue our growth we must ad- 
just our product, our selling efforts, our 
advertising to the moods and require- 
ments of these changing times,” he said. 
“We have to be alert to every sales 
opportunity, every possible efficiency, 
every practical economy. 

Mr. Russell then discussed the com- 
pany’s new rate book, including sev- 
eral liberalizations and premium rate 
reductions, and gave a brief preview of 
the company’s new streamlined policy 
contract, with several new and more 
liberal features which will be announced 
officially in June. 

Mr. Russell also discussed new sales 


kits, direct mail and _ publicity tools 
which were set up in a special display. 

Peter M. Fraser, chairman of the 
company, was unable to attend and a 
telegram from him was read saying it 
was the first national convention of Con- 
necticut Mutual he had missed in 37 
years. He thanked all present for “the 
fine contribution you have made to the 
Connecticut Mutual, the company that I 
love so deeply. It has done much for 
me and I know it can do much for you.” 


Growth in Number of Top Writers 


In welcoming the convention agency 
Vice President Simpkin said that in 1934 
when the company held its first national 
meeting in Hollywood the membership 
of the Half-Million Dollar Corps was 
five. In 1952 there were seven in the 
Million Dollar Corps and 46 in the Half 
Million. Membership in both groups has 
since doubled. 

“Comparing 1951 and 1954 production 
of our top producers,” he continued, 
“their average volume in Connecticut 
Mutual has increased from $625,000 to 
$800,000, with a corresponding jump in 
average income from $13,900 to $17,000. 
Average income of all full-time agents 
has increased 156% since 1945. In past 
three years new business has increased 
one-third, amount last vear being $336 
million.” Mr. Simpkin highly praised the 
field force for the company’s low lapse 
ratio. He also commented on the com- 
pany’s percentage-increased net interest 
rate. Discussing 1955 productions he said 
the March total of $38.7 million was 
the largest in the company’s history. 


Coffin Asks Simplicity In Selling 


Senior Vice President Vincent B. Cof- 
fin, as moderator of the Connecticut Mu- 
tual’s panel on “Simplicity in Selling,” 
cautioned against being misled by tech- 
nicalities or talk about price. “Ideas, and 
ordinarily very simple ideas, are what 
sell life insurance,” he said. “I think 
the members of this 
panel in using creative ideas relating to 

g 
self and family will bear this out.” 

Robert H. Goldsmith, associate gen- 
eral agent at the Bates agency, Los An- 
geles, who paid for $4% million last year, 
said: “I refuse to believe that it takes 
complicated or technical ideas to sell 
a large case. 

“The big buyer has so many irons in 
the fire and so many other things on his 
mind that he has neither the time nor 
the inclination to ask you a lot of ir- 
relevant questions, so unless you are the 
guilty party and proceed to drag out 
the saies process with technical points 
that tend to detract from the few basic 
Issues involved, then there is all the 
more reason why the big buyer can be 
the easiest and quickest sale. 

Mr. Big Buyer is also Mr. Can Pay. 

He will buy as a result of your basic 
sales ideas, developed on the $5,000 pros- 
age it you will only give him a chance 
y (1) raising your estimate of how 
_ he can pay, (2) calling on him on 
the most favorable basis, and (3) keep- 
mg your presentation simple.” 


Kapner and Wilhelm Talks 


Arthur R. Kapner, Purves agency, Al- 
any, member of the Million Dollar 
Round Table, said he had considerable 
Success in programming by boiling down 
the various elements to the simplest pos- 
sible terms, 

‘IT felt one client who 
chased a $35,000 policy from me could 
aa: more insurance,” Mr. Kapner 
a? lung an example of his method. 

Prepared a program outline, using 10 


the successes of 


had just pur- 


ely each showing only one simple 
€d or idea for using life insurance. 
“After | 


idea ; had briefly expanded on the 
expressed on each page, I told him 


how much the entire program would 
cost. Only after agreeing to buy did he 
think to ask me how much actual insur- 
ance was involved—in this case $50,000 
with family income.” 

J. Robert Wilhelm, Maffett agency, 
Philadelphia, whose million-dollar pro- 
duction last year included 40% from 
previous policyholders, met the compli- 
cations of a wealthy, but cost-conscious 
life insurance “shopper” simply by con- 
vincing him that a qualified professional 
insurance advisor of contemporary age 
should be as important as his attorney. 

“By pointing out some simple estate 
tax advantages, I showed him the value 
of having me to consult with him or 
his attorney on estate matters, and to 
advise his wife in case of his death,” 
Mr. Wilhelm said. “As a result I gained 
another valuable client.” 


Miller, Whipple and Snow 


Philip L. Miller, Rosenfelt agency, To- 
ledo, another million-dollar producer, 
said he closes many substantial cases 
simply by pointing out to a businessman 
possible consequences of having respon- 
sibilities of his business suddenly 
dropped into the lap of his partner’s wife 
—or his own wife. 

Wendell K. Whipple, Smith agency, 
Atlanta, uses this simple idea of “keep- 
ing wives out of business” in an unusual 
way. As an example of his direct ap- 
proach, he cited the case of a man who 
owned a construction business. 

“One day he was operating a diesel 
grader,” Mr. Whipple said, “so I stopped 
my car, walked over and climbed right 
up next to the driver’s seat. I dusted off 
my clothes and hollered ‘You'd better 
get your wife some overalls.’ After the 
obvious question, I replied ‘She'll get her 
dress awfully dirty hauling herself up 
here to take your place.’” 

“The central idea in every sale is 
the man’s family, so why not begin by 
talking about his wife or kids and keep 
on it until the case is closed?” Mr. 
Whipple concluded. 

Tower C. Snow, Whittemore agency, 
Boston, stressed the value of periodic 
checks on clients. 

“One of my business cases started with 


Basic Dimensions as 
Guide for Agents 


HORACE R. SMITH’S VIEWS 


Must Evaluate Time, Family and Busi- 
ness Problems, Intense Interest, Love, 
Money, Circumstances 


Horace R. Smith, CLU, superintendent 
of agencies, Connecticut Mutual, told the 
company’s recent national field conven- 
tion in Hollywood Beach how agents 
should evaluate those they meet. It 
should not be merely as prospects for 
mortgage cancellation, or retirement in- 
come, but rather in terms of five basic 
dimensions. These he described as time, 
family and business responsibilities, in- 
tensity of interest and love, money and 
circumstances. 

“In using this five-dimensional ap- 
proach we achieve more basic under- 
standing of people, ourselves and our 
relation to each other,” he said. “Our 
resolution should be to master this ap- 
proach in evaluating our prospects in- 
stead of following the rather basic habit 
of pinning labels on them.” 

He felt that understanding of people 
is largely a problem of communication. 
“Tf we can rearrange known facts or 
place old facts in new perspective, there 
is every reason why our messages be- 
come ‘news’ and our prospects will place 
a new evaluation on them. We can count 
on their attention, their curiosity, their 
general receptivity. Certainly, then, we 
should resolve to improve our abilities 
as communicators.” 





two $1,000 policies on the lives of part- 
ners operating in a tiny shack. Using 
nothing more than the original simple 
buy and sell agreement idea, | went 
back from time to time as their busi- 
ness prospered and sold additional small 
policies as needed. The business is now 
covered by a large block of insurance 
which will probably grow even more.” 


Program Selling Panel 


Opening the panel session on “Pro- 
gram Selling,” Assistant Superintendent 
of Agencies Robert B. Proctor, moder- 
ator, cautioned against minimizing the 
importance of the single need or policy 
sale. “Actually, many of these ‘idea’ 
sales are initiated with a program ap- 
proach,” he said. 

He pointed out that program selling 
is simply “measuring life insurance 
against the job it will someday have to 
do,” and that filling the gaps requires 
the same basic skills of salesmanship 
as other types of life insurance selling. 

Hanson and Krasne Talks 

Daniel P. Hanson, Love agency, Hart- 
ford, a million dollar producer, said he 
invariably shows the prospect a com- 
pleted outline, and color chart. “X-rays 
are cold things unless they’re of your 
own insides, when they become fascinat- 
ing,” he said, pointing out that by look- 
ing at their own insurance X-rays, pros- 
pects are more likely to become policy- 
holders, especially when “diagnosis” and 
recommended “treatments” are carefully 
explained. 

Charles J. Krasne, Josephson agency, 
New York, who produced more than a 
million in new business last year, his 
second as a life insurance agent, said: 
“When I first entered this business, 
I realized that my agency associates’ 
knowledge and experience could be my 
own major asset. I used this to gain 
the confidence of my prospects, inform- 
ing them that their policies would be 
reviewed not only by me but also by 
my associates, who were programming 
experts. 

“T still use this point as the opening 
of my first interview, and the philos- 
ophy that ‘men gain strength from each 
other’ has helped me immeasurably in 
my work. ; 

“When I talk new insurance to a pros- 





National Leaders RT 


Connecticut Mutual’s top 151 agents, 
all of whom pay for new business at the 
rate of at least $500,000 annually, re- 
mained an extra day after the convention 
for the National Leaders’ Round Table. 
The sessions were under the direction of 
E. A. Starr, superintendent of agencies, 
assisted by Paul A. Hoeffer, assistant 
counsel, and Ralph J. Chittick, attorney. 

Main theme of the Round Table was 
advanced selling ideas and techniques, 
in contrast to previous emphasis on the 
technical and legal aspects of advanced 
underwriting. 

Discussion leaders were: Frederick R. 
Griffin, Jr., Maffett agency, Philadelphia, 
“Selling Employe Plans”; Richard B. 
Hardy of the Rosenfelt agency, Toledo, 
‘Selling Estate Plans,” and Samuel S. 
Herman of the Ramsey agency, Chicago, 
“Selling Business Insurance.” 





42 Pages of Pictures 


No one had any trouble with identi- 
ties at the Connecticut Mutual’s Holly- 
wood, Florida, convention. The company 
solved this problem of every large con- 
vention by including in the printed pro- 
gram individual photographs of every 
agent who attended. Arranged by pro- 
duction groupings the pictures took up 
42 of the program’s 64 pages. Each 
photo measured 1% by 1% inches and 
there were 423 of them, including some 
duplication in the case of award winners. 


Fink on Warmth in Selling 

Louis J. Fink, Fluegelman Agency, 
New York, one of Connecticut Mutual’s 
top writers and also one of New York’s 
ablest non-professional violinists, told 
the Connecticut Mutual field men at 
Hollywood Beach that in the old days, 
with few sales aids, the best agents had 
the religion of life insurance and were 
trained to go out and preach this re- 
ligion. There was a great joy in accom- 
plishment. 

“I say that salesmanship today is still 
warm, human and imaginative. Call it 
‘lump in the throat’ selling if you will, 
but if you do not get that warm, human 
factor in your approach and during the 
interview there is no sale. When you 
read the hearts of men and see the 
confusion of their daily lives and you 
know that you can calm the troubled 
waters and accomplish with a stroke of 
the pen all the things that they desire 
for their loved ones, then you would 
be guilty of a crime if vou did not 
stretch out your hand and help through 
life insurance.” 


pect, I always keep uppermost in my 
mind that I’m not forcing him or selling 
him. I’m trying to get him to 
accept a ‘gift’, an insurance policy he 
needs and which will grow even more 
valuable with the years.” 

Osborn and Posner Comments 


D. Ross Osborn, Fluegelman agency, 
New York, said he sells what he would 
buy under the same circumstances, and 
then “earns the right to all the client’s 
future business through service.” “T have 
found in presenting program charts that 
a surprisingly large number of men will 
sacrifice provisions for children’s educa- 
tion, mortgage cancellation, even life in- 
come for the widow if it means a sub- 
stantial outlay for additional insurance,” 
he said. 

To counteract this, he tries to let pres- 
ent insurance take care of these items 
and make the “problem” supporting his 
family while the children are growing 
up. If the solution seems out of sight, 
then he proposes a long-range approach. 

“IT keep my sympathy aimed at the 
widow trying to raise young children 
rather than at a husband trying to buy 
a new car or TV,” he said. 

Joseph U. Posner, Williamson agency, 

(Continued on Page 21) 
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Hancock’s Harold G. Pratt Agency 


Succeeds Allen-Pratt Agency Here Following Death of Edwin 
J. Allen; Jos. D. Murphy and Robert Jacobs To Be 
Chief Pratt Assistants 


The appointment of Harold G. Pratt 
as general agent of John Hancock at 


225 Broadway, New York, and_ the 
changing of the name of Allen-Pratt 
Agency to Harold G. Pratt Agency, 


which news was printed in last week’s 
issue of The Eastern Underwriter, was 
of considerable interest to Greater New 
York insurance field because of the 
prominence of the agency and its per- 
sonalities. 

All of the staff of the former agency 
will remain with General Agent Pratt. 
He appointed Joseph D. Murphy and A. 
Robert Jacobs, associate general agents. 
Victor O. Hamtil was made office mana- 
ger and Edward J. Scherding and Pierre 
J. Smith became agency supervisors. At 
a later date Mr. Pratt will appoint an- 
other agency supervisor. 


Pratt With John Hancock Since 1917 


Mr. Pratt attended Boston Univer- 
sity night classes. His connection with 
the John Hancock started in 1917 at the 
home office in Boston where he re- 
mained for 12 years. He wanted to join 
the company’s field force and was ap- 
pointed office manager of the Harry 
Gardiner Agency in New York in 1929. 
He continued in that capacity until 1933 
when he was advanced to assistant gen- 
eral agent. In 1945 he was appointed 
associate general agent and in 1951 he 
and Mr. Allen, who also had been long 
with the company, were appointed gen- 
eral agents. During this period Mr. 
Pratt established a fine reputation for 
assisting agents and brokers in closing 
and handling of personal cases, pension 
plans and business insurance in addition 
to his duties in the management of the 
agency. 


Careers of Associate General Agents 


Mr. Murphy joined the company 
through the Harry Gardiner Agency in 
October, 1928, as a clerk. After pro- 
gressing through various clerical posi- 
tions for a number of years he had 
charge of the new business department 
and assisted brokers and agents in the 
preparation and handling of their cases. 
In 1945 he was appointed assistant gen- 
eral agent and continued in that ca- 
pacity with the Allen-Pratt Agency. In 
his new position he will be in charge of 
administration and underwriting mat- 
ters. After graduation from high school, 
he attended Becker Business College in 
Worcester, Mass. He then came to New 
Gardiner 


York and joined the Harry 

agency. He is a member of Life Under- 
writers Association of City of New 
York and New York Life Supervisors 


Association. 

Bob Jacobs entered life insurance with 
the Prudential in 1931. He joined the 
Harry Gardiner agency in 1933 as con- 
servation clerk. In 1937 he was ap 
pointed agency supervisor, and in 1939, 


brokerage supervisor. In 1945 he was 
appointed assistant general agent and 
continued in that capacity with the 


Allen-Pratt Agency. In his new position, 
he will be in charge of the brokerage 
department of the agency. He graduated 
from the High School of Commerce and 
attended New York University. During 
his business career he has been active 
in the New York City Life Underwriters 
Association and is a past president of 
the Life Supervisors Association of New 


York City. 
Experience of Mr. Hamtil 


Vic Hamtil also came with the com- 
pany through the Harry Gardiner agency 
in 1946 as a clerk and worked his way 
up to assistant cashier. During the time 
that the business of the agency was be- 
ing reallocated, he was in charge of the 
temporary collection agency. In Feb- 
ruary, 1953, he joined the Allen-Pratt 
agency as office manager. During that 








HAROLD G. PRATT 


time he built the reputation of being one 
of the most efficient office managers in 
the company. In his new position he 
will have charge of personnel and policy- 
holder service as well as assist in admin- 
istration matters. 

Before coming to the John Hancock 
he attended Rahway public schools. He 
received his early business training in 
a Newark bank and as a clerk with a 
life insurance agency in that city. Dur- 
ing World War II, he served three years 
in the U. S. Army in the European and 
Pacific areas. 


Scherding and Smith Careers 


Eddie Scherding joined the Harry 
Gardiner agency in February, 1943. He 
served in several clerical capacities and 
was head of the new business depart- 
ment. He transferred to the Allen-Pratt 
Agency in that capacity. In October, 
1953, he was promoted to brokerage su- 
pervisor. In his new position as agency 
supervisor he will assist Mr. Jacobs in 
the management of the brokerage de- 
partment.. 

While with the company, he attended 
New York University night school and 
received his B.S. degree in June, 1950. 
He is a member of the New York City 
Life Underwriters Association and the 
Life Supervisors Association. At pres- 
sent he is preparing for CLU examina- 
tions. 

Mr. Smith joined the Harry Gar- 
diner agency in 1946. He, too, worked 


O. Sam Cummings Agency 
Marks 50th Anniversary 


A half-century of insurance service in 
Texas was observed May 12, by the O. 
Sam Cummings agency in Dallas, for 
Kansas City Life and one of the nation’s 
largest agencies. 

O. Sam Cummings, former president of 
the National Association of Life Under- 
writers and former president of Kiwanis 
International, has been sole owner and 
manager of the state agency for the past 
26 years. 7 y 

Current total of insurance in force on 
the books of the Cummings agency is 
$121,190,805—and all-time high mark for 
the agency. 

The agency was founded in 1905, by 
the late Orville Thorp, who was the first 
state general agent in Texas for Kan- 
sas City Life. The first policy written 
by the Orville Thorp agency was for 
Dr. Elbert Dunlap of Dallas. Dr. Dun- 
lap, who also became the company’s first 
medical examiner in Texas, now is 83 
years old, with his original Kansas City 
Life policy still in force. Dr. Dunlap 
is one of the three surviving founders 
of Baylor University School of Medicine. 

Mr. Cummings joined the Thorp 
agency in 1922, and was placed in charge 
of the agency upon Mr. Thorp’s death 
in 1928, officially becoming general agent 
in 1929, 





on new business matters. When he 
joined the Allen-Pratt Agency he was 
appointed agency assistant. Since that 
time he has been servicing existing pen- 
sion plans. In his new capacity, he will 
be in charge of the promotion of new 
Group and pension plans as well as the 
servicing of existing plans. 

Mr. Smith was graduated from Ford- 

ham Prep in 1939 and was employed by 
the British Purchasing Commission for 
three years. He served three years in 
World War II in the U. S. Air Corps 
as a crew chief in the Southwest Pacific 
area. 
_ The new agency has definite plans of 
increasing the manpower of the whole 
time staff. The new supervisor to be 
appointed will devote his whole time to 
the recruiting, training and supervision 
of agents. A further announcement will 
be forthcoming when the appointment 
is made. 


Record for First Four Months of 1955 


The agency during the first four 
months of 1955 had production credits 
of $49,583,000, which included $4,905,000 
of Ordinary and $32,000,000 of Group. 
For these four months the agency stood 
in second place among John Hancock 
general agencies, both in Ordinary and 
production credits. In the three calendar 
years since the Allen-Pratt agency 
started it always has been among the 
five leading agencies of the company, 
both in Ordinary and production credits. 

















AGENCY SUPERVISOR WANTED 


A large New York City General Agency representing a Life 
Insurance Company among the first 5 leaders is seeking a 
man to recruit, train and supervise full-time men. This man 
must have a record of personal production. If successful in 
this position, there will be opportunities for advancement 
when his ability and experience prove that he is qualified. 
Please write full details of education, personal background, | 
and life insurance experience to Box 2315, The Eastern 
Underwriter, 93 Nassau Street, New York 38, N. Y. 

















Clarence Oshin Agency he 


New Company-wide Record 

The New York-Oshin agency of the 
Home Life of New York, last month 
topped its own all-time high for monthly 
Ordinary production, thereby setting 
new company-wide record. 

Managed by Clarence Oshin, CLU, the 
agency compiled an April business total 
of $2,765,800. Louis F reedenberg, who 
ranked first in Home Life’s field force 
for 1954, led New York-Oshin in paid-for 
business during the record month. The 
agency’s previously monthly high was 
$1,997,800. é 

Mr. Oshin is assisted by Associate 
Manager Louis Loft, CLU. Since M; 
Oshin’s agency opened in 1946, it has led 
the entire field organization in yearly 
production six times, including last year 
Mr. Oshin also has made an outstanding 
record in agency-building. Starting with 
three men nine years ago, his agency 
now numbers 33. An additional 20 men 
originally part of the agency, are now 
members of other Home Liie agencies 
which have sprung from his organization, 

Younger men joining the Oshin Agen. 
cy generally start in the planning depart- 
ment and advance to field underwriting. 
Two of the agency’s current assistant 
managers started as planning assistants 

In addition, Mr. Oshin has developed 
three managers who built agency units 
within his organization and now head 
their own Home Life agencies in New 
York City. They are: Harold A. Loewen- 
heim, CLU; Morley M. Zobler, CLU, 
and Edwin M. Charles, CLU. Mr. Loew- 
enheim’s agency ranked twelfth and Mr. 
Zobler’s thirteenth in Ordinary produc- 
tion for April. Mr. Charles’ agency, 
which opened only April 1, placed seven- 
teenth in the entire field organization 
during its first month. 

Another “graduate” of the Oshin agen- 
cy, Irwin A. Frank, now is associate 
manager of the Chicago-Klein agency, 
second largest in the Home Life organi- 
zation. 

Mr. Oshin, a three-time winner of the 
company’s Agency-Building Award, also 
has served as president for two years 
of the Home Life Managers Association. 


Lawrence E. Simon Agency 


To Move to 300 Park Ave. 


The New York City Agency of Massa- 
chusetts Mutual Life in the Chase Na- 
tional Bank Building will move some- 
time next summer to new quarters at 
300 Park Avenue, directly opposite the 
Waldorf-Astoria Hotel. According to the 
announcement by General Agent Law- 
rence E. Simon, this move will provide 
considerably larger and more modern 
offices for his organization, which has 
been located at 20 Pine Street since 
1928. 

The agency of which Mr. Simon 3s 
the present head had its origin 100 years 
ago in 1855. It is the largest agency 0 
the company, with the greatest amoun! 
of life insurance in force and the higl- 
est total volume of sales in 1954. 

The new building, which is beim 
erected by Uris Brothers, will be known 
as the Colgate-Palmolive-Peet Building. 
The negotiations for the lease on behal 
of Massachusetts Mutual and Mr. Simon 
were conducted by Irving Feist of Feist 
and Feist. 


Home Life’s Record Month 

Home Life of Rt ae ree rear 
registered its biggest April in history !0 
Ordinary production with $15,278,968 0 
paid-for business. Announced by John 
H. Evans, vice president and manage! 
of agencies, the total was 22% above the 
previous high for the month. | : 

In addition, last month’s business ¥® 
the second highest in Home Life histor 
surpassed only by the $16,739,569. to! 
for March. Production for the first four 
months of 1955 now stands at a “ 
$58,190,262, more than 20% ahead of the 
pace set last year. 
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MASSACHUSETTS MUTUAL’S UNIQUE AND FAMOUS 


Extra Protection Plan 


. . . is now available as a term rider with any form of permanent insurance 
— Ordinary Life, Executive Protection, Limited Payment Life, Endowment, 
or Retirement Income. 


ADJUSTABLE AS TO PLAN: 10-year, 15-year, 20-year, or to age 65. 
FLEXIBLE AS TO AMOUNT: from $3,000 minimum to 150% of basic insurance. 
PRIVILEGE OF CONVERSION: 


Full amount at one time or in installments; 
As of original age at issue, or . . . 
As of attained age (with full reserve as conversion credit) 


Liberal conversion period. 


INustrating — /toyw ~~ 





If basic insurance, , . . 
Adding an equal amount of Extra Protection will 


: issued at age 35, is: 








. SO ae ORI T er tom increase the premium by the following percent: 
10-Yr. Plan 15-Yr. Plan 20-Yr. Plan To Age 65 
ORDINARY LIFE 23.2% 27.4% 32.7% 47.1% 
LirE Parp-up @ 65 18.6% 22.0% 26.2% 37.8% 
ENDOWMENT @ 65 16.5% 19.5% 23.3% 33.6% 
RETIREMENT INCOME @ 65 (Male) 12.1% 14.4% 17.1% 24.7% 





MASSACHUSETTS MUTUAL LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 


The Policyholder’s Life Insurance Company 
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College Equities Fund 
Assets Double in Year 


INVESTED IN COMMON STOCKS 





Chairman Lloyd Reports Investments in 
64 Companies, 14 Industries; 


Unit Value $14.11 





Assets of the College Retirement Equi- 
ties Fund more than doubled during its 
third year of operation, according to the 
third annual report, signed by R. Mc- 
Allister Lloyd, chairman and _ president, 
showing an increase in total funds from 
$7,653,267 to $17,908,504 during the fiscal 
vear ended March 31. Included in the 
assets of this fund, which is invested in 
common stocks, is a net capital apprecia- 
tion of $3,261,145 and dividend income of 
$465,606 during the fiscal year. 

CREF is a companion organization to 
Teachers Insurance & Annuity Associa- 
tion, also headed by Mr. Lloyd. The 
purpose of the combined TIAA-CREF 
system is “to provide a retirement 1n- 
come capable of adjusting to changes in 
the cost of living.” 

The Fund’s investments are in the 
common stocks of 64 companies in 14 


industries. “With diversification of in- 
vestments among industries and over 
time,” Mr. Lloyd writes, “the perform- 


ance of CREF may be expected to re- 


flect the long-term expansion of the 
economy. This is an important purpose 
of the Fund.” 


Unit Has Value of $14.11 


For the coming year, according to the 
report, the annuity unit, which sets the 
amount of retirement income, will have 
a dollar value of $14.11. This compares 
with a unit value of $10 established when 
the Fund was initiated in 1952. The unit 
value is fixed at the end of each fiscal 
year as the basis for annuity payments 
during the succeeding twelve months. 
To qualify for participation in CREF, 
one must first become a participant in 
TIAA and pay to it at least half of his 
total premium. 

The report also mentions that there 
were at the end of the past fiscal year 
a total of 20,193 individuals paying pre- 
miums to CREF in preparation for re- 
tirement. They represent approximately 
one-third of all those covered by TIAA 
contracts. 

The two organizations operate ex 
clusively in the college world and related 
fields. TIAA was founded in 1918 jointly 
by the Carnegie Corporation of New 
York and the Carnegie Foundation for 
the Advancement of Teaching. CREF 
was created in 1952 by special act of the 
New York State Legislature 


NAME J. McKAY BOSWELL, JR. 

State Mutual Life announces the ap- 
pointment of J. McKay Boswell, Jr. as 
home office Group representative in 
charge of its Memphis office. Formerly 
assigned to Atlanta, Mr. Boswell is a 
graduate of Southwestern at Memphis 
and is a Navy Air Force veteran. 


KARDUNA HAS NEW OFFICES 

Al Karduna, general agent, Postal 
Life of New York, is now located at 
16 Court Street, Brooklyn. He-is cele- 


brating his office opening, and his third 
Postal. 


anniversary with 





MUCUAL/ LIFE INSURANCE COMPANY 
seeren, BsameweesTTe 


OXford 7-2121 
FRANK McCAFFREY 


Harold A. Loewenheim Heads 
Slate of N. Y. City Assn. 


Harold A. Loewenheim, Home Life of 
New York, was nominated for the presi- 
dency of the Life Underwriters Asso- 
ciation of the City of New York, at a 
recent association meeting. Other mem- 
bers of the slate are Michael P. Coyle, 
CLU, Phoenix Mutual, administrative 
vice president; Stanley R. Wayne, Mu- 
tual Benefit, educational vice president; 
Arthur L. Sullivan, Fidelity Mutual, 
membership vice president; Charles An- 
chell, New York Life, public_ relations 
vice president, and Raymond F. Thorne, 
CLU, Berkshire Life, treasurer. 

Directors nominated to serve through 
June, 1958—John H. Brady, CLU, New 
England Mutual; Earle Y. Duncanson, 
Connecticut General; Robert W. Ebling, 
Jr, CLU, Penn Mutual; H. G. Hender- 
son, The Prudential; Robert J. Man- 
heimer, Equitable Society; Jules Nass- 
berg, Berkshire Life; Rene Sorel, Mu- 
tual Life of New York, and Kermit L. 
Updegrove, New York Life. Nominated 
to serve as a director through June, 
1956—G. Gustav Steiner, CLU, Aetna 
Life. 

Serving on the nominating committee 
were Harold N. Sloane, CLU, Gruber & 


Sloane, chairman; Harold N. Baird, 
CLU; Robert J. Bee, Jr., Edward L. 
3erger, Engelbert B. Eichengreen, 


Charles S. McAllister, Harry Pincus, Jr., 
Arnold Siegel, G. Gustav Steiner, CLU. 





N. Y. Managers to Hold 


Annual Outing on June 7 
The Life Managers Association of 
Greater New York will hold its annual 
outing and golf tournament on June 7 
at the Plandome Golf Club, Plandome, 
L. I. Arnold Siegel, Union Mutual, gen- 
eral chairman, is planning an unusual 
program among golfers and non-golfers. 
Instead of having the usual dinner of 
sirloin steak, Mr. Siegel has arranged 
for an old fashioned beefsteak and beer 
dinner which will be served in a “gay 
nineties” atmosphere. Beefsteak and 
beer will be served on a “all you can 
eat” and “all you can drink” basis. 
Prizes will be awarded to the winners 
of the golf and non-golf events. 





State Mutual Life’s April 
Production Up by 24% 


State Mutual Life reports that April’s 
new paid business is up 24% over April, 
1954, arid production for the first four 
months in 1955 is 18% ahead of the cor- 
responding period a year ago. 

The Chicago-Nothhelfer & Leck Agen- 
cy led the company for April in Ordi- 
nary production and is also the leader 
for the year-to-date closely followed by 
the Wood & Cluthe Agency in Newark 
and the Selling Agency in New York. 
Newark shows the largest gain over last 
year. 

Robert W. Boos of the Los Angeles- 
Dougher Agency was the top personal 
life producer in April and Charles W. 
Bennett of Syracuse led the field for the 
second consecutive month in the sale 
of non-cancellable sickness and accident 
insurance. 


M. L. CAMPS, 





Life Supervisor Available 


Life and A. & H. supervisor with approximately 20 years of 
brokerage solicitation experience in New York City, all with same 
agency of same company, seeks either general agency for brokerage. 
minded company or top flight supervisory post offering future. Pref. 
erably in New York City or Long Island area. 


Age 41 — married — two children — World War Il veteran, 


Versed in all phases of brokerage operation including joint clos. 
ing, programming, business insurance, taxation and training. 


Further details regarding background, production record, ete, 
will be furnished. Address Box 2316, The stern Underwriter, 93 
Nassau Street, New York 38, N. Y. 











Myer Agency Winner of 
Mutual of N. Y. Plaque 


The 1954 Agency Leadership Plaque 
has been won by the New York (Myer) 
agency of Mutual Life of New York, it 
was announced during a business con- 
ference between company officials and 
251 of the company’s top-ranking pro- 
ducers from all over the United States 
and Canada, at Victoria, B. C. 

The Myer agency, managed by Rich- 
ard E. Myer, CLU, qualified a total of 
35 underwriters for honor group mem- 
bership, including 11 Top Club members 
and 24 National Field Club qualifiers. 
The agency sold nearly $15,500,000 of 
life insurance in 1954, largest volume 
among MONY’s 100 agencies. 

Plaques were also presented to divi- 
sional leaders. The New Orleans agency, 
managed by James H. Lake, led the 
southern division with 23 honor men, 
including 7 Top Club and 16 NFC mem- 
bers. The central division was led by 
Gage Turner’s Cleveland agency, which 
had a total of 20 honor men, including 
5 Top Club and 15 NFC. In the western 
division, the leader was Portland, Ore., 
managed by Wilbur K. Hood, CLU, 
which had 17 honor men, including 5 Top 
Club and 12 NFC. 


COMPETITION? 


a 


Don't Waste Time 
"Shopping" .. . Make 


SAMUEL D. ROSAN 
| 





AGENCY, INC. 


Your One-Stop Super 
Market for Life 


14 Maiden Lane, New York 38 
BEekman 3-8114 


CONTINENTAL ASSURANCE CO. 
Chicago 








Group H., S. and MM Plan 
For Conn. Mut. Field Force 


Announcement of a Group hospitalizi- 
tion, surgical and major medical plan ic 
most members of Connecticut Mutu 
field forces was made by Raymond \\ 
Simpkin, agency vice president at com: 
pany’s field convention in Hollywoot 
Fla. Providing benefits up to $5,000, the 


new plan is available to all full-time 
agents, all field clerical employes, get: 
eral agents and to first-line brokers 
meeting certain requirements. Coverage 
also is available to families of partic: 
pants. Major medical will terminate « 
age 65, but hospital and_ surgical cov 
erage continues in most cases. Hospit 
and surgical. coverages include a max 
mum of $10 a day for 31 days for hos 
pital room and board, and up to a max 
mum of $250 per operation. Major meti: 
cal coverage affects expenses aboit 
these limits, including full medical, sur- 
gical and nursing expenses and fees, t! 
or out of hospital, and all addition’ 
hospital charges, with a maximum 0! 
$20 per day. Under the plan, all & 
penses are totaled, then payments male 
through basic hospitalization and str 
gical coverage and a flat $100 deductible 
amount, which the insured must a); 
are subtracted. The insuring compat} 
then pays 75% of the excess. 





McAndless Scholarship 

The winner of the 1955 A. J. McAnd- 
less Scholarship, awarded annually by 
Lincoln National Life, has been an- 
nounced by Walter O. Menge, president. 
This year’s recipient is Kenneth James 
Clark, a June graduate from South Side 
High School, Fort Wayne. 

The award, established in 1954 in 
memory of the late president of Lincoln 
National Life, is an actuarial scholarship 
at the University of Michigan for quali- 
fied students interested in the actuarial 
profession. It is based primarily upon 
scholarship with special reference to ex- 
cellence in mathematics. Geared to the 
needs of the individual student, the 
award usually covers tuition and room 
as well as first-semester board at the 
University of Michigan. In connection 
with the scholarship, summer employ- 
ment in the actuarial department of Lin- 
coln National Life will provide practical 
experience and on-the-job training in 
addition to the campus instruction. It is 
estimated that the first-year value of the 
A. J. McAndless Scholarship, including 
the job opportunity, is approximately 
$1,500. 





Live imeurance coMPAnT 
posres, msmssenoesrTy 


General Agent 
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HERB DAVIS 


Life ¢ Annuities ©@ Group ¢° Disability Benefits © Pension Trusts 


110 East 42nd Street, N.Y.C. | 


LARRY CAMPS NELSON BROMS | 
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p, B. Fleming Agcy. Wins ‘A 
Cup of Mutual Trust Life 









to right—Peter B. Fleming A. H. 
ws: Neil and John McLaughlin. 






The Peter B. Fleming Agency, Mutual 
Trust Life, White Plains, N. Y., was the 
winner of the Mutual Trust Life cup 
jor the first quarter of 1955 for the “A” 
or Group of agencies. This award is pre- 
sented to the agency which exceeds its 
quota by the highest percentage and is 
based on premiums, volume and lives. 

Individual winner in the Fleming 
Agency was John McLaughlin, who has 
been in the general insurance brokerage 
yusiness for 24 years. He is vice presi- 
dent of Prettyman & Co., Inc., 110 Wil- 
liam Street, New York. 

Mr. McLaughlin, a Scotsman, is presi- 
dent of the National Bowling Associates 
of the Knights of Columbus, the largest 


Plan 


Forces fraternal bowling association in the 
spitaliza United States. He is also a golfer, his 
plan fo club being the Suburban of Union, N. J. 
Matud “Mac” is taking a trip to the British 
nond WHR isles and the Continent this summer. 













at com- 
ly woot. 
1,000, the 
full-time 
es, gell- 
brokers 
overage 


He sails July 6 on the “Queen Mary” 
and intends to play golf at his old haunts 
in Scotland. He is a member of St. 
Andrews Society of New York. 

Mr. Fleming, a graduate of Williams 
College, was active when he entered 
the life insurance business in the Young 
Men’s Board of Trade where he was 


; cerlage chairman of the membership committee 
5 ege and on the board of directors. He helped 
Hosgit organize its insurance committee, now 

; the strongest committee in the board. 


a maxi: He os 
ai He still recruits eligible young brokers 


i hos for the board. 

ve ined ; For many years Mr. Fleming was 
aboie Club in the Phi Delta Theta Alumni 
sal, sur- lads New York, of which he was vice 
fees, 1 oe: He was also president of the 
dition: assachusetts Corp. of Phi Delta Theta, 
‘B Which owns the fraternity house at Wil- 

num "By liams. He was president of ‘the West 

all ex- Point Island Cj bo Prurdans Bs e es 
+s mae lett x and Civic Association at Laval- 
id strane e, N. J., where he has had a summer 
ductible a ECS 1940. Another activity was 
st pay: cn f tunds for The Charity Organiza- 
ompani Gia Society at the time when Walter 
iftord was president. He served on 


Ogden Mill's committee. 

A deacon in the Westminster Presby- 
terlan Church, Bloomfield, N. J., Mr. 
Fleming teaches a class of teen-agers. 

US principal hobbies are swimming, 

a ae contract bridge. His son, Peter 

-*leming, is a sophomore at Williams. 


ICT Buys Into Nat’! Bankers 

wane : I Corp. of Dallas, Tex., for- 

ae. IC r Discount Corp., has pur 

Saar tae interest in National 
§ thai $40,000 of Dallas, which has more 
$10,000,000 ee msurance in force and 
1047 cr’ assets. It was organized in 
Ga 0 board chairman is BenJack 
ie resident of National Bankers 
€ 1s Dr. Pierce P. Brooks. 











Murray D. Lincoln Director 
Of Life Ins. Investors, Inc. 


Murray D. Lincoln has been nomi- 
nated as a director of Life Insurance 
Investors, Inc., the election taking place 
May 24. He is president of the Farm 


Bureau insurance companies of Ohio, 
the names of which shortly are to be 
changed to “Nationwide” and of Na- 


tional Casualty of Detroit. Mr. Lincoln 
is taking the place of Eldon Stevenson, 


president of National Life & Accident, 
who was an original director of L. I. I,, 


Inc., which was organized as a $21 mil- 


lion closed end investment trust earlier 


this year. Other L.I.I. directors are J. C. 
Bradford, partner of the New York and 
Nashville investment firm of J. C. Brad- 
ford & Co. and former chairman of 
Life & Casualty; Charles E. Becker, 
president of Franklin Life; George W. 
Wells, president of Northwestern Na- 
tional Life, and Raymond T. Smith of 
Chicago, vice president of A. M. Best Co. 


General American Life 
Group Division Changes 


General American Life’s Group division 
has announced the second in a series of 
assignments and reassignments of field 
men for stepped-up sales and service in 
all parts of the country. Vice President 
Emil E. Brill has announced the trans- 
fers of Phillip Berg to Pittsburgh, Mal- 
colm Eilerman to San Antonio, 
William Kalbfleisch to Kansas City. 


and 
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GOLDEN RULE COMPANY 


BRIGHTEN your TOMORROW 
by WRITING TODAY 


The COLUMBUS MUTUAL 


Life Insurance Company 


Carl Mitcheltree, President 


Ben F. Hadley, Vice-Pres. & Sup’t. of Agents 
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Columbus 16, Ohio 





Something that Field Men have desired—and wanted 
for years! Most complete, most effective, most talked- 
about Career Development Plan in the Insurance World 
today! A time-saver and a money-maker for both YOU 
and YOUR AGENTS! 


Non-contributory Pension Plan 
—Liberal Disability and Retirement Benefits— 
up to $400 per month. Renewal Income guar- 
anteed for Life—plus continuation of active 
Agency Contract if desired. 


Golden Rule Agent’s Contract 


—attracts strong men—holds your better men 
—each agent you appoint becomes an agency 
builder for himself and a recruiter for you. 


@ 
Money-Making Sales Packages 
Business Building Direct Mail and Many Other 
Agency Building Helps 


Home Office Field-Help in 
Recruiting, Training and Building 
YOUR AGENCY 


y ’ 
, Ohie, 
gton D. 
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Joseph E. Lahey Named 
Oakland General Agent 

BY CONNECTICUT MUTUAL LIFE 

Succeeds James = Who Is 


Retiring From Active Management 


After More Than 20 Years 





Appointment of Joseph E. Lahey, as 
general agent at Oakland, Calif., was an- 
nounced by Connecticut Mutual Life. 
Mr. Lahey succeeds James L. Taylor, 
who is retiring from active agency man- 
agement work after more than 20 i 
as general agent in Oakland. Mr. Tay- 
lor announced he would continue 
affiliation with the agency, devoting his 
full work as 
general agent. 

A graduate of the University of Mich- 
igan, Mr. Lahey served as a Naval offi- 


his 


time to sales associate 


cer during World War II, and com- 
manded an LST in the Pacific. After 
the war, he joined Lafayette Life as an 
agent, serving until September, 1949, 


when he was appointed brokerage su- 
pervisor for the James F. Ramsey agency 


of Connecticut Mutual at Chicago, one 
of the company’s largest agencies. He 
became assistant general agent in June, 


1953, and goes to Oakland from that po- 
sition. 

Mr. Lahey is a graduate of the Purdue 
Life Insurance Marketing Institute and 
completed the R&R Tax and Business 
Insurance Course in 1947. He served as 
president and director of the Chicago 
Life Agency Supervisors Club, and was 
an instructor in the Chicago Loop sec- 
tion of the LUTC. 

He is a past director of the South 
Bend, Ind., Junior Chamber of Com- 
merce and active in the Elks and Knights 
of Columbus. He served as co-chairman 
of the Insurance Section of the Heart 
Fund campaign in Chicago last year. 

Mr. Taylor has served since October, 
1934, as general agent for Connecticut 
Mutual, his appointment climaxing an 
outstanding career as agent and agency 
supervisor in Arkansas and San Fran- 
cisco. Under his leadership, the Oakland 
agency twice was runner-up for the 
company President’s Organization 
Trophy. 

A Chartered Life Underwriter, Mr. 
Taylor is past president of the Oakland 
Life Underwriters Association. 


NEW BOOK BY WAGGONER 


Indianapolis Insurance Man Prepares 
“Road Map” for Medical 
xaminer 
Leland T. Waggoner, CLU, Indiz un- 
apolis, has prepared a book which carries 
the title, “The Road Map for the Medi- 
cal Examiner.’ It gives those in the 
medical examiner field helpful pointers 
in dealing with applicants for insurance, 

agents and agency heads. 

In his Sei a he says: “Upon 
the word of a single medic al examiner 
will often rest thousands of dollars— 
sometimes as much as a hundred thou- 
and dollars or more—ot policyholders’ 
money. That life insurance medical ex- 
aminers are carefully selected and have 
reflected the trust placed in them, is 
apparent by the unusually favorable 
mortality of groups of people who have 
bought life insurance after being ex- 
amined. Notifying a doctor that his ap- 
pointment to a medical staff has been 
approved, is pleasant for the home office, 


the local agency head and the new 
doctor.” 
The book is published by Research 


Review Service. 


Capobianco’s LUTC Post 


Frederick J. Capobianco, assistant 
manager, Yonkers district office, John 
Hancock Mutual, has been appointed 


chairman of the Life Underwriter Train- 

ing Council of Westchester County. He 
is a past president of the association, and 
has served as an instructor under the 
Life Underwriter Training Council pro- 
eram 


Bar Assn. Attempt to Hamper 


Agents’ Service to Clients 
What looks like an action to cripple 
the research activities of insurance men 
in helping prospects or clients plan their 
estates through insurance is that of a 
York County 


subcommittee of the New 
Lawyers Association in alleging that 
Solomon Huber Associates, 56 East 52nd 
Street, New York, are giving legal ad- 
vice and therefore also assuming the role 
of lawyers as well as selling insurance 
for Mutual Benefit Life. Mortimer Bren- 
ner is chairman of the County Bar Asso- 
ciation’s committee on unlawful practice 
of law. 

In the Huber organization are 30 estate 
planners. Philosophy of the agency is 
that life insurance should be fitted into 
the clients’ individual situation and 
awareness of property holdings, and to 
analyze all assets and the instruments 
which dispose of them. 

The recommendations and suggestions 
contained in the Huber organization 
studies emanate from the clients’ stated 
objectives and are designed for submis- 
sion to and review by the clients’ at- 








New York 38, N. Y. 





LIFE INSURANCE BROKERAGE SUPERVISOR 


New York Home Office desires services of brokerage supervisor with 
good following in New York, New Jersey and Connecticut territories, 
Interesting offer for the right man. Salaried basis. 


Write full details, stating age, experience, etc. Replies strictly con. 
fidential. Address Box 2314, The Eastern Underwriter, 93 Nassau Street, 





torneys. 
New York County Lawyers Association 
is of interest to all life insurance men— 
especially those engaged in business in- 
surance—and also to the joint committee 
of LIAA and ALC on the practice of 
law. Therefore this is a matter which 
concerns general agencies and branch 
offices throughout the nation. 

Solomon Huber Associates recently 
moved into a five story building at its 
present address. On the front of the 
building are two bronze plaques. The 
first plaque gives the name of the firm. 
The other reads, “The Home of Estatol- 
ogy,’ which designation means estate 
planning service. A member of the 
County Lawyers Association saw_ the 
plaque and the inquiry followed. There 
have been two hearings. 
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FOUNDED IN 1867 IN DES MOINES 
















is a@ common concept 
among Equitable Life of 
lowa field associates. It is 
a daily working philosophy 
and a basic objective. 
Working membership in 
NALU, the annual attain- 
ment of the National Qual- 
ity Award, and successful 
study for the CLU desig- 
nation are characteristic 
aims and activities. All are 
part. of the Company's 


fieldwide watchword— 


"Keyed for Career Life 
Underwriters". 









Naturally, the action of the 






Record of Newark Office 
Of Manufacturers [if 










J. STANLEY DEY 


The Newark office of Manufacturers 
Life, manager of which is J. Stanley 
Dey, produced in April the largest single 
month production of any branch in the 
68-year history of the company. Bus- 
ness paid for by the Newark office ix 
April totaled $3,500,000. Total April pro- 
duction of the United States division of 
the company was $11,813,000. 

The Newark office has just complete! 
its 16th year. 


But 10% of Personal Saving 
For ’54 Policies, Says Ecker 


The nation’s economy is in no danger 
of life insurance having any undue con- 
trol of it despite the growth of insur 
ance protection and large accumulation 
of life insurance companies’ assets 
Frederic W. Ecker, president of Metrv- 
politan Life, made that statement ' 
Canadian Life Insurance Officers Ass0- 
ciation meeting at Seigniory Club, Que- 
bec, this week. He was explaining the 
study of investments and savings being 
made by Life Insurance Association of 
America committee which has been 
studying the subject for six years. 

Another finding of the study is that 
the percentage of the public’s personal 
savings invested in life insurance i 
1954 was only 10% as compared with 15% 
in 1949, 


Buys National of Toronto 


The National Life of Toronto has bee? 
sold to Harold Lawson, a Canadian at 
tuary, who for several years was an of 
ficer of Paul Revere Life and also wit! 
Crown Life. 


Pearl Enters Canada 


The Pearl Assurance of London, se 
ond largest British writer of life insur 
ance, is entering Canada. It has ap 
pointed E. C. Denham resident actual 
for Canada. 
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Completing the picture... 


Around July 1st, 1955, New England Mutual will begin issuing quotations for group 
accident and health coverages. With this addition to group life and group annuity lines, 
the company will offer complete group insurance service. 


m NEW ENGLAND €% MUTUAL 


Life Insurance Company of Boston 
THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1835 
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Briggs Heads Gateway 
Center, Pittsburgh 


EQUITABLE SOCIETY 2ND_ V.P. 





Noted in Hotel Management; President 
Murphy Sees Much Gateway 
Development 





Frank H. Briggs, one of outstanding 
young property and hotel managers of 
the nation, has been elected a second 
vice president of Equitable Society in 
charge of Gateway Center, Equitable’s 
23-acre multiple office building develop- 
ment in Pittsburgh. Mr. Briggs became 
a manager of properties, under Equi- 


FRANK H. BRIGGS 

table control, notably the Hotel Sham- 
rock in Houston, Tex., beginning in 1953. 
When the Hilton chain took over the 
Shamrock from Equitable late last year 
Mr. Briggs agreed to remain there for 
a time as vice president and general 
manager. 

President Ray D. Murphy of Equitable 
said: “The growing importance of Equi- 
table’s Gateway Center development in 
Pittsburgh calls for the enlargement of 
the executive management of the project, 
and it was natural for us to turn to 
Mr. Briggs who has done an outstanding 
job at Hotel Shamrock under direction 
of Warner H. Mendel, vice president of 
Equitable and counsel for investments 
who managed the hotel and certain other 
McCarthy properties on Equitable’s be- 


half. Mr. Briggs will have over-all man- 
agement of the Center with responsi- 
bility for its future development under 


Dow 


the supervision of Charles W. : 
senior vice president of Equitable. 
“The success of Equitable’s three new 
buildings in attracting business sites was 
a factor in our decision to move Mr. 
sriggs to Pittsburgh. There is room in 
Equitable’s park-like area for several 
other equally suitable buildings that will 
add to the part played by the Center in 





The Law Follows Public’s 
Will, Says C. Kappes, Jr. 


HIS TALK AT LIFE COUNSEL 





Mutual Benefit Life Associate Counsel 
Asks if Life Policies Are Negotiable 





Instruments 
Charles W. Kappes, Jr., associate 
counsel, Mutual Benefit Life, had as 


theme of his address before the Associa- 
tion of Life Counsel meeting in White 


Sulphur: “Are life insurance policies 
negotiable instruments?” He thought it 
must be admitted that they are not. 


“It does seem, however,” he said, “that 
we are justified in feeling that we stand 
today in the midst of a far-reaching de- 
velopment, a breaking down of concepts 
formerly cherished most assiduously and 
even today maintained with great con- 
viction and sentimental attachment, a 
movement in the direction of greater 
freedom and flexibility in the use of life 
insurance for all purposes, and with a 
definite end in sight. That end, perhaps 
to be hastened and maybe retarded by 
the efforts of the insurance companies, 
but inevitable nonetheless, is the point 
where insurance policies themselves, to- 
gether with the certificates issued under 
settlement options, will find themselves 
carried along like stock certificates and 
negotiable bonds, and perhaps even to 
the same extent as checks and promis- 
sory notes, on the full side of free- 
flowing commerce. That is to say, the 
policy-holding public will, by a process 
of reification, come to treat the policy, 
or the instalment or interest certificate, 
itself as the ‘thing of value,’ just as they 
consider paper currency to be currency 
and a check to be cash or the stock 
certificate to be itself an asset (with the 
aid, of course, in the states where it 
has been enacted of the Uniform Stock 
Transfer Act) rather than a mere evi- 
dence of property. 

“Mr. Dooley used to be quoted as say- 
ing that ‘the Supreme Court follows the 
election returns.’ And, so, in a political 
democracy dedicated to economic free 
enterprise the law follows the public will. 
If the mass of policyholders were to 
consider their policies and certificates as 
themselves assets, who. shall prevail 
against their will?” 





Pittsburgh. <A 
building is 


the future growth of 
Pennsylvania state office 
already under construction.” 

Mr. Briggs has been manager of two 
famous hotels in recent vears besides 
the Shamrock—the Homestead in Hot 
Springs, Va., and Mount Royal in Mon- 


treal. During the war he was a lieuten- 
ant commander in. the Navy directing 
large housing and feeding operations. 


Before the war he was president and 
general manager of Host Hotels, a chain 
with 17 units in Midwestern, Eastern 
and Southern states. 

He was educated at the (Graduate 
School of Hotel Administration, Cornell 
University; is married and hes three 
children. 


—— 





each applicant. 


will be held in strict confidence. 
Building, Washington 6, D. C. 





Assistant Manager-J.D.Marsh & Associates-Financial Planners 


An ambitious potential leader, between ages 30-37, willing to make 
current sacrifices for future earnings and prestige in the relatively unde. 
veloped field of financial planning. Must be intimately acquainted with 
estate planning techniques and procedures. A background in life insur. 
ance, investments, trusts and testamentary disposition highly desirable, 
This is primarily a sales management job requiring skill in teaching and 
managing men. Applicant’s health and family life must be conducive 
to the rigors of seeking unusual accomplishments. Complete testing of 
abilities, plus personal analysis by industrial psychologist, required of 
Starting compensation $12,000 annually, with oppor. 
tunity to acquire substantial financial interest in firm. Furnish complete 
background information by mail, marked “Personal,” including a recent 
photograph—all data and material submitted will be returned. Replies 
Address: John D. Marsh, 122 Marsh 


Le, 








Named “Man of the Year” 


By Mutual of New York. 


Harry K. Gutmann, CLU, president of 
the New York City Life Underwriters 
Association, was named “Man of the 
Year” among 3,000 field representatives 
of Mutual Life of New York. Mr. Gut- 
mann, a resident of New Rochelle, N. Y., 
is a member of Mutual of New York’s 
Kassoff Agency. 

At a business conference in Victoria, 
B.C., last week, between MONY officials 
and the company’s leading field repre- 
sentatives from all over the United 
States and Canada, Mr. Gutmann was 
presented with a sterling silver cup, 19 
inches high and 11 inches in diameter, 
donated by past presidents of the Na- 
tional Field Club, company honor group. 
Presentation was made by Jacob W. 
Shoul, MONY’s perennial top producer 
Boston, who originated the idea 
Com- 


from 
for a “Man of the Year” award. 
pany officials participating in the presen- 
tation included Lewis W. Douglas, chair- 
man; Louis W. Dawson, president; 
Roger Hull, executive vice president ; and 
Stanton G. Hale, vice president for sales. 

The award is based on the under- 
writer’s work among his policyholders 
and the public, his value to the agency, 
and his participation in activities of the 
national and local Associations of Life 
Underwriters. 

Mr. Gutmann has been one of the com- 
pany’s consistently leading producers 
since he joined MONY in 1932. He is a 
member of the Top Club, the company’s 
highest honor group, and a life member 
of the Million Dollar Round Table. 


REPUBLIC NATIONAL DIVIDEND 

Directors of Republic National Life, 
Dallas, declared a dividend of 40 cents 
per share of common stock payable May 
25 to stockholders of record May 10, 
President Hugh H. Gaffney, announced. 
The board also declared a $1 dividend 
on 4% preferred stock payable June 24 
to stockholders of record June 15. 











175 Main Street 
White Plains, N. Y. 
WHite Plains 8-5175 





ETER B. 
UTUAL TRUST LIFE 


“Nothing 


A Unique Conversion Option 


has been added to our popular preferred ordinary life policy. 


At the age of 50 or 55 the Insured may convert, if desired, to either PAID-UP 
LIFE AT 65 or ENDOWMENT AT 65 by paying an increased premium. An 
easy-to-read schedule of these premiums is printed in the contract. 


For Illustrations Phone — 


FLEMING 
INSURA 
Chicago, Illinois 


AGENCY 
NCE CO 


Better In Life Deans” 


30 Church Street 
New York 7, N. Y. 
Digby 4-7797 
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Northwestern Mutual’s 
Agency Building Clinic 

Twenty-eight district agents from thir- 
teen states are attending Northwestern 
Mutual Life’s 1955 district agency build- 
ing clinic at the Milwaukee home office 
this week. Designed as a workshop, the 
clinic will enable each agent to person- 
ally perfect a program to build up his 
agency by adding new agents. Harold 
W. Gardiner, CLU, director of education 
and field training, says special emphasis 
will be placed on selecting the ney 
agent, getting him started, and coaching 
him through his first six months. 

Agency department officers and_ spe- 
cialists, headed by Vice President and 
Director of Agencies Grant L. Hill, CLU, 
will conduct the day and even‘ne ses- 
sions. 





Elect Lewand President 
LOMA Graduates Society 


Frank D. Lewand of New York Life, 
associate home office life underwriter, 
is the new president of Society of 
LOMA Graduates. He succeeds William 
W. Cramer, director of accident ani 
health, Equitable Society. 

Other officers are Corwin H. Barnum, 
Teachers Insurance and Annuity, vice 
president; Edwin D. Spreckelsen, Mu- 
tual of New York, secretary; Leo J. Me- 
Carron, Prudential, treasurer, and _ these 
new council members: William W. Eitel, 
Home Life; Herbert T. Fleming, New 
York Life, and Mr. Spreckelsen. 





Equitable Society Veterans 
Hold 11th Annual Dinner 


The Equitable Life Assurance Socict! 
last week marked the completion of more 
than 33,000 years of continuous service 
by 1,167 veteran officers and employes 
The occasion was the eleventh annual 
dinner of its Twenty-Fve Year Corps, 
held in the grand ballroom of the Wal- 
dorf - Astoria. oS 

Ray D. Murphy, president of Equi 
table, welcomed 142 new members of the 
Corps. He praised the group for its 
years of service to the home office ant 
also cited the society’s field forces tor 
writing more individual life insurance 
during April, 1955, than in any other 
month of the Equitable’s 96-year history. 

Glen McHugh, vice president in charge 
of the society’s city real estate depart- 
ment, was dinner chairman. Madeline ¥. 
Krohn and the Equitable Balladiers, ¢- 
rected by Howard Kubik, sang. 





GLANDORF JOINS OCCIDENTAL 

Joseph A. Glandorf, former agent 10! 
3ankers Life of Des Moines, has beet 
named brokerage manager in Occidenta! 
Life of California’s Atlanta, Ga., branch. 
Mr. Glandorf, a graduate of the Un 
versity of Georgia and a Navy Air Cops 
veteran, entered the life insurance bus 
ness in 1951 as agency supervisor / 
the Protective Life in Birmingham, Al 
He joined Bankers Life in Des Moine 
in 1954. 
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jimmerman Optimistic 
. For Industrial Cover 


MONTHLY PREMIUM SWING SEEN 





ns Why Industrial Life Will 
seis rr To Be an Impor- 
tant Factor 





A bright futire for the Industrial life 
insurance business, although a lessening 
in the importance of weekly premium 
payments, was predicted by Charles J. 
Zimmerman speaking at the recent ses- 
sion of LIAMA’s Combination Compa- 
nies meeting in Virginia Beach. The 
managing director ot the Agency, Man- 
agement Association said he thinks a 
changing market 1s producing a swing 
toward monthly, or even less frequent, 
payment of premiums. 
Doesn't Predict Debit System Demise 

The speaker made it clear he was not 
predicting the demise of the debit sys- 
tm. He pointed to “many great 
strengths of this system from the view- 
point both of policyowners and compa- 
nies.” He urged companies to hold fast 
to this system that offers such strengths 
as: (1) personal contact and congenial 
relationship between the good agent and 
his policyowners; (2) a well-defined 
market and well-defined prospect; (3) 
specific duties for the agent; (4) a basic 
foundation of agent compensation ; (5) 
advantages of close and efficient super- 
vision; (6) great opportunities to build 
public good will for the agent, the com- 
pany and the business. ; ; 

Describing combination and industrial 
companies as “perhaps the most impor- 
tant group in our business,” Mr. Zim- 
merman said these companies have of- 
fered “to meet the needs of all classes 
of people.” ; 

He suggested that every life insurance 
man should be grateful to industrial- 
writing companies. “Life insurance would 
not be in its present strong position 
without them,” he said. 

Nearly two-thirds of the 93 million 
policyowners in the United States, he 
noted, are industrial policyowners on a 
weekly premium basis. 

“However,” the speaker continued, “no 
group of companies in our business can 
afford to stand still in these changing 
times. I would urge you to reach out 
for new opportunities to expand life in- 
surance coverage to many more people 
—while holding fast to the strengths of 
your present system!” 

Mr. Zimmerman asked: “Are you pre- 
paring to change your product and your 
operating methods to meet new condi- 
tions in a changing market?” Among 
new conditions, he cited: (1) the trend 
to monthly premium payments and to 
use of payroll deduction, (2) increasing 
competition with other forms of insur- 
gence and other types of savings and in- 
vestment plans, and (3) increasing com- 
petition with salesmen of “hard goods.” 
He discussed some other recent 
changes which, he said, “have an even 
greater impact on combination compa- 
mes than on Ordinary.” Among these 
he listed changes resulting in “greater 
legislative security,” evidenced directly 
through social security, and indirectly 
through income tax laws that “have 
largely forced the development of mass 
Insurance coverages.” 





















Ohio Management School 


Columbus—The fourth annual advanced 
‘sency management school, under the 
‘uspices of the Ohio Association of In- 
surance Agents, Ohio Division of Insur- 
ance, Ohio Fire Underwriters Association 
pnd the Ohio Association of Casualty 
os Seyi Managers, will be held June 
Ho eg University, Oxford, O. 
‘toe so be 50 hours of intensive tech- 
be Smning on property insurance, 
ae those taking part will be Charles 
4 be now with Froggatt & Co.; John 














Se oan Ferganson Personnel. Those 
thio eBe are Dr, William B. Logan of 
‘olline 2 University and Charles T. 
; s, educational director of the Ohio 
sociation of Insurance Agents. 








NEW BOOK ON PRIVATE PENSIONS 


Written by Dr. Dan M. McGill of 
Wharton School, University of 
; Pennsylvania 

Publication of “Fundamentals of Pri- 
vate Pensions,” by Dr. Dan M. McGill, 
has been announced by the Pension Re- 
search Council of the Wharton School 
of Finance and Commerce of the Univer- 
sity of Pennsylvania. 

Dr. McGill is associate professor of 
insurance in the Wharton School and 
research director of the Pension Re- 
search Council, which sponsors nonpar- 
tisan research in the vitally significant 


but strongly competitive field of private 
pensions. 

As the first of a series of books and 
monographs to be published by the 
Council, “Fundamentals of Private Pen- 
sions” has a two-fold purpose, according 
to Dr. Clarence A. Kulp, chairman of the 
Council and dean-elect of the Wharton 
School. It is designed to serve as a 
text students, trainees, and 
others aspiring to an understanding of 
the private pension mechanism and to 
provide a framework of principles for 
the more specialized studies to be under- 
taken by the Council. 


basic for 


Midland Mutual Names 
“Rookies of the Year” 


Two agents—Gerald L. Hoovler of 
Fredericktown, Ohio, and Henry Gold of 
Beverly Hills, California—have been 
named “Rookies of the Year” by Mid- 


land Mutual Life. This honor is 


con- 
ferred annually upon Midland Mutual 
representatives who during their first 


contract year do the best all-around job 
of life insurance sales and service. 

Mr. Gold is associated with the Sam 
Van Elgort Agency, while Mr. Hoovler 
is with Tice and Associates, general 
agency for the company in Columbus. 





“Don't take a bath!’“— 


presents a believable argument 
for accident and sickness protec- 
tion by pin-pointing the perils 
most people face every day. And 
Occidental agents and brokers 
using this new visual motivator 
will have better prospects for the 
sale of Occidental’s popular new 


line of A & S plans. 










INSURANCE COMPANY OF CALIFORNIA 


HOME OFFICE * Los ANGELES 
W. B. STANNARD, Vice President 


"WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO” 









































Me? 


Top Row, left to right—George F. B. Smith, president; Horace R. Smith, 
superintendent of agencies; Louis J. Fink, Fluegelman Agency, New York. 


Second Row, left—Major award winners: top, left-right, Robert H. Goldsmith, 
associate general agent (Bates, Los Angeles), leader in paid volume; George E 
Deras, Omaha, leader in lives; James E. Caldwell, Fort Worth, top second-year 
agent in lives; Ben E. Stotts, Jr., Los Angeles (Jones), co-winner with John A. 
Speed of award for leading supervisor; Alfred S. Howes, New York (Fluegelman), 
leader in conservation. Bottom, left-right, Judson T. Brown, Dallas, top first-year 
agent in lives; Charles J. Krasne, New York (Josephson), top second-year agent in 
paid volume; Philip L. Miller, Toledo, leading first-year agent in paid volume; John 


A. Speed, Los Angeles (Jones), co-winner of supervisor’s award. 

Second Row, right—Raymond W. Simpkin, agency vice president, congratulates 
Robert H. Goldsmith and Bernard H. Zais, Rutland, runner-up in paid volume. 

Third Row—Banquet head table: Mrs. J. Milton Edelstein, Chicago; Robert F 
and Mrs. Goldsmith, President George F. B. Smith and Mrs. Smith, Bernard 
and Mrs. Zais, and Isadore Dretzin, New York (Josephson Agency). 

Bottom Row—Panelists: Tower C. Snow, Boston (Whittemore) ; J. -— 
Wilhelm, Philadelphia (Maffett); Arthur R. Kapner, Albany; Philip L. Mi : 
Toledo; Robert H. Goldsmith, and Wendell K. Whipple, Atlanta. Extreme ™™ 
Senior Vice President Vincent B. Coffin, moderator. 
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N. J. State Association Holds 


Annual Sales Congress in Sea Girt 


U. A. Palo, F. L. Merritt, P. W. Bove, R. K. Lindop Featured 
on Program; Kenneth W. MacWhinney, Jr., General 
Chairman of Well Attended Meeting 


By Ouiver J. JoNEs 


The New Jersey State Association of 
Life Underwriters held its annual sales 
congress last week at the Sea Girt Inn, 
Sea Girt, N. J. A capacity crowd was 
on hand and the four speakers, who 
gave freely of a variety of sales angles, 
were very favorably received. Welcom- 
ing address was given by Charles R. 
Howell, CLU, Commissioner of New Jer- 
sey State Department of Banking and 
Insurance. 

Speakers and their topics were Um- 
berto A. Palo, special agent, The Pru- 
dential, “Heart to Heart Selling”; Fran- 
cis L. Merritt, CLU, director of training, 
Mutual Benefit Life, “14 Ways to Dou- 
ble Your Production”; Peter W. Bove, 
merchandising coordinator, New Jersey 
Bell Telephone Co. “Dollars and 
Sense”; and Ralph K. Lindop, general 
agent in New York for Monarch Life, 
“Twins Should Not Be Separated.” 

Members of the sales congress com- 
mittee were Kenneth W. MacWhinney, 
Jr, associate general agent, John Han- 
cock, general chairman; George W. 
Owens, general agent, Monarch Life, 
speakers; Charles F. Shaw, Jr., Equi- 
table Society, arrangements; and Carl 
Herzog, The Prudential, publicity. 

Mr. Palo, who entered the insurance 
business in October, 1953, as a special 
agent for The Prudential, paid for half 
a million dollars worth of life insurance 
in the last three months of that year. 
For 1954 his new paid-for was approxi- 
mately two million five hundred thou- 


sand dollars. From October, 1953, 
through April, 1955, his paid-for is in 
excess of three and a half. million dol- 
lars. Of this total approximately one 
hundred thousand dollars’ worth is S. & 
A. The rest is all Ordinary life. 

Mr. Palo impressed his audience with 
his enthusiasm and the deep feeling of 
sincerity that he has for the life insur- 
ance business. He cited several actual 
experiences in which close friends pre- 
maturely passed out of the picture leav- 
ing their families in very bad financial 


condition. These experiences, Mr. Palo . 


said, “sparked a drive within me to bring 
security to as many people as I possibly 
could, It was like an obsession,” he re- 
marked, “for me to provide adequate cov- 
erage tor every man that I found un- 
derinsured, because I felt that the next 
time I came back he might not be there.” 
_ Mr. Palo also passed along some sell- 
ing ideas that have proven effective for 
him and concluded by telling his lis- 
teners to always try to get a payment 
'rom the client with the application. If 
you don’t, he remarked, you run the risk 
ot having to resell your client all over 
again, 
_ Mr. Merritt, who is a pioneer in the 
held of life underwriter training, and 
‘as developed many outstanding pro- 
fucers, general agents and managers, 
said that the prospects of a life insur- 
ance man can never repay him for the 
‘etvices that he has rendered. You may 
at times have to help your client to 
= . decision, the speaker said, be- 
of ne a most all people dislike all kinds 
ap ositive decisions and need outside 
me es regard. The insurance man 
i, Te two ways to look at his part 
uring action. Either he is pressing 


his prospect into a decision, or he is 
helping him to make for himself and 
his family a constructive, beneficial de- 
cision, which he is having difficulty in 
making it alone. Helping persistently to- 
ward positive decisions is just as much, 
and often more, of a true service as 
showing benefits, drawing briefs, pro- 
posals, or planning the accounting de- 
tails in estate planning. 


Prospecting 


Mr. Merritt reporting on a recent sur- 
vey of a large agency group on their 
most difficult problem, said that 90% of 
the entire group felt prospecting was 
their main problem. Each one was asked 
to write his own concept of the “pros- 
pecting” function and nine out of every 
ten thought they were trying to do 
something to make a living, to sell life 
insurance. “Mind” the master power for 
them had determined that they must 
perform this function purely for personal 
reasons. They were pounding on stone 
and truly it was a boresome task, yet 
all confessed that they had not con- 
sciously associated their reasoning with 
their failure to get excited or to enjoy 
the task. 

If prospecting is a real problem, Mr. 
Merritt said, it is probably because of 
the way you choose subsconsciously to 
think about it. Change your “mind,” he 
advised, and you change your “feeling” 
and you will look forward to this par- 
ticular part of your total work as a true 
part of the service you render, and it 
may well cease to be your problem. 

“How do you feel about your ego?” 
Mr. Merritt asked. “Does it have to be 
polished often? Does it require a con- 
stant build up by others? Does your 
ego live on the compliments, recogni- 
tion, and praise from others? 

“Life underwriting does not provide 
this kind of mental food for this kind 
of emotional hunger. The top life under- 
writer is highly self-sufficent and self- 
reliant. He is like the captain on the 
ship. He feels a great responsibility for 
his crew, but he doesn’t have to be 


upon their praise. The top life under- 
writer has developed a philosophy about 
his entire job. He is always open- 
minded. He will not exchange his funda- 
mental viewpoints about the goodness, 
and the service value of his work for 
the repeated superficial thoughts and in- 
ferences of his prospects. He will not 
let them tear down his fundamental en- 
thusiasm. Each day he goes to work, 
making many calls, with great sincerity 
of purpose even though perhaps he is 
seldom invited, and in spite of all re- 
sistance or indifference around him. His 
ego is fully supported by his own in- 
ternal thinking and appraisal of the 
value of his work with others.” 


Building Goodwill 


The top life underwriter, Mr. Merritt 
remarked, is concerned about his clients. 
He tries always to build goodwill with 
them. But, he also, remembers that they 
are human; that they put relatively un- 
important considerations up front and 
important far-sighted total family con- 
siderations down back. He realizes that 
when he is serving a hesitant, indecisive 
father, he is really serving an absent 
wife; that when both husband and wife 
are too much concerned with present 
pleasures and luxuries, he is then acting 
as a trustee for the children’s good. 

“Also,” Mr. Merritt said. “the top life 
underwriter is every inch a salesman 
and he is proud of his persuasiveness 
whenever this is the number one re- 
quirement. He approaches prospecting 
and his service of spreading the benefits 
of life insurance without inhibition, with 
the certain knowledge that his clients 
and prospects are doing much more for 
their friends, neighbors, and _ business 
associates than they can ever do for 
him.” 

Mr. Merritt concluded 
thought that perhaps success comes 
daily to the top life underwriter be- 
cause he has read, studied and thought 
deeply until he has the inner mental dis- 
cipline for living up to all the “Ifs” in 
Kinling’s poem. 

Mr. Bove outlined some of the quali- 
ties possessed by the champion producer 
that separates him from the average 
producer. “In number one place,” he 
said, “is the will to win. There is almost 
a consuming passion to be at the top 
and the champion knows that someone 
will always be at the top, and somebody 
at the bottom. This will to win is re- 
flected in many ways. The champion 
underwriter has complete faith in what 
he sells and is so sold on his product 
that he seems to be almost on a crusade 
to help others and he speaks with a con- 
viction that cannot be denied. He does 
not sell a policy, he sells an education 
for a growing boy; he offers freedom 


with the 


among them, nor does he depend heavily from a potentially crushing mortgage. 
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Champions sell in terms of benefits and 
results that one can almost feel, the 
things that people seek from the day 
they are able to reason, freedom from 
worry. 

The Will to Win 


“The will to win,” Mr. Bove said, “is 
reflected just as strongly by the goal set 
in each interview. Aim high is a funda- 
mental rule. It is a well-known fact that 
men who are nobodies in their own mind, 
plan interviews with little prospects, 
those who cannot afford the large poli- 
cies. Yet someone is going to sell the 
office manager, the executive and others 
who can afford to buy big policies. The 
champion aims high. He goes after big- 
ger men and tries for the big orders.” 

Mr. Bove pointed out that the will to 
win is expressed in their persistence and 
determination to accomplish the job they 
start. “This means,” he said, “that they 
are not satisfied to merely tell their 
story, to describe what they have to 
offer. Anybody can do that and usually 
does. The aim of the interview is to get 
the orders and only when the order has 
been secured has the job been done. 
Asking for the order is the cardinal 
principle. Get the first premium pay- 
ment is the rule of the underwriter. 
After all, if you can’t close, all the rest 
of the effort is of no purpose. Yet the 
average salesman seems afraid of this 
vital moment. He has gone through all 
the motions of prospecting, preparing 
for the interview, approach and all of 
the other steps leading to a sale but 
when the moment to ask for the order 
arrives, we find the ‘pause that de- 
presses. Human beings have a fear of 
hearing the word ‘no.’ 

“It should be remembered,’ Mr. Bove 
continued, “that orders are seldom vol- 
unteered by the prospect, because mak- 
ing a decision is a difficult matter for 
most people. It is the job of the under- 
writer to help make that decision if he 
is to fulfill his mission, and the bigger 
the policy, the more help the prospect 
needs. Right along with helping in 
making the decision is the obligation to 
make it easy for the prospect to decide. 
Speak as if it were the normal and .na- 
tural development to subscribe and 
speak in positive terms. The prospect 
is no expert on life insurance and it’s 
the underwriter’s job to develop his in- 
terview so as to make it easy for the 
prospect to say yes.” 

Mr. Bove also called attention to the 
fact that the champion does not expect 
to win all the time. He knows that there 
will be defeats and disappointments, but 
never discouragement. He realizes that 
people will frequently say no, but he also 
realizes that there is where the chal- 
lenge lies and selling begins. 

The will to win, the speaker said, is 
not enough; there is a second element 
that is part of the champion, and that is 
that -he does a little bit more than the 
average. He works a little harder for 
himself and for his client, and he makes 
and receives calls at his home when his 
clients’ interests are at stake. He gives 
them a sense of closeness, of friendliness 
to the point where they cam feel free to 
call him at any time. 


Selling Accident and Health 


Mr. Lindop, who outlined his com- 
pany’s method of teaching the accident 
and health business, is of the opinion 
that a man cannot be taught the acci- 
dent and health business ‘in less than 
60 hours which he studies with his gen- 
eral agent or someone else who is well 

(Continued on Page 16) 
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; adopted a balanced fund principle in in- Co. and the Carnegie Institution of ——_ 
Shanks Explains Need vesting their endowed funds, i.e, they Washington. Boeing Airplane Co., in MEXICAN INSURANCE YEARBOOK 


For Variable Annuity 
URGES PASSAGE N. J. MEASURES 


Prudential President Says Industry Must 
Be Flexible in Adjusting to 
Meet Public Needs 


Urging that the New Jersey legislature 
pass pending bills to permit life insur- 
ance companies to issue variable annui- 
ties, Carrol M. Shanks, president of the 
Prudential, told a public hearing of the 
business affairs committee of the State 
Assembly that the life insurance industry 
“must be forward-looking and flexible 
in its viewpoint and must be willing to 
change and adjust its services in order 
to meet the ever-changing economic and 
social developments in our way of life.” 


How It Would Work 


In explaining the working of the vari- 
able annuity Mr. Shanks said: “The 
main feature of an annuity is that it in- 
volves the systematic liquidation of a 
principal amount over a lifetime, with 
actuarial application of mortality tables— 
a typical and traditional life insurance 
company responsibility and _ function. 
That feature is present in a variable an- 
nuity—which might be issued either on 
an individual basis, or a group basis. A 
variable annuity represents a logical ex- 
tension of the participating principle, so 
familiar in life insurance, under which 
the contract holder shares in the results 
of the issuing company’s operations. The 
dollar amount of payments and values 
would depend upon investment results. 

Let me give you an example of what 
we would expect to be a common type 
of individual variable annuity contract 
calling for a $500 annual payment. The 
$500 payment in 1955 might buy 50 units, 
the $500 payment in 1956 might buy 45 
units, the $500 payment in 1957 might 
buy 60 units, and so forth. The changing 
number of units purchasable with each 
year’s $500 payment would reflect fluctua- 
tions in the value of the assets in the 
Account. At age 65 the purchaser might 
have accumulated a total of 1200 units. 
His contract might provide that he could 
take his retirement benefits in the form 
of an annuity either in fixed dollar 
amounts or on a variable basis. If he 
chose variable benefits the actuarial 
tables might, for example, entitle him to 
an annuity of 100 units a year for life 
after age 65. This might result in his 
variable annuity payments in the first 
year of retirement having a dollar value 
of $1,000, in the second year $1,100, in 
the third vear $900, etc., again depending 
upon fluctuations in the value of the 
assets of the special Account. 

“This isn’t an untried proposal. Three 
years ago an organization was set up 
under New York law to issue variable 
annuities to college teachers throughout 
the country. This organization is called 
College Retirement Equities Fund—or 
CREF—and it is already serving some 
20,000 college people. It is a companion 
organization to Teachers Insurance and 
Annuity Association of America (TIAA) 
which was established in 1918 to provide 
retirement benefits and life insurance 
for members of staffs of educational, 
scientific, or research organizations and 
their wives and widows. 

In recent years it was observed that 
TIAA fixed amount annuities were not 
meeting the basic needs of the retired 
participants because of the effects of in- 
flation. At the same time it was noted 
that m&ny of the privately endowed 
colleges which were included among 
the institutions TIAA served generally 
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invested part in fixed dollar obligations 
and part in stocks. It, therefore, seemed 
inconsistent to some of the college trus- 
tees to invest the endowment funds on 
the balanced fund principle while putting 
all their pension payments into TIAA 
which invested nearly 100% in fixed dol- 
lar obligations. The TIAA made an ex- 
tensive economic study and report and 
as a result CREF was established. 


Public Demand Shown 


“CREF, which is the TIAA’s affiliated 
“Equity Fund,” was begun not with the 
idea that it would keep the retired in- 
dividuals’ purchasing power during re- 
tirement at an exactly constant level but 
with the belief that it would have a 
good chance of providing a combined 
income from TIAA and CREF that 
might correlate reasonably well with the 
cost of living. Eighty-five per cent of the 
college professors and teachers partici- 
pating have voluntarily elected to have 
the maximum permissible portion of re- 
tirement contributions on their behalf 
paid into the variable plan. 

“In addition, a number of employers 
have already set up uninsured retirement 
plans for their employes using this same 
principle. Among these are Long Island 
Lighting Corporation, Chemstrand Corp., 
Penagra Airlines, Kidder Peabody and 


response to a demand for a variable re- 
tirement plan initiated by its employes, 
announced such a plan for 6,000 of its 
workers just a few weeks ago—again on 
an uninsured basis. 

In addition, many other employers 
have recently been turning to the yields 
and the opportunity for capital apprecia- 
tion available through self-administered 
or trusteed pension plans which are in- 
vesting large portions of their assets in 
common stocks. This has placed life in- 
surance companies at a serious competi- 
tive disadvantage in the group annuity 
field. 

“I think I hardly need labor the point 
that there is a major public interest in 
permitting individuals and employers to 
make provision for retirement years, as 
evidenced, for example, by Federal tax 
laws giving special treatment to quali- 
fied pension plans. This public interest 
logically extends to permitting the plans 
to be as modern and effective as possible. 

“Large employers are able to utilize 
equity investments in retirement pro- 
grams through non-insured  trusteed 
plans since the large employers can 
afford to hire necessary actuarial talent 
and can otherwise meet requirements for 
a sound plan. However, this route for 
use of equities in retirement plans is not 
practical for smaller employers, and the 
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puted on the same basis as 
the scale of dividends in ef- 
fect at the date of this illus- 
tration, January 1, 1955. 
Similarly, the interest rate 
assumed is that currently al- 
lowed on such accumulations. 
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effect is to discriminate against them 

“This is not to say by any means that 
it is only in the Group field that there 
is a need for this type of a retiremen; 
program. Employers will often be able 
to protect retired employes against de. 
preciation in the real value of their pep. 
sion dollars. But individuals buying their 
own retirement plans do not have this 
kind of assistance available and repre- 
sent a primary need for the variable 
annuity. In addition, many people are 
not working in jobs where they are ej. 
gible to be included in a group plan 
These include professional people, per- 
sons working for small businesses, anj 
other employes not included under com. 
pany programs. It is apparent that the 
demand for variable annuities on an ip. 
dividual basis is going to be met; and 
trained life underwriters representing 
the established life insurance companies 
and under the supervision of state insur. 
ance departments are in the best position 
to sell them properly. 


Tied to the Economy 


The variable annuity proposal is by 
no means dependent for its justification 
on a prediction of more inflation. The 
attractiveness of stocks in a retirement 
program is tied to the expanding econ- 
omy, which is something to be expected 
and hoped for whether or not the value 
of the dollar goes down. ) 

“It is a fact, however, that between § 
1900 and 1950 the price level rose an 
average of 2% a year. While the more 
sensational spurts of inflation have taken 
place in war time, there have also been 
marked changes in the value of the dol- 
lar in peace time. This is more likely 
to be true in the future because it would 
appear that whatever party is in office 
a major depression will be politically un- 
thinkable, and inflationary steps are the 
obvious approach for governmental ¢- 
forts to try to maintain full employment 
Just recently the government in Canada 
has announced that in view of some eco- 
nomic slackening deficit spending was 
being instituted as a_ national policy 
Economists have pointed out certain 
“built in” inflationary factors in our 
economy, such as full employment poli- 
cies, wage increase pressures and ¢s- 
calator agreements, parity prices, Federal 
budget deficits, low interest rates, eas) 
terms for home financing and the easy 
money policies generally. 

“Life insurance agents have been able 
in most casés to adjust life insurance 
(as a protection against death) to in- 
flation by use of larger face amounts 
Many persons who bought a thousand 
dollar policy years ago would be finan- 
cially able to buy a policy of sever 
thousand dollars face amount today. Av- 
erage face amounts have doubled in the 
past ten years. As to life insurance, we 
are continuing and will continue to pro 
vide an unbeatable product—and one that 
is highly salable by our thousands 0 
agents. These bills don’t have anything 
to do with life insurance as a protectiol 
against death. But as to individual te 
tirement annuity plans—which used 0 
be a big business with us—it’s a differen! 
story. That type of plan cannot adjust 
too well to inflation because the accumt 
lations to provide the retirement bene: 
fits are built up over a_ long perio 
We sold only 517 individual annuities 
our whole company last year. More that 
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Skutt and Martineau 
Discuss 1954 Gains of Co. 



























































V. J. Skutt (right) and 


W. F. Martineau 


V. J. Skutt, president of Mutual of 
Omaha and the Companion Life of New 
York, and Walter F. Martineau, execu- 
tive vice president of the Companion, 
are shown in the above picture compar- 
ing notes on the 1954 results of that 
company. Now six years old, its insur- 
ance in force in 1954 was 35% greater 
than in 1953. Total in force is now 
$98,930,832. m 

The Companion Life closed the past 
year with gross income of $1,700,622, 
and made a net gain from operations 
of $69,194. Its total assets at the year- 
end were $3,378,667; capital paid-up 
$500,000, and unassigned surplus $778,067. 





N. J. Sales Congress 


(Continued from Page 13) 


versed in the subject. “After this back- 
breaking 60 hours,” he said, “we require 
that the recruit entering this business 
attend school for a minimum of two 
weeks. After the school period, we are 
with him almost constantly in the field; 
selling for him; correcting his obvious 
mistakes after an interview. 

“If you are going to teach your under- 
writers the health and accident business, 
take them by the hand and lead them. 
If you think the proper underwriting of 
accident and health business is simple, 
give up. Don’t tell a man that he knows 
this business until at least one year of 
hard study, close supervision, and a de- 
cent philosophy are instilled in him.” 

Emphasizing the importance of acci- 
dent and health protection, Mr. Lindop 
emphatically stated that this protection 
is not the small brother of life insur- 
ance, but is rather an equal partner 
leading to the complete security and 
contentment of a client. 

“Until you have succeeded in convinc- 
ing your field underwriter,” Mr. Lindop 
said, “that the most horrible hazard 
facing living mankind is the ravishes of 
sickness and accident—until you have 
convinced your underwriter when a man 
is sick or hurt, get well he must because 
until he does get well, he is in a state 
of living death, and that getting well is 
a very expensive proposition—he is not 
ready to preach the gospel of the neces- 
sity of proper accident and health pro- 
tection.” 

Mr. Lindop pointed out that an under- 
writer’s evaluation of the health and 
accident business must be more than 
just “a pretty good thing to have, in 
fact if he has no deeper feeling than 
that, he should have his license taken 
from him, because if he does not know 
the truth, how can he disseminate it 
amongst the public. If your underwriter 
considers the selling of accident and 
health protection a side line—something 
nice to have, he should be in some other 
field as he can ruin a man’s life by not 
providing the proper protection.” 













Congratulations 


TO THE 


GOLDSTEIN 
CONNECTICUT AGENCY 


ON THEIR 


25th Anniversary with 
BANKERS NATIONAL 





Ellie M. Goldstein Bernard B. Kaplan 


Bankers National is proud to salute its Goldstein Connec- 
ticut Ageney during their 25th Anniversary Month. 


Founded by Abraham Goldstein, the agency has continued 
to grow at a rapid pace under the able leadership of 
Ellie M. Goldstein and Bernard B. Kaplan. 


The Connecticut Agency at present has close to $49,000,- 
000 of insurance in force with the company and, in 
January of this year, broke all existing records by writing 
$1,600,000 of ordinary. Plans have been made for the 
biggest production year in the history of the agency with 
$10,000,000 ordinary volume as the goal. 
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Serving Connmdiltent Dumniee Agents 
Since 1930 


The officers, employees and field force of Bankers 
National extend their congratulations and_ best 
wishes for continued success to the Connecticut 
Agency on this grand occasion. 


CHRECCY NATIONAL LIFE 
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ROSAN AGENCY EXPANDS 





Marks 10th Year With Continental by 
Moving to Larger Offices at 
14 Maiden Lane, N. Y, 

Samuel D. Rosan Agency, Inc., one of 
the leading general agencies of Conti. 
nental Assurance in New York City, has 
moved to new and larger quarters at 
14 Maiden Lane, at which the new Phone 
number is BEekman 3-8114. Air-condj. 
tioned throughout, the new offices are 
furnished in a modern decor. Expansion 
of business necessitated this move. 

The Rosan Agency is now completing 
its tenth year with the Continental and 
under the leadership of Samuel D. Rosan 
board chairman, and Howard J. Rosan 
CLU, its president, an excellent produc. 
tion year has been maintained over the 
years. Both father and son are actiye 
in New York and national affairs, 

“Sam” Rosan, Million Dollar Round 
Table member for the past 11 years, has 
been a life member since 1946. He js 
past president and an organizer of the 
Independent Brokers’ Association of 
Brooklyn and currently a director of 
Greater New York Insurance Broker;' 
Association. Other memberships include 
American Arbitration Association’s In- 
surance Council, Insurance Square Club, 
Advertising Club of New York, New 
York Insurance Federation. Indicative 
of his interest in educational activities, 
he is a life member of Insurance So- 
ciety of New York. He has been active 
in Life Supervisors’ Association of New 
York since its inception and is one of 
its past presidents. He is a Mason, 
Shriner, past district deputy of Knights 
of Pythias. 

Howard Rosan, who entered the 
agency in 1945, has been its president 
since 1952. His latest honor is appoint- 
ment as associate editor of “Query 
monthly magazine of American Society 
of CLU’s. His affiliations include Life 
Supervisors Association, National Coun- 
cil of Business & Professional Men; 
member of the faculty of Agent’s Train- 
ing Course of Life Underwriters Asso- 
ciation of New York. He is also a 
Kiwanian and Knight of Pythias, For 
his war service he received the Govern- 
ment’s Naval Ordnance Development 
Award for guided missile research at 
Cornell Aeronautical Laboratory in Buf- 
falo. 

Assisting the general agent is Jule J. 
Roseman, CLU, who is in charge of the 
agency’s new business and office man- 
agement; ‘Jack Cohen, CLU, treasurer 
of the corporation, who handles con- 
servation and brokerage business, and 
James Bruno, brokerage manager. All 
three are active in civic and fraternal 
affairs. 





Annual Meet of Insurers 


Conference in Colorado 


The annual convention of Life Insurers 
‘Conference is being held this week at 
Colorado Springs, Colorado. Sam_\%. 
Beery, Colorado Insurance Commission- 
ers, welcomed the insurance men. 

Eugene M. Thore, general counsel 
Life Insurance Association of America, 
described the present scene in Washing- 
ton as affecting insurance companies and 
their policyholders. He was followed by 
Attorney General John Ben Shepperd 0 
Texas. 

Appearing on the second day’s  pro- 
gram were Robert L. Walker, president, 
NALU; E. J. Faulkner, president, Woot 
men Accident and Life; and Richard B 
Evans, president, Colonial Life, who dis 
cussed variable annuities. A_ panel 
company management had as its moder 
ator C. R. Clements, Jr., vice presiden!, 
National Life and Accident. Executive 
director of LIC is Martin B. Williams 


Appoint Warren E. Plichta 


Great-West Life has announced the 
appointment of Warren E. Plichta 
Group representative at the compaly® 
Detroit branch. In his new capacity hf 
will be associated with Harry M. Batt 
ley, Group supervisor, and Henry ye 
Baak, assistant Group supervisor, # 
Detroit. 
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For Franklin in Maine 


































A. J. DESPRES 


A. J. Despres has been appointed dis- 
trict manager in the Auburn-Lewiston, 
Maine area for Franklin Life of Spring- 
field, Ill. A Navy veteran, Mr. Despres 
is a graduate of Auburn, Maine School 
of Commerce, and was formerly associ- 
ated with The Prudential. 





Guardian Life Appoints 
R. J. Preble in Aberdeen 


Appointment of Robert J. Preble as a 
general agent in Aberdeen, Washington, 
for Guardian Life has been announced. 

Mr. Preble’s father, Walter S. Preble, 
who has been district manager for 
Guardian in Aberdeen since 1937, will 
continue with the new agency, devoting 
his full time to serving personal clients. 

Robert Preble joined Guardian as an 
agent in 1946, and has qualified many 
times for the company’s Leaders Club 
(including the current club year). He is 
a past president of the Twin Harbors 
Life Underwriters Association and is a 
six year qualifier for the National Qual- 
ity Award. 

A graduate of Stanford University, he 
served during the Second World War in 
the Navy achieving the rank of Lt. (j.g.). 





HEARD On The WAY 











_ George S. Van Schaick, former Super- 
intendent of Insurance of this state and 
for 12 years a vice president of New 
York Life in charge of real estate and 
mortgage loan department, who has been 
elected chairman of the board of Secur- 
ity Mutual, is a trustee of Bowery Sav- 
ings Bank, New York, and a member 
ot its executive committee. He has been 
on Security Mutual board since 1949. 

Mr. Van Schaick is vice president of 
the National Municipal League of which 
George Gallup, who polls public opinions, 
1s president. Mr. Van Schaick is also 
on board of Regional Plan Association 
and of Institute of Public Administration, 
both of New York. He is on executive 
committee of the Citizens Union of New 

ork and was chairman of its special 
committee to study and report whether 
city manager or city administrator would 
€ teasible for a city as large as this is. 

He committee reported in the affirma- 
tive and the idea of city administrator 
Was subsequently approved by the man- 
agement survey. Adopted by Mayor 

agner, it is now in effect. 

At Yule Law Schoot Mr. Van Schaick 
Sr an editor of the Yale Law Journal. 
cere coming to New York as Superin- 
tendent of Insurance he practiced law 
in Rochester, N. Y., for 25 years. 


Uncle Francis. 


Memorial Day Ceremonies 

Lieutenant General Blackshear Bryan, 
superintendent of the United States Mili- 
tary Academy at West Point, is sched- 
uled to be the principal speaker at the 
annual Memorial Day ceremonies in 
Madison Square Park at noon, Friday, 
May 27. Sponsors of the 35th annual 
event are Legion Post 385 of Metro- 
politan Life and Post 503 of New York 
Life. 

Preceding the ceremonies, 2,000 armed 
forces veterans will assemble at 25th 
Street between Madison and _ Fourth 
Avenues. The marching veterans will 
circle the Park, rendering a salute to 





HEADS PORTLAND DISTRICT 

Appointment of Michael J. Argeros as 
head of the Prudential’s Portland dis- 
trict office, was announced by Paul B. 
Palmer, company vice president. 

Mr. Argeros joined Prudential as an 
agent at Malden, Mass., in 1949. He was 
advanced to a staff managership in 1951 
and until his present appointment has 
been directing activities of a group of 
agents at Pawtucket, R. I 





the Eternal Light monument to the dead 
of all American wars, before halting at 
24th Street and Madison Avenue at 12 
noon. 


Regional Group Manager 


For Lincoln National 

Thomas L. Quick has been appointed 
regional Group manager for Utah-Neva- 
da-Idaho for Lincoln National Life. 

A graduate of Fordham, Mr. Quick 
became associated with Lincoln National 
in August, 1954, after having spent two 
years in the Army. He has been serving 
as Group representative in the home 
othice. 

Mr. Quick will maintain offices with 
the Thorpe B. Isaacson Agency in Salt 
Lake City. 








WHO WRITES WHAT? 


WE DO! 







The Whole Life ‘'20” 


A Non-Par Whole Life Policy 
(Minimum issue $20,000) 


Rate, age 35, including automatic waiver for disability 


$20.05 


Guaranteed “cost if continued” to end of 5th - 10th - 15th or any other year 


3% C.S.O. cash value equal to reserve 10th year and after. 


$20.05 





No estimates, no gimmicks, everything guaranteed. Simple isn’t it? 


* * * 


YES, we issue the Whole Life ''20” substandard up to 500% and pay top commissions. 


For full details contact the nearest agency of 


NORTHWESTERN NATIONAL LIFE 


OF MINNEAPOLIS 


4O years’ experience in brokerage tewice 


Eighth in a series 
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Underwriters’ Duties 
Viewed by T. K. Dodd 


AT ANNUAL MEETING OF HOLU 


Says That Department of a Life Insur- 
ance Company Should Be a Major 
Executive Function 


Thomas K. Dodd, Connecticut Mutual, 
in his presidential address before the 
annual meeting of the Home Office Life 
Underwriters this week in Niagara Falls, 
Canada, said that the underwriting de- 
partment of a life insurance company 
should be a major executive function, 
whose chief responsibility should require 
that underwriting policy be set and un- 


derwriting decisions made with an eye 
to the broad effects they will have on 
the company as a whole. The under- 


writing department, he remarked, should 
be thoroughly familiar with the results 
of past mortality investigations and 
know what they have shown concerning 
the effects of the various impairments, 
and at the same time must have an eye 
to new developments, new discoveries 
in medicine, new surgical procedures, 
etc., which may radically change the 
mortality outlook. “Our duty to the in- 
suring public,” Mr. Dodd continued, 
“requires us to liberalize underwriting 
practices and to enlarge the area of 
insurability wherever possible. That 
process involves some pioneering. In- 
stead of always sticking to the safe way 
of basing ratings on demonstrated past 
experience, calculated judgment as_ to 
the future must sometimes determine 
action.” 

About attracting new agents and hold- 
ing their respect, Mr. Dodd said that 
it is necessary to keep up with the 
procession, “even perhaps occasionally 
ahead of it. Our relationship with our 
field will be much better if we are alert 
to modern changes and new things and 
take the initiative once in a while. Noth- 
ing is worse than the situation where 
the underwriting department never does 
anything until prodded by the field.” 


Limits and Reinsurance 


Discussing the question of limits and 
reinsurance, Mr. Dodd said that funda- 
mentally there should be only two rea- 
sons for reinsurance. “First, to handle 
excess lines. Reasonably steady earn- 
ings from mortality are desirable so 
that from year to year a non-fluctuating 
dividend policy can be maintained. We 
shouldn’t accept lines large enough to 
expose us to the possibility that a few 
maximum claims in any one year would 
necessitate a dividend cut. The second 
reason for reinsurance is to handle those 
cases where our experience is inadequate 
to permit us to do an intelligent enier- 
writing job. In those cases we are using 
the reinsurance company’s wider erent 
ledge. 

“On the other hand there is no logic 
in reinsuring business within our normal 
retention limits at rates which in our 
judgment are insufficient to cover the 
anticipated mortality. Nor is there any 


logic in.issuing a limited amount stand- 
ard for our own retention and reinsur- 
ing the balance, on a case which we 


really think is properly ratable. Yet un- 
der pressure we all probably do it from 
time to time. 

“Of course, reinsurance has its place, 
but balance is essential in weighing all 
the aspects when establishing reinsur- 
ance rules. Balanced underwriting in- 
cludes: such factors as good public rela- 
tions. The better the feeling which the 
general public has toward the life insur- 
ance industry, the easier it will be to sell 
business. Minor irritants can cause a lot 
of ill feeling, and sometimes a little fore- 
sight can prevent them before they start. 


Occupational Ratings 


“Another area wherein a little fore- 
sight may help good public relations,” 
Mr. Dodd said, “is the question of occu- 
pational ratings. Since many of us have 


been writing substandard for perhaps 
only the last 20 years or so, relatively 
few have as yet had the experience of a 


policyholder, originally rated for occupa- 





Katz Appointed in Denver 

Appointment of I. Allen Katz as gen- 
eral agent of Manhattan Life in Denver 
has been announced by the company’s 
home office. The agency’s offices are in 
the First National Bank Building. 

Prior to accepting the appointment, 
Mr. Katz had been with General Ameri- 
can Life as district manager. He started 
in the life insurance business in 1934 
with The Metropolitan. Five years later 
he joined General American, remaining 
with that company for sixteen years. 

A native of Pueblo, Colo., Mr. Katz 
the executive board of the Boy 
Scouts of America, Denver Area Coun- 
cil, and is also a member of the Cham- 
ber of Commerce and the Denver Asso- 
ciation of Life Underwriters. 

Samuel Iskow, formerly with General 
American, is associated with Mr. Katz’s 
agency as brokerage manager. 


is on 





tion, now past 65 and retired, who sud- 
denly wakes up to the fact that he is 
paying an extra premium and thinks the 
company should have done something 
about it. When an old_ policyholder 
finds out that he has been paying such 
extras after retirement and gets relief 
only by means of a complaint, he won’t 
have the same kind feeling toward us 
and toward the insurance industry as he 
would have if relief had been extended 
to him voluntarily. Must we wait until 
a number of such cases have come to 
our attention or should we now be an- 
ticipating that problem by at least set- 
ting up our records so that we could do 
something as a matter of routine?” 

Another important aspect of the job 
of the underwriter, Mr. Dodd said in 
conclusion, is the necessity of selling 
decisions to the field force. “A reason- 
ably contented agency organization,” he 
said, “is a great thing and we will have 
it if we constantly explain the reasons 
for our various actions. Gone are the 
days for most companies when a declina- 
tion was merely the refusal to issue with 
no reason stated. Gone should be the 
day when we can refuse to follow other 
companies in some liberalization § of 
policy—without explanation. By the na- 
ture of things, we have to say no many 
times, and no is the most disappointing 
word in the language. It’s easier to get 
a no answer accepted if time and trouble 
are expended to give adequate reasons. 
Most of us now appreciate the tremen- 
dous advantage to the company if the 
field force has confidence both in our 
general underwriting policy and in the 
application of that policy to individual 
situations. “That confidence must be 
built up by constant selling when ad- 
verse decisions are required. We must 
sell ourselves and our decisions in such 
a way as to gain and hold respect. Be 
consistent, have courage to stick to what 
in your best judgment is the sound an- 
swer, and use tact and understanding in 
selling your decisions.” 


Life Insurance Medical 


Experts Meet in Winnipeg 


Some 50 medical officers associated 
with life insurance companies through- 
out Canada met May 13 at the Motor 
Country Club, near Winnipeg, for the 
annual meeting of the Canadian Life 
Insurance Medical Officers Association. 

The one-day meeting, which discussed 
scientific underwriting of various ill- 
nesses for life insurance purposes, heard 
addresses by Dr. R. H. Craig, of Mutual 
Life of Canada, Waterloo, Ont.; Dr. J. S. 
Winder, London Life, London, ‘Ont, and 
Dr, wD. J. Breithaupt, Manufacturers Life, 
Toronto. In addition, Dr. Ross Mitchell, 
Winnipeg, delivered a paper on the his- 
tory of Lower Fort Garry and the early 
development of Manitoba. 

Dr. F. A. L. Mathewson, of Winnipeg, 
medical director of Great-West Life, 
is president of the association. 





Trigg Named President of 
Mutual of N. Y. Honor Group 


Jack W. Trigg, field representative of 
the Birmingham agency of Mutual Life 
of New York, has been named president 
of the National Field Club, company 
honor group ata ee of ‘that group 
last week in Victoria, C. Mr. Trigg, 
leading producer in the ght Mose division 
in 1954, is a member of the Top Club 


Round Table, Mutual Of New York’s 
highest honor organization. 
Jacob W. Shoul, of the Boston 


(Meehan) agency, perennial leading pro- 
ducer for Mutual Of New York, was 
named honorary president of the NFC. 
Vice presidents include Irving Backman, 
Boston (Meehan), for the eastern divi- 
sion; Victor D. Hollander, Miami, for 
the southern division; Walter W. Jones, 
Pasadena, for the western division; Sam- 
uel J. Levine, Chicago (Persons), cen- 
tral division, and Mrs. Mary Evelyn 
Parker, New Orleans, for the women’s 
division. 

Honorary vice presidents are Sam S. 
Herwitz, Cincinnati, Gordon Coryell of 
San Francisco, and Mrs. Eunice C. Bush 
of New Orleans. 








LIFE 


IS GOOD WITH 


BERGEN-EIBER 


MUTUAL TRUST LIFE 


MAin 4-5444-5-6-7-8-9 


























MASSACHUSETTS 
INDEMNITY 
INSURANCE CO. 


BOSTON 
THE FINEST IN 
NON - CANCELLABLE 
DISABILITY INSURANCE 











Life Insurance Program 


50 East 42nd Street - New York 








Insurance to provide income in 
the event of disability is 


THE FOUNDATION OF ALL 
SOUND INSURANCE PROGRAMS 


Add this vital protection to every 


LOYAL ATKINSON 


Branch Manager 


MU 7-5212 
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Pan-Amer. Plaque Winners 

The annual president’s month cam. 
paign of Pan-American Life honoring 
Crawford H. Ellis broke all previous 
records of the company for a similar 
period, with new _ business exceeding 
$21,000,000. Winners of plaques included 
Hester & Hester agency, Jackson, Miss, . 
L. W. Ginter agency, Chicago; Quartaro 
agency, Beaumont, Tex. The three top 
field men were Samuel Sanders, Ill, 
home office agency, New Orleans; ¢€ A 
Phillips, Corpus Christi, Tex., and W.L 
Parks, Hester & Hester. 








It's Easier 
with Columbian 


—hecause you have a 
well balanced and wide 
selection of policies to 
meet every personal and 
business requirement — 


for example ... 


Life 

Annuities 

Endowments 

Juvenile 

Term to 70 

Modified Five 

Double or Triple 
Protection 

Substandard 

Franchise 

Group (all. lines) 

Accident 

Health 

Hospital 

Group Creditor 


Sj The COLUMBIAN NATIONAL 
io LIFE INSURANCE Znzany 


BOSTON, MASSACHUSETTS 
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dame A. Cole Promoted 
By Mutual of New York 


Mutual Life of New York has created 
q new division of policyholders accounts 
and George A. Cole has been promoted 
to be director of the division. The new 
division, part of the company’s office 
operations department, will consolidate 
many of the functions formerly handled 
by the premium dividend, policyholders 
service and policy loan divisions. Mr. 
Cole was formerly director of policy- 


holder services. 

Other changes in the office operations 
department include the advancement of 
William E. McMullen to be director of 
accounting and statistics. — He was for- 
merly administrative assistant in the 
policy payment division. 

Under the new set-up, Mr. Cole will 
be assisted by John Groves as superin- 
tendent of policyholders accounts and by 
Robert Purcell, Arthur Duryee, Albert 
Lowell, Frederick Haacke, William Land- 
wehrle, Arnold Tracy, Vincent Cann and 
Carl Schaible as supervisors. 

Working with Mr. McMullen will be 
Arthur Fenton, who has been promoted 
to supervisor of home office and field 
compensation; Joseph Scott, supervisor 
of mortgage and agency accounting; and 
F. A. Hallen, supervisor of tabulating. 

The new changes mark a_ further 
streamlining of Mutual of New York’s 
office operations department, which was 
established in 1952 to bring all operating 
procedures under one officer, so that 
operating efficiencies could be more read- 
ily installed without crossing depart- 
mental lines. Prior to their consolidation 
in the office operations department, the 
policy payment division had been part 
of the law department,.the policyholders 
service division was in the secretary’s 
department, accounting had been handled 
by the comptroller’s department, and 
tabulating activities were carried out by 
the actuary’s department. 

Mr. Cole, director of the new policy- 
holders accounts division, has been with 
Mutual Of New York since 1922. 


General American Names 


Mandt in Corpus Christi 
General American Life has announced 
that a new agency in Corpus Christi, 
Texas, will be developed by Gordon G. 
Mandt, who entered the life insurance 
profession in 1940 and last year was 
heading a $3,000,000 agency for Pruden- 
tial in San Antonio. 

Mr. Mandt started his life insurance 
career in Rochester, Minn., and after 
serving for three years as a Navy pilot 
in World War II, moved to Corpus 
Christi in 1947. After two months as a 
Prudential agent there, he was appointed 
assistant manager. Since 1953 he has 
been Prudential’s division manager in 
San Antonio, and in 1954 with special 
emphasis on recruitment added five new 
men who accounted for $1,500,000 in paid 


life volume. 


Great-West Field Meetings 


Field meetings of Great-West Life are 
being held this month in Atlantic City 
and in Victoria, B. C. Company leader 
is R. L. Thorpe, Indianapolis, who paid 
tor $1,860,000 during the 14-month quali- 
ication period. Ten of the agents paid 
for more than a _ million production. 
Winnipeg led all branches followed by 

ancouver. Chicago topped the U. S. 
branches, 

elegations at both conferences were 
addressed by H. Manning, vice 
President and managing director of 
Great-West Life, and D. E. Kilgour, the 
company’s general manager. 

One of the speakers at the Atlantic 
vty meeting was Max Freedman, Wash- 
rebar correspondent of the Manchester 
puardian, well-known lecturer and 

adcaster. At Victoria, Alden C. Pal- 
mer of Insurance R. and R. Service, 
Was a speaker, 


DeWitt Carter Recovering 

DeWitt Carter, chairman of the board, 
American United Life, Indianapolis, is 
recovering from injuries sustained in an 
automobile accident near Lebanon, Tenn. 
He was hospitalized a few days at Nash- 
ville for treatment of a rib fracture and 
lacerations. 

Mrs. Carter and another couple, who 
were passengers in the same car, were 
not injured. The driver of a truck, which 
collided with the auto, was jailed on a 
drunken driving charge. 


HEADS DALLAS ASS’N 

W. P. Whaley, CLU, general agent 
for the Texas Prudential, last week was 
elected president of the Dallas Associa- 
tion of Life Underwriters to succeed 
J. E. Bailey, American National. Other 
new officers are: Vice presidents— 
Woodie Wood, Southland Life, and Lon- 
nie Sutherland, Northwestern Security 
Life; secretary, Ted T. Teel, American 
Hospital & Life, and treasurer, Norman 
Vanderwoude, Equitable of New York. 


Licensed in Colorado 


Great American Reserve has _ been 
granted authority to transact business in 
Colorado, it has been announced by 
Earle E. Bailey, vice president and actu- 
ary of the Dallas company. This makes 
the eighth state in which Great Ameri- 
can Reserve is now active in the writing 
of life, accident and sickness and hos- 
pitalization insurance. 

A Colorado branch office is being 
opened with Stanley W. Walker as state 
manager, 
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Life 


THE HIGHEST PAYING, MOST PERMANENT AND 








"4 Highest Paying 


Yes, Group Life is the highest-paying form of 
Group Coverage—both to you as the agent of 
record and to the employer. You, as agent, bene- 
fit through substantial commissions paid on Group 
Life business—a coverage which does not require 
your constant time and attention. 

The employer benefits through increased employee 
efficiency, better em- 
ployer-employee rela- 
tions and decreased 
labor turnover, as well 
as through dividends 
which accumulate due 
to favorable claim ex- 
perience. 


SIGNIFICANT FACTS 
ABOUT THE COMPANY 





In a short span of years, Washington 
National has become one of the lead- 
ing multiple-line personal protection 
institutions writing Life, Accident, 
Health, Hospitalization, Franchise 
and Group Insurance. It is in the top 
25 percent of companies in Life In- 
surance in force, and one of the largest 
legal reserve stock accident and health 
companies in premium income. Its 
courteous and efficient service is ren- 
dered to more than 3,000,000 policy- 
owners. 








NAME 


LOCAL ADDRESS 


CITY 


OFFICE PHONE 


WASHINGTON NATIONAL INSURANCE CO 


~ EASIEST-T0-SERVICE FORM OF COVERAGE YOU HAVE BEEN OFFERED! 
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JV Most Formanenit 


employer. 


After a Group Life plan has been in force for over 
one year, necessary reserves have been accumulated 
and favorable experience credits begin to accrue to 
the employer. It is difficult for a competitor to 
come in, since credits have been accruing for the 


V Easicst te -Sorvice 


Group Life coverage does not require constant at- 
tention and claim servicing. All Group Life claims 
are handled by the Home Office Claim Department, 
and only regular courtesy calls on the group by you, 
the agent, are necessary. With Group Life coverage 


you have less service work, thus giving you more 
time to devote to other lines. 








(J Send further details immediately 


(J Have your Field Supervisor contact me at the address shown below 


about selling Group Life Insurance and the 
marvelous opportunity it presents in increased 
earnings for me! 
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EVANSTON, ILLINOIS 
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Figures Given About 
Extra Premium Risks 


GEORGE HAUSHALTER’S TALK 





4,700,000 Policies Sold in That Category 
in 1952; Percentage of 
Declinations 





In commenting on underwriting of 
extra premium risks before the Life 
Office Management Association Gradu- 
ates, meeting in Park-Sheraton in this 
city last week, George S. Haushalter, 
assistant underwriting secretary of Home 
Life, gave some interesting figures for 
both standard and extra risk Ordinary 
insurance. The data applies to 1952, the 
most recent year in which such informa- 
tion is available. 

At the end of 1952 there were 69,600,- 
(00 Ordinary life insurance policies in 
force in the United States, representing 
$170,800,000,000 of coverage. Of these 
amounts, 64,900,000 policies for a total 
of $159,100,000,000 were at standard rates 
or better and 4,700,000 policies for a 


total of $11,700,000,000 were in extra 
premium classifications. Therefore, the 
extra risk classifications represented 


6.75% of the total by number 


roughly mb 
and 6.85% by amount of in- 


of policies 
surance. 
The Risks Declined 

During 1952, said the speaker, there 
were 5,400,000 standard policies issued 
for a total of $18,400,000,000 and 400,000 
extra risk policies for a total of $1,900,- 
000,000. Of these, 89% by policies and 
88% by amount — issued it standard 
rates or better and 8% by policies and 
10% by amount were issued in extra 
premium classifications. Three per cent 
by policies.and 4% by amount were 
declined. From the 89% of the policies 
issued at standard rates, about 9% were 
not taken, but of the 8% of the policies 
classifications, 


issued in extra premium 
25% were not taken. 

“Because of ep relatively small size, 
it might seem that the extra premium 
group would present no difficulties,” said 


Mr. Haushalter. “However, some of the 
biggest problems of expense, home office 


time, service to the field and public rela- 


tions are involved in this group.” 
Extra Risk Classification 
The extra class risks can be divided 


into three broad groups: (1) Those rated 
for physical re The largest group, 
it is comprised of 70% of the total in 
rated for 


isons. 


the 1952 figures. (2) Those 

occupational reasons, and they account 
for 20% in the 1952 figures. (3) Those 
rated for other reasons. This group 
includes additional hazards, such as fly- 


ing, residence in unhealthy climates and 
impaired habits or criticable morals. 
That group makes up the remaining 10%. 


Guarantee Mutual Record 


In honor of Ralph E. Kiplinger, presi- 
dent of Guarantee Mutual Life, Omaha, 


the company’s field organization set a 
new record during March to close the 
greatest first quarter production for 


any year since the company was founded 
54 years ago. This record of accomplish- 
ment was announced by J. D. Anderson, 
vice president. 


agency 

The first quarter of 1955 was 31% 
greater in net paid business than the 
first quarter of 1954. New business for 
the month of March alone was 20% 
greater than the President’s Month for 
last year. 

Glenn Spearow of Sidney, Nebraska 
led all salesmen within the entire field 
organization in the production of new 
business. The Anthony Novara Agency, 


Detroit, recorded the highest volume of 
any of the company’s 60 agencies. 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAIn 4-7951-2-3 

















Brokerage Supervisor for 


U. S. Life Paramount Agency 

The Paramount Agency of United 
States Life has appointed George C. 
White CLU as brokerage supervisor. Mr. 
White attended schools in New York 
and England after which he entered the 
selling field. 

In 1947 he joined New York Life where 
he was a successful personal producer. 
He won the NQA and was a member 
of various production clubs. Mr. White 
joined the Equitable Life in New York 
as a unit manager where he founded and 
edited his branch magazine. 

George White served in the U. S. Army 


with the infantry and eilters: oo. 
was commissioned a 2nd Lt. while serv- 
ing in the European Theater of Opera- 
tions. He is now a Captain in the 
Reserves attached to Ist Army Head- 
quarters. 

Mr. White is enrolled for the Life 
Management Examination of the Ameri- 
can College of Life Underwriters and is 
a member of the National Association of 
Life Underwriters, Society of CLU and 
a member of the Life Supervisors’ As- 
sociation of New York. 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 






PURCHASED ON 
EQUITABLE BASIS. 


BOwling Green 9-0109 





N. Y. Life Production Gains 


April sales of the New York Life’s new 
individual life insurance policies were 
$152,063,000, the highest April paid busi- 
ness figure in the company’s 110-year 
history. It represents a 23% increase 
over April, 1954. New insurance sold in 
the first four months of 1955 totaled 
$582,328,000, also a new record high 
for the first four months of any year in 
the company’s history. 

In the first four months the company 
sold 339 Group insurance contracts. 
These cases represent a Group life vol- 
ume of $96,627,885 and $4,594,793 in pre- 
miums, 





DIG 


| INSURANCE men gather you’ll 
always find some UCLIC birds strutting 
around preening their feathers. But you really 
can’t blame them for being proud of the 
progress their young company has made. 
Remember the wise old birds listed here 
for your surplus business or next time you 
have a problem case. You’ll find you can 
“talk turkey” with them and they’ll be glad to 


help you gobble up the business, 


Roy A. Foan, Vice President 
and Director of Agencies 


NION CASUALTY AND 
LIFE INSURANCE COMPANY 


17 East Prospect Avenue, Mount Vernon, New York 





Yours for Life — and Casualty, too! 


THOSE UCLIC PEACOCKS 


General Agents in 
the New York area: 


Matt Jaffe Associates, Ltd. 
431 Fifth Ave., New York 16, N. Y. 


Winston Westchester Agency 
4 Fourth Avenue, Mount Vernon, N. Y. 


William Krauss Agency 
233 Fulton Avenue, Hempstead, L. 1. 


The Weingarten Agency 
26 Court St., Brooklyn 1, N. Y. 


Kay P. Kwan Agency 
5 Mott St., New York 13, N. Y. 


Cousins & Birnbaum Ine. 
62 William St., New York 5, N. Y. 


Nathan Eisensmith Agency 
90-38 Parsons Blvd., Jamaica, L. 1. 








LIFE BROKERAGE MANAGER 


Successful life underwriter, i 35-45, LUTC 
or CLU graduate preferre Must st have 
personal production record of $400,000, 
Salary, $300. mo., plus ate override, ‘plus 
personal commission, ies strictly Con- 
fidential. Raymond A. DuFour, CLU, Gen. 
eral Agent, Pacific Mutual Wife Insurance 
ye eS I511 K Street, N. Washing. 
on 














Elect Raymond C. Johnson 


Raymond C. Johnson, vice president in 
charge of agency administration, New 
York Life, is the new chairman of the 
Agency Officers Round Table of the Life 
Insurance Agency Management Associa. 
tion. Mr. Johnson was elected to this 


post at a meeting of the group of chief 
agency officers of the association’s larger 
member companies in Hot Springs, Vir. 
ginia, May 9-11. He succeeds James 1, 


Cowles, vice president and manager of 
agencies, Provident Mutual of Philh- 
delphia. 

Elected to the committee for three- 


year terms were Raymond H. Belknap, 
vice president, Continental Assurance; 
Sayre MacLeod, vice president, The Pru- 
dential; and H. I. Weir, assistant general 
manager and superintendent of agencies 
London Life. 





TIAA Buys Power Bonds 


Teachers Insurance and Annuity As- 
sociation has arranged to purchase $850, 
000 of the 354% first mortgage bonds, 
due 1985, of the Telluride Power Com- 
pany of Richfield, Utah. The company is 
an independent operating electric utility 
serving communities in south-central 


Utah. 


Joins Philadelphia Life 

Joseph F. Garland has been appointed 
to the brokerage department of Phil 
delphia Life. He has been _in the life 
insurance field 30 years. Educated at 
Franklin and Marshall Academy he also 
attended evening school at University 
of Pennsylvania. 








Mutual o New York Has 


New Business Increases 


For the second successive month, new 
life insurance business sold by Mutuil 
Life of New York increased nearly 40% 
over the previous year and the average: 
size life insurance policy issued reachel 
a record-high, Stanton G. Hale, vic 
president for sales, reported. 

New business sold during Marc 
amounted to $46,919,090, a gain of 3% 
over March, 1954. The February volume 
was $37,684, 665, or 39% greater than it 
February last year. The average-siz 
policy issued in March was $6,284, com 
pared with the previous high of $6,153 
issued in February. During the entire 
year of 1954, the average-size polit’ 
was $5,383. 

The February and March records fc! 
lowed MONY’s introduction , of fo 
new policies at low gross premium rate 








“Where Business is Appreciated’ 
CARL E. HAAS, C.L.U. 


General Agent 
Continental Assurance come 

Chicago, Ill. Y 
32 Court Street Brooklyn 2, N. 
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Again Led Columbian Nat'l 


WILLIAM HARMELIN 


William Harmelin, field supervisor of 
Harmelin agency, Columbian National 
Life, New York City, led the company’s 
feld force for the second consecutive 
year. He was vice president of the 
company’s Star Producers Club in 1952 
and is a member of the President’s 
Club. He has been an LUTC moderator 
at Wagner College in Staten Island for 
the past two years and is on faculty of 
Lie Underwriters Association of City 
of New York training course. He is a 
member of Veterans Affairs and Serv- 
icemen’s Committee of NALU and a 
board member of Greater New York 
Brokers Association. He also served on 
the advisory committee for dedication of 
the new Veterans Administration Hos- 
pital at First Avenue and Twenty-third 
Street, New York. 





Simplicity in Selling 
(Continued from Page 3) 


million-dollar pro- 
ducer, outlined his “Lazy Man’s Tech- 
nique of Selling.” Because he_ shies 
away—successfully—from night calls, Mr. 
Posner said he is forced to seek pro- 
iessional men, salesmen, and young busi- 
nessmen, His initial approach is to try 
and make prospects accept and think of 
him as their personal life insurance 
counselor, and nothing else. “I search 
tor the worldbeaters. I let them do the 
struggling up the road to success, and I 
follow right along, cashing in on the 
way. It takes a lot of calls and call- 
backs, but persistency pays off.” 


Dye and Sala 


Paul Dye, Jr., Jones agency, Indian- 
ree of company’s Million Dollar 
Corps, said his primary problem is ade- 
quately qualifying top program prospects 
‘rom an almost inexhaustible supply of 
names, “If the prospect seems disin- 
terested or makes excuses to put me off, 
| drop him immediately from my list,” 
le said. “I try to get enough informa- 
tion in advance to make out a specific 
Proposal and to fill out the bulk of the 
ist page of an application before I see 
re Prospect on the first selling inter- 
view, 

MRE Ip —_ Jahn agency, Newark, 
his moran said he gi — of 
ligien en g prospects through re 
__. Save time by eliminating marginal 
Prospects, and always confirming ap- 
pointments,” he said. “I wait for the 
pe Interview before making a spe- 
meer eoNeieg and then offer the pros- 
ie choc e of two.” After all infor- 
ais gl obtained for a complete analy- 
his card cee at the office, he leaves 
vce é oh 1 the prospect with the ad- 
life information regarding your 
Nsurance is as near as your phone.” 


Rochester, another 





Smith Views Competition 


(Continued from Page 1) 


fairs of the company in the best interests 

of the policyholders. 

“We hope so to conduct our affairs as 
to earn the confidence of our policy- 
holders and to deserve the respect of our 
competitors—and to that extent this, 
too, becomes a principle in itself.” 


Allocation of Earniags 


Mr. Smith then said he wanted to dis- 
cuss at some length only one of these 
principles: “To distribute annually to all 
policyholders as equitably as possible a 
fair and just share of the total earn- 
ings.” 

Continuing Mr. Smith said: 

“In our business we find that an 
creasing number of companies are adopt- 
ing the practice of paying dividends on 
a basis which involves a special terminal 
dividend when a policy has been termi- 
nated after having been in force for a 
specified number of years. From a com- 
petitive standpoint, it is the subject of 
increasing importance... and we should 
study it carefully... .” 

“Simply expressed, the theory under- 
lying this practice is that over the years 
some portion of earnings definitely al- 
locable to a specific policy are withheld 

and that upon termination of the 
policy after a certain period and under 
certain circumstances a portion of the 
allocable earnings previously withheld 
will be distributed to the policyholder as 
a terminal dividend. It is an attempt to 
effect a final adjustment to the policy- 
holder and to balance his account. 

“The theory underlying the policy of 
a purely annual dividend distribution of 
earnings such as the Connecticut Mu- 
tual has used since 1846,” the company’‘s 
president continued, “is that all unas- 
signed funds, surplus and other contin- 
gency reserves, are for the protection 
of the company as a whole and provide 
a margin of safety to the company as a 
going concern. 

“This policy of annual distribution of 
earnings does not require each genera- 
tion of policyholders to build up ade- 
quate surplus by annual contributions 
from the allocable earnings on their polli- 
cies. There is no final adjustment or 
refund of withheld earnings upon termi- 
nation or maturity for the very good 
reason that policyholders have already 
received their full and fair share of 
earnings through annual dividends. 

“Under our current practices, surplus 
and contingency funds will be about the 
same relative proportion of the total 
policy reserves of the company when 
the policy is first placed in force as 
when the policy termin: ites for one rea- 
son or another. 


The Policyholder 


“From a relative standpoint, therefore, 
the company would present essentially 
the same financial strength when the 
policyholder entered as when he termi- 
nated,” Mr. Smith pointed out. “He 
benefited directly each year his policy 
was in force from the accumulated earn- 
ings of policyholders coming before him, 
and future policyholders will benefit in 
a similar way from his contribution to 
surplus. 

“Traditionally, net cost is illustrated at 
the end of a period of years, quite com- 
monly 20 years, by deducting from the 
gross premiums all dividends paid and 
the 20th year cash value. This was prob- 
ably a method devised by some enter- 
prising agent years ago to answer the 
question, ‘If I carry this policy for 20 
years how much will it cost me?’ 

“This method does produce actual out- 
of-pocket cost of the insurance protec- 
tion during the period considered and, of 
course, contemplates surrender of the 
policy at that point. 

“From your personal experience you 


in- 


know how uncommon it is for a policy- 
holder to surrender his policy for cash 
after it has been in effect for 20 years 


or more. What is the sense of offering 
an inducement to a policyholder to give 
up something that the sacrifices he has 
made to own and maintain for 20 years 
are convincing proof he wants to keep ?” 


Dividends and Net Cost 


“Possibly our usual net cost illustra- 
tions are sort of ridiculous—net pay- 
ments being a better criterion showing 
out-of-pocket cost to keep the policy in 
force,” Mr. Smith stated. “Obviously, net 
cost is higher to a policyholder who dies 
if some of the earnings rightfully allo- 
cable to his policy were withheld during 
the years it was in force, in anticipation 
of a terminal dividend which in most 

cases he will not receive. 4: 

“Tt is just as obvious that net cost is 
higher if he wants to keep his insurance 
in force, and does not receive the termi- 
nal dividend by surrendering his policy. 

“In our discussions with a client in 
reference to the terminal dividend, we 
should be careful to remind him of these 
and of a great many other factors,” he 
continued. 

“For instance, assuming the life insur- 
ance is purchased for protection and 
will remain in force as long as that pro- 
tection is needed, it is appropriate to 
remind the client that in event of death 
there is no cash value paid and, in most 
companies, no terminal dividend. 

“In this light, especially, net cost of 
Connecticut Mutual insurance is com- 
petitively among the lowest, based on a 
high rate of earnings and dividends dis- 
tributed annually on an equitable basis 
to all policyholders,” Mr. Smith as- 
serted. 

“Our company will willingly consider 
at all times any change which will bene- 
fit our policyholders, but just because of 
the terrific competitive struggle taking 
place in our business, we shall not aban- 
don practices and_ principles proved 
sound over a century,” he concluded. 
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EVERY WORKING 
DAY the Sun Life 
Assurance Com- 
pany of Canada 
pays out half a 
million dollars to 
its policyholders, 
beneficiaries and 
annuitants. 





SUN LIFE 
OF CANADA 


Head Office — Montreal 



























a BE ee a 
\ AG Raia PETES 





i 








May 20, 1955 





THE EASTERN UNDERWHITER 





Owned and published every Friday by The Eastern Underwriter Co., a New York 
Corporation. Office and place of business, 93-99 Nassau Street, New York 38, N. Y. 
WOrth 2-4868 








CLARENCE AXMAN, President-Treasurer 


Guapys P. Reap, Secretary 













W. L. Hap.ey, Vice President 





CLARENCE AXMAN, Editor 
Epwin N. Eacer, Associate Editor 
A. V. MILLER, Editorial Secretary 
OLIveR J. JoNEs, Associate Editor 


Editorial Division 


L. JEROME PHILP, Managing Editor 
W. L. Ciapp, Associate Editor 


ARTHUR E. O'Lzary, Assistant Editor 





W. L. Haptey, General Manager 


Business Division 


Giapys P. Reap, Assistant Manager 





Subscription price in the United States and possessions, $5 a year. Canadian subscriptions, 
$6 a year. Foreign countries $6.50 a year. Single copies 25c. 


Remittances from outside the United States by Postal or Express Money Order or by Bank 


Draft, payable in United States Funds. 


Entered as second-class matter April 5, 1907, at the post office of New York City under act of 


Congress, March 3, 1879. 





IMPROVEMENT IN WASHINGTON’S 
INSURANCE CLIMATE 


In his recent talk at Swampscott, 
Mass., explaining to a group of insur- 
ance men the development of a more 
favorable attitude in Washington toward 
voluntary insurance, Eugene M. Thore, 
general counsel, Life Insurance Associa- 
that 
this, 


America, also suggested 


should 


tion of 
insurance men understand 
show confidence in the future and avoid 
hostile postures. While the Washington 
political climate respecting private insur- 
ance is changing for the better, there is 
no guarantee that such a change will be 
permanent. Furthermore, political forces 
might reverse their positions if aggra- 
vated by unwise insurance attitudes. 
In his thoughtful paper on the Wash- 
ington insurance climate Mr. Thore dis- 
cussed in detail the many evidences of 
better understanding of the insurance 
business by government and its agencies 
and likewise, the clearer understanding 
held by the insurance 


said: 


of government 
business. In conclusion he 
For many years the insurance business 
has been opposing a_ philosophy of 
government which was adverse to its 
interests. As we challenged this philoso- 
phy, our convictions solidified and ten- 
sions developed. Many of us are still 
conscious of the scar tissue that resulted 
from these struggles. We have formed 
certain inflexible thought patterns which 
are difficult to change. Today there is 
an urgent need for change in many of 
these attitudes. This change can be ac- 
complished if we pause to realize that 
a new and favorable government policy 
toward our business is emerging. The 
necessity for a positive attitude toward 
this new policy is strongly indicated. 
Nothing could be more damaging to 
the future of voluntary insurance than a 
lack of confidence in that future, which 
could easily paralyze our efforts. We 
must make the most of the new order; 
we should avoid hostile postures. I fully 
recognize that the new government pol- 
icy can change. This can happen as a 
result of political forces beyond our con- 
trol. But it can also develop from a 
negative attitude on our part—an atti- 
tude that prevents us from taking full 
advantage of our opportunities. If we 
can do away with negative attitudes we 
will encourage the new trend in govern- 





We will do a better 
insurance 
and assuring its future. The usual price 


ment philosophy. 
job in expanding voluntary 


of emotionalism is failure. What is 
needed most of all is calm and objec- 
tive reasoning, coupled with constructive 
action. 





Stanley M. Richman, vice president, 
General American Life, has been ap- 
pointed to the President’s Council of St. 
Louis University. The council is com- 
posed of prominent St. Louis business 
executives. Mr. Richman also recently 
was named to head up an important 
subcommittee of the Citizens Bond Issue 
Campaign Committee that is supporting 
$110,000,000 plus municipal bond issue to 
be submitted to voters of the city on 
May 26. Arthur A. Blumeyer, president, 
Insurance Co. of St. Louis and the 
Washington Fire and Marine Insurance 
Co., and also president, Bank of St. 
Louis, heads the Finance Committee for 
the campaign. Mr. Blumeyer also has 
been elected to the board of directors 
Missouri, Pacific Railroad. Powell B. 
McHaney, president, General American 
Life Insurance Company, is chairman of 
the Educational Committee for the Bond 
Issue campaign. 

x oe x 


Noble C. Birmingham, state agent, 
London Assurance and Manhattan Fire 
and Marine Insurance Co. has been se- 
lected by the Casualty and Surety Asso- 
ciation of Oklahoma as the Outstanding 
Fire Fieldman of Oklahoma for 1955. 
Award was made during the Oklahoma 
Agents convention May 14 


* * * 


Melbourne Giberson, oldest son of 
Dudley F. Giberson, prominent insurance 
agent of Alton, IIL, is one of ten stu- 
dents of that area who was awarded 
superior first ratings May 6 in the south- 
ern Illinois grade solo and ensemble 
contest at Herrin, Ill. Mel, who was 
one of 2,000 students participating, played 
a sousaphone solo. 


* * * 


Cadet Major John P. Trueblood, an 
Occidental College senior, a member of 
the college’s Air Force ROTC Wing, has 
been awarded the DAR medal for his 
outstanding ability, cooperation and per- 
sonality. Major Trueblood is the son of 
Vice President E. Dixon Trueblood, Oc- 
cidental Life of California, and Mrs. 
Trueblood, both of whom were guests of 
honor at the presentation. 





























WILLIAM R. GRAVES 


William R. Graves has been made 
manager of the electronic data process- 
ing machines special sales department of 
International Business Machines. He 
was formerly branch manager in the 
South Gate, Cal. office. 

Mr. Graves, who attended the Uni- 
versity of California, joined IBM 16 
years ago in Oakland. In 1940 he was 
assigned to. IBM’s exhibit at the San 
Francisco Golden Gate International 
Exposition. He subsequently served in 
sales posts in Oakland, San Francisco 
and Los Angeles before going to the 
South Gate assignment in 1950. 

i ah Age 


Phil J. Braun, Sr., veteran local agent 
of Flint, Mich., and a former president 
of the Michigan Association of Insur- 
ance Agents, was honored during the 
past week for 30 years of service in be- 
half of the Genesee County Tuberculosis 
Association. Mr. Braun was presented 
with a plaque by M. Bushnell Trembley, 
the association president, at the annual 
meeting of the organization. 

* * x 


Albert G. Schmerge, who after play- 
ing football with Xavier University be- 
came a professional football star with 
the former Cincinnati Bengals, has joined 
Earles agency of Mutual Benefit Life in 
Cincinnati and will be a field assistant. 
In World War II he was in U. S. Army. 
Formerly he was with Fidelity Mutual 
and Western & Southern. 

x ok Ok 

Jim Bagley, director of agency develop- 
ment, Mutual Life of New York, talked 
on selection standards before Midtown 
Managers Association May 18. 

x * x 

Loyd Wright, Los Angeles attorney 
and president of the American Bar As- 
sociation, has been awarded the Asa V. 
Call Achievement Trophy as the alum- 
nus who by reason of his accomplish- 
ments had brought the greatest honor 
to the University of Southern California 
in the year. Asa V. Call is president of 
Pacific Mutual Life. 


x. * tk 


Ralph R. Lounsbury, president of 
Bankers National Life, of Montclair, 
N. J., and past president of the Amer- 
ican Life Convention, will be the guest 
speaker at the closing exercises of the 
School of Insurance of the Insurance 
Society of New York, according to an 
announcement made by Dean Arthur C. 
Goerlich. The closing exercises will be 
held June 14 at the Great Hall of the 
New York State Chamber of Commerce 
Building, 65 Liberty Street. 

















Alan F. Lydiard 
RICHARD P. WATERS, JR. 












Richard P. Waters, Jr., second vice 
president, public relations, John Hancock 
Mutual Life, has been elected to the 
board of directors of the Boston Better 
Business Bureau. Mr. Waters is a mem- 
ber of the Public Relations Advisory 
Committee of the S. Chamber of 
Commerce, and president of the New 
England Chapter of the Public Relations 
Society of America. He has been with 






the John Hancock since 1945, was ap- 
pointed director of public relations in 
1952, and was elected second vice presi- 
dent in February, 1955. 

ae 








ROBERT H. GOLDSMITH 


Robert H. Goldsmith, Edward B 
Bates agency, Connecticut Mutual Lilt 
Los Angeles, who has led that compaly 
in production for the past two years, ' 
a former New Yorker. A _ graduate 0 
Peekskill Academy he started his carett 
as a textile business salesman in 1% 
and in 1939 entered life insurance. 
came to this city in 1949 with the agen’ 
of Connecticut Mutual of which Halsey 
D. Josephson is now general agent. 
has won the Peter M. Fraser and kay 
mond W. Simpkin awards of the com 
pany. His total writings of life insurant 
in the 1954 calendar year were $4,875" 

a : 

Gould Hatch, chairman of the Ne 
York Assembly’s insurance committeé, ” 
a property insurance agent in Rochesttt 
N. Y. He has been in the New Yor 
legislature half a dozen years. 
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Insurance Employes to Participate in 
Greater N. Y. Fund 


The Greater New York Fund, the 
city’s united appeal to the business world 
for support of community services and 
the largest non-sectarian fund-raising 
agency in this city, has appointed a 














and assistant vice president of the C.I.T. 
Financial Corporation. Mr. Perry is 
chairman of the employe division of the 
1955 New York Fund Campaign. 

John H. Washburn, assistant vice pres- 
ident and secretary, Home Insurance 
Co. 


Edward J. Palkot, personnel director, 


Industry Group to Spearhead Drive in Greater New York Fund 1955 Campaign 


committee of executives to act as a 
spearhead in a campaign in which em- 
ployes in the insurance industry will 
have a large participation. Plan is to 
have one sub-chairman for each insur- 
ance company and insurance industry or- 
ganization, all kinds of insurance being 
represented—fire, marine, casualty, auto- 
mobile and life. Also on the committee 
are two executives of downtown banks 
and an officer of Doremus & Co., a lead- 
ing advertising and public relations con- 
cern which. has numerous insurance 
clients. It is expected that 125 insurance 
organizations will be interested in the 
campaign. It will be the first time in 
the history of the Greater New York 
Fund that the insurance industry will 
conduct such a campaign for employe 
Participation, 

Chairman of the committee is Graham 
Russell, secretary of the Royal-Liver- 
Pool, whose picture is on the extreme 
might in the accompanying cut. This 
Picture was taken on the roof of Royal- 
‘verpool Building, 150 William Street, 
NeW York, and others in the picture, 
reading left to right, are: 

Narren Partridge, personnel director, 
Atlantic Mutual. 

Edward W. McPherson, assistant vice 
President, New York Life. 
tao. CL Brown, vice 

us and Co. 
arold M. Perry, personnel director 


president, 


Marine Midland Trust Co., one of lead- 
ing banks in the insurance district. He 
was formerly an insurance man in Hart- 
ford. 

Walter Wescott, 
Fore. 

Missing from the photograph is R. 
McAllister Lloyd, president, Teachers 
Insurance and Annuity Association. 

The organization of the Greater New 
York Fund has been of great service 
to the business community which is 
continuously solicited by various humani- 
tarian, charity, fraternal and other ap- 
peals almost countless in number. It is 
the city’s most inclusive appeal, but is 
not in fund-raising conflict with such 
worthy campaigns as those for Beekman 
Street Hospital, polio and cancer, blood 
bank and a number of others. The New 
York Fund says: 

“Unlike community chest campaigns or 
united appeals in other large cities. the 
Fund is not an intensive single all-out 
drive for a one-time over-all gift to many 
causes. Its function in our city’s unique 
pattern for support of local groups is 
different, but no less vital. 

“This Fund. seeks to raise 
business community, and from that 
source alone, the difference between 
the needs of its 425 affiliated local 
hospitals, health and welfare agencies 
and what. these agencies are able to 
raise through their own sources of in- 


secretary, America 


from the 


come. It is a business proposition with 
a humanitarian objective because through 
the Fund’s annual appeal, business gifts 
have become an increasingly important 
factor in the maintenance of these hun- 
dreds of voluntary agencies whose far- 
flung and diversified services play so 
basic a role in the daily life of this 
city.” 

Further, in a statement the Fund says: 
“Business has a major stake in com- 
munity welfare. Voluntary hospitals, 
health and welfare agencies are no 
longer merely conveniences to business. 
They are part of business itself, the 
vigorous, competitive, solvent business 
operated best in a community where 
these very assets are reflected in a 
sound, balanced, adequately financed, and 
adequately maintained hospital, health 
and welfare program. The Greater New 
York Fund offers an effective, economi- 
cal way for business to finance its stake 
in this program for community health 
and well being.” 


* * * 


Philippine Crime Investigator Visits 
New York 


John Esty Curtin of Manila, Philip- 
pines, who is head of the Metropolitan 
Investigative Agency, Inc., there, has 
been a recent visitor to New York. He 
has represented a large number of com- 
panies in conducting arson investigations 
in the Philippines, in which activity he 
has been unusually successful. Compa- 
nies he has represented include those 
in American Foreign Insurance Asso- 
ciation and American International Un- 
derwriters. Another client is Filipine 
Guarantee Underwriters. 

Metropolitan Investigative Agency, 
Inc., has found that 85% of all fires in 
the Philippines are of incendiary origin. 
In all there have been three conflagra- 
tions. While it has been possible to 
learn that arson has played a role in 
so many fires there, conviction has been 
difficult because of the Napoleonic code 
which makes it almost necessary to de- 
tect the firebugs at work with their 
“torches,” or there can’t be a conviction. 
Mr. Curtin, who worked on all three 
conflagrations, was able to get convic- 
tions by production of substantial evi- 
dence. At the present time the law is 
being re-written and it is hoped it will 
pass at next session of the legislature, 
thus making it easier to establish arson. 

One reason why these successful con- 
victions were obtained is the use by 
Metropolitan Investigative Agency of lie 
detectors. In Mr. Curtin’s opinion the 
lie detector works efficiently in all cases. 

The reactions of the subject can be 
accurately spotted by an_ experienced 
user of lie detectors. Whether he is a 
crook or an innocent man his emotional 
reactions are a complete give-away. 

Mr. Curtin spent a year as an agent 
of the Philippine National Bureau of 
Investigation. Also, he is a_ technical 
consultant in criminology for the Philip- 
pine Safety Council, being on its arson 
and police committee. The Metropolitan 
Investigative Association is a member 
of the American Chamber of Commerce 
in Manila. 

Mr. Curtin belongs to the Academy 
for Scientific Interrogation whose 120 
members make use of the Polygraph, 
technical name of the lie detector. Ex- 
ecutive secretary of the Academy is 
Charles Hanscomb of University of 
Minnesota. 

Born in Fort Wayne, Ind., Mr. Curtin 
attended Indiana University where he 
majored in economics and then studied 
law at George Washington University, 
Washington, D. C. For two years he 
was a field man for Federal Bureau of 
Investigation and late in 1943 he was a 
criminal investigation agent for the 
Army. During a period of his career 
when working on murder cases in Fort 
Wayne he became associated with Dr. 
Leonard E. Keeler, a former expert lie 
detector who trained Curtin in the use 
of the lie detector device. When Mr. 
Curtin was transferred overseas in the 
criminal investigation work for the 
Army he applied the lie detection tests 
to natives of New Guinea and the 


John Esty Curtin with a 
Lie Detector machine. 


Philippines. Returning from the Orient 
he finished his studies at George Wash- 
ington University. His wife, Letitia 
Salas, is one of the best known women 
lawyers in Manila. 


2k * * 


Publisher of “Arson” 


“Arson,” the book for the detection 
and investigation of incendiary fires, and 
written by Brendan P. Battle of National 
Board of Fire Underwriters and Deputy 
Police Inspector Paul B. Weston of New 
York City, is from the press of Green- 
berg, Publisher, 201 East Fifty-Seventh 
Street, this city. The Eastern Under- 
writer printed a two-column review of 
“Arson” in its issue of May 6. 


‘i 68 


Largest FIA Risk 
The Factory Insurance Association’s 
largest known risk is $4.5 billion on 
widely scattered plants of one of the 
nation’s best-known corporations. The 
largest risk on a single plant which FIA 
has is for $200,000,000. 


_ 2.) oe 


Asks Weather Research Support 

Before Congress are several bills aimed 
to provide funds for research on the 
hurricane problem and for the develop- 
ment work on a system of improved hur- 
ricane warnings. They were introduced 
by Congressman Patterson. Among those 
supporting the measures is New York 
Times. 

In thanking the Times for editorial 
treatment of the subject Thomas F. Ma- 
lone, director, The Travelers Weather 
Research Center, Travelers Weather 
Service, said in part: 

“In the matter of weather prediction 
in general, and in the case of hurricanes 
and tornadoes in particular, we are con- 
fronted with one of the most difficult 
scientific problems of our times. How- 
ever, we have seen time and again dur- 
ing the past weeks, months and years 
that scientific problems of great difficulty 
have succumbed to a_ sustained and 
intensive research effort. As a_profes- 
sional meteorologist I feel that the 
weather problem in time will also be 
brought into hand. 

“In order to do this, however, we 
must be prepared to support the full- 
scale program of research and _ study 
which will be required. The measures 
now before Congress asking for this 
kind of work are rather modest relative 
to the magnitude of the problem, but 
unless they are supported we are only 
going to defer positive action on a 
weather problem which has in the past, 
and may in the future, take a frighten- 
ing toll of life and property,” 
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Barthelmes Manager 
In New York Office 


FOR INS. CO. OF NORTH AMERICA 


Responsible for Fire Account, Remains 
in Charge of Personal Lines 
Production 


Philadelphia—Insurance Co. of North 
America announces that A, Wesley Bar- 
thelmes has been appointed manager in 
the New York office and will assume re- 
sponsibility for the fire account, a posi- 





Maurice Robbins 


A. WESLEY BARTHELMES 


tion formerly held by Malcolm M. Dick- 
inson, recently made resident vice presi- 
dent for Europe. Mr. Barthelmes will 
continue to be in charge of personal 
lines production. 

Mr. Barthelmes has been for many 
years one of the most widely known 
inland marine underwriters in the coun- 
try. Since joining the North America 
in 1947 he has held a number of ex- 
ecutive positions including assistant sec- 
retary in the business development de- 
partment at the head office in Philadel- 
phia. He was for some years secretary 
of the North British and Mercantile and 
previously marine secretary of National 
Union Fire and about 25 years ago was 
manager of the home office inland ma- 
rine department of the America Fore 
Group. 

\ well known speaker and writer on in- 
surance subjects, Mr. Barthelmes has 
lectured for the Insurance Institute of 
Philadelphia, New York Insurance So- 
ciety and Pittsburgh Insurance Associa- 
tion. Active in insurance organizations, 
he is on the executive committee of the 
Inland Marine Underwriters Associa- 
tion, Inland Marine Insurance Bureau, 
chairman of the Motor Cargo Commit- 
tee and active on other committees of 
the association and is president of the 
Rain Insurance Association. 


Greenway Paramount V.P. 

Election by Paramount Fire of Wil- 
liam L. Greenway as vice president and 
secretary was announced by John 
Mylod, president. He was formerly as 
sistant vice president and secretary. 

Newell B. Dayton has been made a 
member of the directors’ advisory coun- 
sel and elected a director was John H. 


\mbruster, president of John H. Am- 
bruster & Co. 





American Insurance Co. 
Advances Four Officers 


CARLSON ASST. VICE PRESIDENT 


F. G. Reynolds Made Secretary, R. J. 
Carney and J. L. Edelman 
Assistant Secretaries 


N. J., announces the election of 
O. Roy Carlson as assistant vice presi- 
dent, Fredric G. Reynolds as secretary 
and made assistant secretaries were 
Raymond J. Carney and John L. Edel- 
man. 
O. Roy Carlson 

Mr. Carlson, a native of Montclair, 
entered the insurance business in 1923 
with the Home Insurance Co. in New 
York. He joined the American at the 
home office in Newark in 1926 as an 
assistant examiner. He was promoted to 
examiner in 1929, and entered the New 
Jersey field in 1933. In 1935 he trans- 
ferred to Harrisburg as special agent 
for central and eastern Pennsylvania, 
returning to the New Jersey field in 
1942. In 1944 he was promoted to man- 
ager of the automobile department. He 
was elected an assistant secretary in 
1947, and was named a field supervisor 
in 1950. In 1954 he was elevated to sec- 
retary. Mr. Carlson’s most recent re- 
sponsibility has been as head of the 
American’s combined casualty and auto- 
mobile underwriting department. In his 
new post, Mr. Carlson will have over-all 
supervision and responsibility for casu- 
alty and automobile underwriting of the 
American Insurance Group. 

Fredric G. Reynolds 

Mr. Reynolds is a native of Malden, 
Mass. He is a graduate of General Elec- 
tric Engineering School, and was em- 
ployed by that company as an engineer. 
He was later associated with both Lib- 
erty Mutual and Johnson & Higgins in 
casualty insurance capacities. In 1943 he 
joined the Bankers Indemnity as claims 
manager in New Jersey, and in 1945, 
was named claims manager at the New 
York office. He was made assistant 
manager of the New York office in 1947, 
Mr. Reynolds now moves to the home 
office in Newark as head of the Ameri- 
can’s combined casualty and automobile 
underwriting department 

Raymond J. Carney 

Mr. Carney is a native of Weehawken, 
N. J., and was educated in the public 
elementary and high schools of this 
state. He entered the insurance business 
in 1926 with the Bankers Indemnity, 
which was later acquired by the Ameri- 
can. Except for one year at the Cleve- 
land office of Bankers Indemnity, Mr. 
Carney’s entire experience has been at 
the home office. He was underwriter in 
the New Jersey department from 1937 
until 1951, when he was put in charge 
of the compensation and liability depart- 
ment. In early 1955 Mr. Carney took 
over supervision of one unit of the com- 
bined casualty and automobile under- 
writing department, in which capacity he 
continues with his new title of assistant 


secretary. 
John L. Edelman 

Mr. Edelman was born in Rochester, 
N. Y., and after completing his sec- 
school education there, he 
studied at the University of Toronto. 
Before joining the American in 1952, 
he was engaged in the casualty insur- 
ance business for several years, first in 
claim adjusting in the field and then in 
supervision of claim departments on 
both branch and home office levels. Dur- 
ing World War II he served with the 
United States Army. At the American’s 
home office, Mr. Edelman has had ex- 
ecutive duties in connection with casu- 
alty loss operations. 


ondary 








CARL P. KREMER 


Twenty friends and business associates 
of Carl P. Kremer, assistant general 
manager of the Marine Office of Amer- 
ica and chairman of the board of the 
United States P. & I. Agency, tendered 
a testimonial dinner Monday evening, 
May 16, at the Union League Club in 
New York to Mr. Kremer, who relin- 
quishes active duties effective May 31. 

F. Elmer Sammons, president of the 
Hanover Fire Insurance Co., acted as 
toastmaster and introduced the many 
insurance leaders who paid tribute to 
Mr. Kremer. On behalf of the MOA 
executive committee, Mr. Sammons pre- 
sented Mr. Kremer with a silver tray 
bearing the engraved signatures of com- 
mittee members. 

Mr. Kremer has served with the Ma- 
rine Office of America and the United 
States P. & I. Agency since 1929. Prior 
to that he was secretary of the United 
States Shipping Board and Emergency 
Fleet. 

Mr. Kremer has been honored by many 
associated marine insurance organiza- 
tions by appointment as an officer, in- 
cluding service as vice chairman, marine 
insurance committee, American’ Bar 
Association; member, board of managers, 
American Marine Hull Insurance Syndi- 
cate and U. S. Salvage Association. 

He was graduated from Roanoke Col- 
lege in Salem, Va., with an A.B. degree 
and received his LL.B. and LL.M. de- 
grees from Georgetown University, 
Washington, D. C 





‘ 
Ask Crop Cover Continue 
Washington—Rep. Cova Knutson (D., 

Minn.) has asked that Federal crop in- 

surance be reinstated in nine disaster 

counties in Colorado, New Mexico and 

Texas from which the Federal Crop In- 

surance Corp. has withdrawn because of 

excessive losses. 

Mrs. Knutson said, “Immediate rein- 
statement is necessary because many 
families cannot operate or obtain financ- 
ing to get their land farmed this vear.” 
Crop insurance, she told the House, 
“affords the best, most practical way 
to handle the land during this extreme 
drought emergency because it permits 
the farmers to obtain adequate financing 
from local sources to carry on proper 
and good farming practices.” 

Mrs. Knutson noted that FCIC had 
withdrawn because of excessive losses, 
while suggesting that losses could be 
charged either to special funds voted by 
Congress or to the President’s emer- 
gency fund. She remarked that legisla- 
tion would take too long, but did not 
comment on the suggestion with respect 
to the President’s emergency fund. 


Tribute to Carl Kremer Who 
Relinquishes Active Duties 






Gleiser Retiring From 


Commercial Union Group 


O. C. Gleiser, deputy U. S. manager 
Commercial Union-Ocean Group since 
1948, is retiring effective June 30. He 
is also vice president and director of 
Commercial Union Fire and a director 
of Columbia Casualty, companies in the 
group. 

Mr. Gleiser entered insurance in 199g 
with the Illinois Inspection Bureau and 
Union Assurance as a field man in Indj- 
ana. In 1928 he transferred to New York 
taking charge of the group’s western 
department. He was named secretary of 
American Central in 1931 and in 1938 
was made assistant U. S. manager of the 
group, in charge of midwestern opera- 
tions. 


Dickinson European Head 
For North America Cos, 


Malcolm M. Dickinson has been ap- 
pointed resident vice president for Europe 
for the Insurance Co. of North America 
companies. 

Mr. Dickinson’s entire business career 
has been with the North America, which 
he joined in 1924 as an office boy. He 
has held a number of important posi- 
tions, including general manager of New- 
ark service office, and assistant secretary 
of the Indemnity Insurance Co. of North 
America. Most recently, he was a man- 
ager in the New York office of the 
companies. 

Mr. Dickinson is now in Europe and 
will make his headquarters at the Hague, 
Holland, when with his staff, he will 
occupy North America’s own building at 
2 Tobias Asserlaan. The building, ac- 
quired in 1953, is now being extensively 
renovated. 

The new resident vice president’s prin- 
cipal assistants will be H. A. Irminger, 
J. R. Wijlacker and Julian Story. The 
North America Cos. operate in Europe 
on the same basis as in the U. S. for 
insurance, reinsurance and loss service. 


Louis H. Pink Dead 
Louis H. Pink, former New York State 
Superintendent of Insurance, died at the 
- of 72 in New York City on Wednes- 
day. 


Carroll E. Mavis Elected 
Pres. Minneapolis Ins. Club 


Minneapolis, Minn.—Carroll E. Mavis, 
resident vice president of the American- 
Associated Companies, was elected presi- 
dent of the Insurance Club of Minne- 
apolis at the 35th annual meeting at 
Minneapolis Athletic Club. He succeeds 
T. A. Valine, Jr., state agent, Phoenix- 
Connecticut Group, who was elected a 
director for three years. 

Joseph G. Opsal, local agent, was 
elected vice president, and Warren 
Foster of the Aetna Fire, sergeant-at- 
arms. Clyde B. Helm, for many years 
secretary-treasurer, was reelected. 


E. N. Muller Made President 


Of American Marine Forum 

The American Marine Insurance 
Forum elected E. N. Muller, Jr., of the 
Insurance Co. of North America, pres!- 
dent at its recent organization meeting. 
The forum is made up of ocean cargo 
and hull underwriters. Other officers 
elected were W. S. Hoon, Home Insut- 
ance Co., vice president and R. 
Mundhenk of Carpinter & Baker, treas- 
urer. 

Elected directors were: G. H. R. Jen- 
kins, Wm. H. McGee & Co.; T. E. Mac- 
Cormack, National Fire of Hartford; 
‘. Sparling, Automobile Insurance 
Co.; and Mark Wei, Chubb & Son. C 
W. Dawson was named secretary. 


N. Y. Ex-Fieldmen’s Dinnet 


The annual banquet of the New York 
Ex-Fieldmen’s Society will be _ held 
Tuesday evening, May 24, at_the Hote! 
Gramercy Park, New York. Cost of the 
dinner is $7.50 and time is 6 p.m. Chait 
man M. F. Wallace is in charge. 
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Reciprocal Exchanges 
Tie With Old Mutual 


EXCHANGE INSUR. COVERAGE 
Schuyler Merritt, II Becomes Chairman 
Executive Committee of Suffolk 


County Mutual 





Schuyler Merritt, II, chairman and 
president of Reciprocal Managers, Inc., 
the attorney-in-fact and managing com- 
pany of the Associated Reciprocal Ex- 
changes, has announced that arrange- 
ments have been completed between 
that organization and the Suffolk County 
Mutual Insurance Co. of Southold, N. Y., 
to exchange insurance coverage, directly 
and through reinsurance. f 

The new working arrangement brings 
together two of the oldest insurance en- 
terprises in North America. The Asso- 
ciated Reciprocal Exchanges are the 
oldest preferred risk reciprocal fire in- 
surance group in this country, having 
been originally organized in 1881. The 
Suffolk County Mutual Insurance Co. is 
the oldest mutual fire insurance companv 
in New York State, having been founded 
in ; ; 
Mr. Merritt has become a member of 
the board of directors and chairman of 
the executive committee of the Suffolk 
County Mutual. The other members are 
Archie W. Symonds, president, and 
Russell L. Davison, secretary, and also 
three other officers of the Associated 
Reciprocal Exchanges organization; 
namely, Vincent E. Donohue, vice presi- 
dent, Valentine W. Gerrish, vice presi- 
dent, and Kenneth R. B. Smith, treasurer. 


To Expand Agency Systems 


Mr. Merritt stated that the new ar- 
rangement should produce a substantially 
increased premium volume for the Suf- 
folk County Mutual Insurance Co. with 
a greater diversification and spread of 
risks. It is expected that the agency 
system through which the mutual com- 
pany operates will be greatly increased. 
The company has been paying a policy- 
holders’ dividend of 20% since March 1, 
1944, and application is being made to 
the New York State Insurance Depart- 
ment for permission to write non-assess- 
able policies. 

The Associated Reciprocal Exchanges 
provide fire insurance and related cover- 
ages to many substantial and well known 
enterprises throughout the United States 
and it is anticipated that application will 
be made for Suffolk County Mutual to 
extend its operations in other states, al- 
though its place of business will con- 
tinue to be Southold, N. Y. The new 
arrangement will enable it to write 
large and broader lines in the mercan- 
tile and business fields, as well as dwell- 
ings. It is expected that through the 
mutual company the reciprocal group 
will be enabled to work more readily 
with other mutual companies in exchang- 
ing and participating on risks. 

Mr. Merritt is also a member of the 
board of directors and executive com- 
mittee of McKesson & Robbins, Inc., 
the board of Best Foods, Inc., and a 
member of the advisory committees of 
the Chemical Corn Exchange Bank. 





Observes 40th Anniversary 


_S. Gray Tracy, executive state agent 
in Connecticut for the Phoenix of Hart- 
lord Group, observed his 40th anniver- 
sary with the company on May 17. 

Born in Hartford and educated in 
Hartford public schools, he joined the 
company in 1915 beginning his insurance 
Career in the accounts department. 
Shortly thereafter he was transferred 
‘o the underwriting department and be- 
oo an examiner in charge of the New 
ngland field. In 1936 he was appointed 
eldman for the Connecticut Fire in 
Onnecticut. In May, 1954, he was pro- 
Moted to executive state agent in Con- 
necticut representing the Phoenix Group. 
€ is a member of the Blue Goose in- 


‘trance fraternity and th onnecti 
Field Cluh y e Connecticut 


Developments In Business 


Interruption Coverages 
By Rupotr S. CuristiANsEN, CPCU 


Vice President Reciprocal Managers, Inc. 
Attorney-in-Fact and Manager of Associated Reciprocal Exchanges 


Part III 


(Continued from Last Week’s Issue) 


It is a striking fact that compara- 
tively few wholesalers buy U & O in- 
surance. The reason given is always the 
same: the coverage is overpriced. 

A little thought upon the subject will 
establish the reasonableness of this atti- 
tude. For the retailer, we can say that 
the following major factors are involved 
in any U loss: 

1. The public may be prevented or 
deterred from entering the premises 
because of damage to or destruction of 
the building in which sales are con- 
ducted or to fixtures or equipment 
(such as elevators or escalators) con- 
tained in the building. 

2. Sales areas may sustain little or 
no damage but it may be impossible to 
replace stock of merchandise dam- 
aged or destroyed in storage areas in 
time to prevent loss of sales. 

3. Although sales areas are intact 
and stock can be readily replaced, 
sales may be impaired because of lack 
of storage facilities for merchandise. 
For assuming such risks, we in most 

rating jurisdictions, require rates as fol- 
lows for our new form for retailers: 
Ratio of Amount of Percentage of 
Insurance to Gross 80% Coinsurance 


Earnings Building Rate 
Darcey sehites diocese 80% 
650 SOR Sele 70% 
77 ED RAL aE 65% 
SOU sco ee ets 60% 


As I have brought out earlier, the first 
major factor, namely prevention of the 
public from entering the premises, is by 
far the most important since, under 
normal conditions, neither replacement 
of stock nor the acquisition of new stor- 
age facilities presents much of a prob- 
lem. 

Now for the true wholesaler this is 
precisely the factor which is absent from 
U & O loss. So long as the substitute 
premises are not too far removed from 
the original premises, the wholesaler can 
operate wherever he can obtain office 
and storage space. His customers do 
not care what his premises look like or 
where they are so long as he is able 
to give them the goods they want when 


they want them. 

It seems, therefore, perfectly obvious 
that if coverage of 50% of gross earn- 
ings is enough (and this is generally the 
case) to protect a department store for 
U & O loss resulting from total destruc- 
tion of building and its contents, then a 
much smaller percentage of gross earn- 


ings should suffice for the average 
wholesaler. 
In our opinion, many wholesalers 


should have adequate coverage with in- 
surance equal to 20% of gross earnings 
and we are offering such coverage at the 
same rate charged for the 50% retail 
form. Thus U & O insurance is afforded 
the wholesaler at a cost at least 60% 
below that of competing forms which 
make no distinction between wholesalers 
and retailers. 

Of course, the picture in respect to 
wholesalers is not as simple as has been 
described so far. A number of whole- 
salers may need more insurance for a 
variety of reasons: 

At least a part of the business of 
some wholesalers is done on what they 
call a “cash and carry” basis. That is 
to say, retailers call in their own 
trucks and haul away the merchandise. 
Business conducted in this manner be- 
comes very much like a retailing op- 
eration, with the factor of “preven- 
tion of the public from entering the 
premises” entering the picture. 

2. Other wholesalers, while not oper- 
ating on a “cash and carry” basis, 
maintain extensive showrooms where 
retailers inspect and contract for mer- 
chandise. Again this becomes a little 
like a retail business. 

3. Some wholesalers actually con- 
duct a retail store along with their 
jobbing operations and some manufac- 
ture or process some of the products 
they sell. 

4. Then there are the wholesalers 
who specialize in foreign merchandise 
the replacement of which requires 
many months; or specialize in ma- 
chinery which requires a long period 
to build. 

5. Finally there are times and situa- 
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John F. Neville Leaves 
National Agents Assn. 
JOINS AMER. INSURANCE ASSN. 


Will Be Associate Secretary With 
J. D. Erskine, Secretary Since 
Organization in 1954 





John F. Neville, executive secretary 
and general counsel of National Asso- 
ciation of Insurance Agents, will leave 
NAIA on August 1 to become associate 
secretary of American Insurance Asso- 
ciation, according to a joint announce- 
ment by Joseph A. Neumann, president 
of NAIA, and Manning W. Heard, 
chairman, American Insurance Asso- 
ciation. 

Mr. Neumann on behalf of the officers, 
executive committee and the entire 
membership of NAIA, wished Mr. 
Neville well in his new post. “I cannot,” 
he said, “permit this occasion to pass 
without full recognition of what John 
Neville has contributed to our organi- 
zation and its members—and therefore 
the American Agency System—in the 
past ten years. His wise counsel and 
loyalty shall not be easy of replacement. 
It is heartening to know that his talents 
shall continue to be employed within 
our own industry.” 

Mr. Neville is a native of Syracuse 
and graduated from Syracuse Univer- 
sity. He attended Fordham Law School 
and Brooklyn Law School, from which 
he graduated in 1939. He is a member 
of the American Bar Association and 
the Committee on Insurance Law of the 
Association of the Bar of the City of 
New York. After engaging in the gen- 
eral practice of law, he was appointed 
associate counsel of NATA in 1946 and in 
1950 he became secretary and in 1952 
he also became general counsel. He 
served in the Army 1942 to 1946, emerg- 
ing with the rank of captain. He was 
recalled to active duty during the 
Korean War and served in the Army 
for an additional period of 17 months. 

In his new post Mr. Neville will be 
associated with J. D. Erskine, secretary 
of American Insurance Association. Mr. 
Erskine has been secretary of ATA since 
it was organized in 1954 and prior to 
that time was secretary of Insurance 
Executives Association. 





tions in which the inability to secure 

alternative storage space could be im- 

portant. 

To properly take care of these cases 
as well, we have adopted, in most juris- 
dictions, the following schedule of rates 
under our special form for wholesalers: 
Ratio of Amount of Percentage of 
Insurance to Gross 80% Coinsurance 

Earnings Building Rate 


20% 
30% 
a 80% 
50% J 
eT idiclieaccswescne 70% 
1 Se 05% 
OC EE Te 60% 
The wholesaler may elect any per- 


centage he likes from 20% to 80% oi 
gross earnings, but does not get any 
benefit in reduction in rate through 
election of a higher percentage until he 
elects a percentage beyond 50%. From 
this point on there is no difference be- 
tween the schedule for wholesalers and 
the schedule for retailers. 
(To Be Continued) 


Insurance School Students 


Prepare for Examinations 

At the end of May, 217 students pre- 
paring for CPCU, and 178 students for 
the CLU examinations will complete 
their respective courses at the School of 
Insurance of the Insurance Society of 
New York, Inc. 

Both the CPCU and CLU exams are 
to be held the second week of June. 
The passing ratio of those students at- 
tending the school has been higher than 
the nationwide average. Successful com- 
pletion of classes given in preparation 
for both examinations in many cases 
may be used towards diplomas and cer- 
tificates awarded by the School of In- 
surance, 


























To protect human dignity This striking photograph of. the Jefferson 
Memorial, Washington, D. C., was widely published last year by the 


Answering 


of Change 


North America Companies to illustrate a responsibility imposed by free 
enterprise. It was Jefferson who said “...laws and institutions must go 


hand in hand with the progress of the human mind.” 


The North America Companies, as a true free 
enterprise, are continuing a program to make better 
service and broader protection available to more 
people through improvement and simplification of 


the insurance business. 


This includes the individual, the family and the 
home, banks, business, industry and schools, hos- 


pitals, churches. 


—_ of improvements have been made recently ; 


more are coming. 


By simplifying the insurance business, protection 
can be broadened, its cost reduced. In addition, 
rating plans and payment methods for greater cus- 


tomer convenience have been introduced. 


= improvements are only part of the story. 





: i close their circle of superior personal service 
now provided by 20,000 agents and brokers, hacked 
up by North America’s far-flung Service Office 
System, an expansion of the Companies’ own Claim 


and Loss Organization is near completion. 


ire policyholder, no matter where he lives or goes 
is entitled to be paid promptly and fairly when he 
has a loss. To meet all these needs has required : 


tremendous investment in money, time and training. 


W. are glad to make this investment because the 
interests of our policyholders have always come 
first and they always will. In this way we well serve 
our stockholders, our agents and brokers and 


employees. 


This. we have believed since our founding ™ 


1792, is free enterprise in action. 
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PROTECT WHAT YOU HAVE© 
THE NEWEST AND BEST FROM AMERICA’S OLDEST AND STRONGEST STOCK INSURANCE COMPANY 





One in a series of advertisements describing North America’s historic role in insurance...demonstrating its unmatched 


facilities from a single source...and its leadership in bringing the public broader protection and better service 
through its 20,000 Agents. This message reaches your customers and prospects in Newsweek, May 9; Life, May 16, 
and The Saturday Evening Post, May 27. Just another proof that it pays to have North America ‘in your corner.’ 


North America is constantly working to 
broaden its coverages, simplify its policies and 
reduce insurance costs. The beneficiaries 

of this effort are families at home, the 

farmer, the banker and businessman, and 
public institutions that are managed for 


the benefit of all Americans. 


FAMILIES 
AND HOMES 





Typical of North America’s pioneering are the new HOME- 
OWNERS and new TENANTs insurance policies. They provide, 
for the first time, all essential home insurance in a single 
‘package’ policy...at a saving. Other pace-setting North 
America coverages are: 





Comprehensive Personal Liability * Fire Policy not 
reduced by Loss Payment * Merit Rating Plan for 
Automobile Insurance... and many, many others 


FARMS 





Protection for farmers has also been broadened by North 
America. An example is North America’s BLANKET FARM PER- 
SONAL PROPERTY policy which lumps many coverages in one 
contract. Another example is the AGRICULTURAL EQUIPMENT 
AND LIVESTOCK FLOATER. 





North America 
meeting the 


challenge of change 











BANKS, BUSINESS, 
INDUSTRY 





North America has persistently tailored its contracts to give 
business every possible measure of protection. Its BLANKET 
ACCIDENT TRAVEL policy is a case of extending protection to 
traveling employees. KEY MAN GROUP ACCIDENT AND SICKNESS 
gives special protection for special need. BLANKET LIABILITY 
and a MERCHANDISE FLOATER are two more specially tailored 
contracts, followed by many others like these: 


Catastrophe and Excess of Loss Coverages * Valuable 
Papers and Records, including Business Interruption + 
Accounts Receivable 


SCHOOLS, 
CHURCHES, 
HOSPITALS 





North America’s SIMPLIFIED PREMIUM PAYMENT PLAN gives 
institutions the premium savings in 3-year or 5-year rates. Yet 
the institutions may pay premiums annually, instead of in a 
lump sum at start of the term. Other pioneer coverages are 
the cIvIC GROUPS POLICY and the CHURCH THEFT POLICY. 


Consult your Agent or Broker about availability of these policies or plans in your State. 





Philadelphia Fire and Marine Insurance Company 


Insurance Company of North America 
Indemnity Insurance Company of North America 


Philadelphia 1, Pa. 
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Hemispheric Luncheon 
(Continued from Page 1) 


South American fire, marine and casu- 
alty compz unies, “presents a united front 
of the insurance executives of the en- 
tire hemisphere in opposing government 
insurance operations where they conflict 
with or exclude the business of private 
insurance.” 

In this connection he said it was sig- 
nificant that the General Director of the 
Brazilian Insurance Department—Dr. 
Nilton Silva—made some strong state- 
ments in support of private enterprise in 
addressing the Fifth Hemispheric In- 
Conference last August at Rio 


surance 
de Janeiro. This was in contrast to the 
early days of HIC when the Brazilian 


delegation simply registered “present” 
on issues dealing with government en- 
croachment. 

Mr. Diemand added that other dele- 
gates at Rio de Janeiro reflected Dr. 
Silva’s views. 

Holz Stresses Public Relations 

Superintendent Holz made new friends 
at this hemispheric gathering and they 
were attracted to his warm, friendly 
personality. Saying that public relations 
should be added to the objectives men- 
tioned by Mr. Diemand, he brought out: 
“In my short time in your industry I’ve 
observed that insurance companies and 
producers alike can perform a very real 


public relations service. I’m not sure if 
you are aware of its import. You are 
all, in fact, public relations counsel in 
your day-to-day dealings with the 
public.’ 

Speaking of the Hemispheric insur- 
ance movement, Superintendent Holz 


said: “At a time when the area of the 
world has been narrowed I think you 
will agree that the personal relations 
you have engendered by this Conference 
are invaluable in cementing good will and 
amicable dealings with foreign coun- 
tries. In the short time that HIC has 
been operating the beneficial effect of 
its activities has been apparent. In- 
sofar as the New York Department is 
concerned we not only look upon your 
work with approval and admiration, but 
want you to feel that our facilities will 
be at your disposal at all times.” 

Holland Outlines Economic Problems 
a happy choice of the Hemi- 
Insurance Day committee to 
\ssistant Secretary of State Hol- 
land as the principal speaker. Long ac- 
tive in inter-American affairs he has 
visited each of the 20 Latin American 
republics since he took office on March 
2, 1954, at the time of the tenth Inter- 
American Conference at Caracas. In 
February of this year he and Mrs. Hol- 
land accompanied the Vice President 
and Mrs. Nixon on their good-will tour 
of Mexico, Central America and _ the 
Caribbean. 

In opening his address Mr. Holland 
said: “It is a source of satisfaction to 
the Government that your interests en- 
compass the hemisphere. You have, I 
know, a genuine concern about the 
economic health of our neighbors and 
—— nations. As an industry you 
manage vast accumulations of invest- 
ment phon and must follow carefully 
significant developments regarding pos- 
sible new areas for investment. You 
have a keen interest in our economic 
policies toward the Latin American area. 
You want to know what they are de- 
signed to do, and whether they are real- 
istic.” 

The speaker then proceeded to ex- 
plain the general relationship of the 
United States in the Latin American 
area and to take up specific aspects of 
economic policy. “Our over-all inter- 
American policies,” he said, “are based 
on the fundamental conviction that we 
21 republics constitute an American 
family, and that our economic relation- 
ship is essentially that of partners. 
In the political field our international 
policies have attained a degree of ad- 

vancement and effective implementation 
aadies elsewhere in the world. 
The unity of the Americas in determined 
peaceful settlement of 


It was 
spheric 
have 


support of the 


political problems is unique. This unity 
of purpose has permitted us to develop 
a system of inter-American treaties and 
institutions which have served as models 
for other international organizations.” 
Latin America Most Important 
Trade Area 

Mr. Holland continued by pointing out 
that “our inter-American trade today is 
approximately $3%4 billion each way 
each year. About one-fifth of all our ex- 
ports go to the Latin American coun- 
tries. This great volume of merchandise 
and goods represents for them about 
one-half of all their imports. 

“Looking at it in the reverse direc- 
tion, our imports from this area of the 
world constitute about 32% of all our 
imports from the entire world. To them 
it represents about 46% of all their 
exports. These figures serve to give you 
a quick appreciation of the vast impor- 
tance of this huge flow of goods north- 
ward and southward in this hemisphere. 
Latin America is by far our most impor- 
tant trade area today.” 

Looking at Latin America from the 
viewpoint of prospects for growth, the 
speaker said the picture is equally im- 
pressive. He declared the over-all econ- 
omy of Latin America “is today grow- 
ing more rapidly than is that of any 
other comparable area of the world to- 
day, including ourselves. Reliable sta- 
tistics will indicate that over-all eco- 
nomic activity in this area has since 
1946 been expanding at a rate of about 
5.4% each year in comparison with an 
over-all growth rate in our own country 











Consultants 





of only about 3%. Those are very sig- 
nificant figures, and they are empha- 
sized by the fact that sober forecasts 
will convince you that within the next 
20 years our exports and our imports 
with this area of the world may well 
more than double.” 

Implementation of Inter-American 

Policies 

The Assistant Secretary turned his at- 
tention to inter-Americ: in policies in the 
economic field and said: “Our basic goal 











How to find the right man 
to provide you with the 
best insurance protection 


to fit your needs? risks? 


perhaps money. 


ask for booklet Cl. 





Grand Rapids + Houston - Indianapolis - 


Philadelphia - Pittsburgh 








€) Questions for Owners 


about buying Insurance 


? ? 


If you own a home, a car, or a business, do you know: 


How to avoid losing 
money because of unin- 
sured or overlapping 


We would like to send you, without charge, a brief 
booklet which has helped thousands of persons. This 
booklet describes an important principle of sound 
insurance purchasing—a principle based on over 

113 years of insurance experience. In it you will 
find answers to the above questions, and infor- 
mation that can help you save time and 


To receive your copy of Play the Percentages 
There is no charge or obligation. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 
49 Wall Street « New York 5 
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Marine, Fire, Inland Transportation, Yacht, Property Floaters, Automobile and Casualty Insurance 
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How to be certain your 
interests are fully repre- 
sented whenever you 
have a claim? 
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This advertisement appears in the country’s leading newspapers in May. 
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Buy only the Reinsurance you really need. No under- 
writer can afford the cost of unnecessary protection. 
We will help you determine your minimum requirements. 
We are doing it for others every day. 


“WE ARE WHAT WE DO” 


99 John Street, New York 38, N. Y. 
WOrth 4-1981 
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is to make an effective contribution to 
the efforts of each of our sister repub- 
lics to make its own national economy 
stronger, more self-reliant and durable, 
one that will mean better living stand- 


ards for all its people. . The primary 
burden in achieving this ‘goal must be 
borne by the people and the government 
of each country. Nothing that United 
States can do will raise living standards 
in another country unless the internal 
conditions essential for progress are al- 
ready there. 

“We can help most by maintaining a 
strong, economy here and by giving 
Latin America assurances of continued 
access to the great market that a strong 
United States economy represents to 
them. The $3% billion in cash and 
credits that United States private enter- 
prise puts into Latin America each year 
in payment for her exports to us, com- 
pletely overshadows all financial help 
that we could give in the form of 
loans, grants or other aid. It is far more 
important to Latin America’s economic 
stability that she stabilize and expand 
her annual dollar earnings from trade 
with us than that she negotiate new 
loans or other aid. 

“First principle of our economic policy 
is to protect the existing level of inter- 
American trade which is so important 
to our sister republics and to our own 
agricultural and manufacturing export- 
ers. It lies wholly within our power to 
increase or reduce that trade.” By way 
of implementing this policy Mr. Holland 
said that President Eisenhower had re- 
quested a three-year extension of au- 
thority to negotiate tariff relations with 
other nations on a gradual, selective and 
reciprocal basis. He felt that Congres- 
sional action in passing this renewal of 
the reciprocal trade agreements acts 
“has gone far to allay fears that our 
country would impose new restrictions 
on our trade with Latin America.” 

Strong for Private Enterprise 

Before closing the speaker empha- 
sized that private rather than govern- 
mental enterprise was one of the most 
important principles in the U. S. eco- 
nomic policy toward Latin American 
trade. “Private enterprise,” he declared, 
“has demonstrated the capacity to im- 
prove living standards, to provide large 
volumes of goods and services of su- 
Perior quality and make them available 
to consumers at attractive prices. This 
cannot be accomplished in any country 
unless its men and women are resource- 
ful, industrious and self-disciplined, un- 
less in that country there are strong 
business enterprises offering wide em- 
ployment at adequate wages. A man is 
not resourceful, industrious and_ self- 
disciplined unless he has an incentive. 
The private enterprise system gives men 
the strongest possible incentive—that of 
personal gain. 

“Under our system a man who strives 
to further his personal interests must 
necessarily and at the same time serve 
those of his community, for by further- 
ing his own interests he establishes new 
business enterprises; he expands ol 

(Continued on Page 29) 
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dey Big Properties 
Sold in Wm. St. Area 


135 WILLIAM AND 102 FULTON 





Sale Negotiated by Horace S. Ely & Co.; 
Northern Assurance, Frevious Owner, 


to Lease in 150 William St. Bldg. 





Another large realty deal has been 
closed in the downtown insurance dis- 
trict. It involves the properties at 135 
William Street and 102-104 Fulton Street 
which have been sold by the Northern 
Assurance Company, Ltd., to the 135 
William Street Corporation. In turn, 
the Northern Assurance Company has 
Jeased office space in the Royal Insur- 
ance Company Building at 150 William 
Street. 

The sale includes the 16-story office 
pbuilding on a plot about 81 by 44 feet 
at 135 William Street and the adjoining 
seven-story structure on a plot about 49 
by 80 jeet at 102-104 Fulton Street. The 
seller had owned the William Street 
property since 1921. 

Both the sale and the lease were nego- 
tiated by Cecil C. Simmons, vice presi- 
dent of Horace S. Ely & Co., as broker. 
Edward Amend of Amend & Amend was 
attorney for the seller and Harvey Le- 
vine acted for the buyer. 

Eight floors now occupied by Northern 
Assurance at 135 William Street will be 
vacated about July 1. The transaction 
facilities will be grouped on one or two 
floors of 150 William Street, which occu- 
pies the entire block also bounded by 
Fulton, Ann and Gold Streets. 

Several of the floors now occupied 
by Northern Assurance at 135 William 
Street have been leased by tenants to 
be relocated from 120 William Street and 
79 John Street. The latter structures are 
to be razed to make way for a 25-story 
office building. 

This property was acquired by Samuel 
Friedenberg and Son from the Employ- 
ers Liability Assurance Corporation, 
Ltd., which has leased space in the new 
building for 20 years. The Friedenbergs 
expect to have the structure completed 
by October, 1956. This sale and lease 
transaction also was handled by Mr. 
Simmons. 

The lessee and its affiliated companies 
will occupy temporary space at 75 Maid- 
en Lane and 76 William Street pending 
completion of the building. 





Hemispheric Luncheon 


(Continued from Page 28) 


ones; he creates new jobs; he makes 
more goods and services available to 
raise the standard of living of those 
around him. That is the genius of to- 
day’s socially conscious private enter- 
prise system. It has produced every 
strong economy of free people that the 
world has seen.” 

Mr. Diemand in his own remarks ex- 
pressed appreciation for the fine job on 
luncheon arrangements done by Henry 
C. Thorn, chairman of the committee, 
who is resident vice president of Insur- 
ance Co. of North America, and by 
Harry F. Legg, secretary, insurance sec- 
tion, New York Board of Trade, Inc. 
The luncheon committee included top- 
flight company executives. On the dais 
were seated the following industry 
leaders : John T. Soltman, U. S. Cham- 
ber of Commerce; Owen E. Barker, 
President, American Institute of Marine 
Underwriters; James O. Nichols, gen- 
eral manager, American Foreign Insur- 
ance Association; Enrique Godoy, presi- 
dent, Godoy-Sayan, Havana, Cuba; C 
M. Close, vice president, Great Ameri- 
can Insurance Co. 

Also Frank A. Christensen, president, 
simerica Fore Group Companies; James 
i Madden, second vice president, 
Metropolitan Life; Bernard P. Day, 
president, New York Board of Trade, 
Tec an W. White, executive director, 
of e.. ection, Inter-American Council 
Kirk imerce and Production, and A. L. 

itkpatrick, insurance department mana- 
ger, U. S. Chamber of Commerce. 






value and performance, 


insurance, 


He gives you service— 
Not just sales-talk, 


FIRE 





You buy your car by brand. 
Its name is your guarantee of 


The same is true of automobile 


For your own sake, buy from 
your reputable HOMEtown agent. 


Home Office: 59 Maiden 


FOR QuatiTy PROPERTY INSURANCE. SEE YOUR HOMETOWN AGENT! 


Is your Insura 
nce as good 
as your car? : 






It Pays to take an interest 

in your insurance company, 

too. You need a friendly, F 
reliable company whose 
reputation measures Up to 
your car's. Then you know 
youre protected when 
@ loss occurs, 
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The Home Insurance Company’s new 
advertisement sells more automobile 


insurance, sure... 
but more important, it sells you. 
It tells your clients about your 


services, the quality protection which 


you can offer. 


This advertising is designed to attract 


good automobile business to 
your agency. 


Your Home fieldman is ready to help 
you any way he can—just ask him! 


THE HOME 


ORGANIZED 1853 





Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE > AUTOMOBILE . MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 


. This advertisement 
=: will appear in: 
American Home—June 


Better Homes and Gardens 
—June 








Farm Bureau Cos. Plan 
New Bldg. in Trenton 


TO HOUSE N. J. REGIONAL OFFICE 








Modern Two- Story, Air - Conditioned 
Structure to Include Radio 
Station Subsidiary 





Columbus, Ohio—The Farm Bureau 
Insurance Companies have announced 
plans for a new building in Trenton to 
house their New Jersey regional office 
and radio station WTTM. 

Work will begin soon on a modern 
two-story structure at the corner of 
Brunswick Avenue and Lake Drive, ac- 
cording to Howard Hutchinson, vice 
president-operations of the insurance 
firms. 

Radio station WTTM, now located at 
541 E. State Street, will have space on 
the first floor, and the insurance com- 
panies’ regional office, presently at 440 
E. State Street, will have part of the 
second floor, Mr. Hutchinson said. Both 
floors will have ground-level entrances 
since the office will be built on a slope. 

The radio station, which is owned by 
Peoples Broadcasting Corp., a subsidiary 
of the insurance firms, and the insur- 
ance office will take up some 21,000 of 
the 27,000 square feet of space. The re- 
mainder will be leased to other busi- 
nesses, Mr. Hutchinson said. 

The new building will be “conserva- 
tively modern” in design. Stressing ver- 
tical lines, the facade will consist of 
rectangular columns of red brick sup- 
porting alternate layers of masonry and 
window glass. 

Furnishings, decoration, and _ layout 
will combine to provide for maximum 
employe comfort and efficiency. The 
building will be air-conditioned through- 
out. Fluorescent lighting, recessed into 
acoustical ceilings, will provide at desk 
levels two and one-half times the light 
commonly found in oflice buildings. The 
firm of Milosevich and Trautwein, Co- 
lumbus, Ohio, is the architect, and J. C. 
3reyfogle, Columbus, is the builder. 

Some 56 employes of the New Jersey 
regional office and about 20 members of 
the WTTM staff will move to the new 
location early next fall. 

Executives of the insurance office are: 
Harold Dodge, regional manager; H. M. 
Kimmel, underwriting and services 
manager; J. M. West, claims manager; 
and L. R. Miller, sales manager. 

The new regional office building will 
be the ninth to be built outside Colum- 
bus for the companies since their de- 
centralization program was announced in 
1949. Others are in White Plains, N. Y.; 
Harrisburg, Pa.; Butler, Pa.; Annapolis, 
Md.; Raleigh, N. C.; Lynchburg, Va.; 
Canton, Ohio; and Syracuse, N. Y. 


Buffalo Agency Change 

John L. Rochester of Norman Duffield 
& Co., general insurance, with offices in 
the Crosby Building, Buffalo, N. Y., an- 
nounced that John N. Walsh, Jr. and 
Edward F. Walsh have acquired an in- 
terest with him in the company. 

Mr. Rochester, who has been vice 
president and treasurer, will succeed the 
late Norman Duffield as president. John 
N. Walsh, Jr., will become vice presi- 
dent, and Edward F. Walsh, treasurer, 
William I. Morey, attorney, is secretary. 

Mr. Rochester, a graduate of Harvard 
University, has been associated with 
Norman Duffield & Co. since 1930. Mr. 
Walsh, Jr., a graduate of Yale Univer- 
sity, and Edward F. Walsh, a graduate 
of University of Buffalo, also are asso- 
ciated with their father, John N. Walsh, 
in the J. N. Walsh Co., with offices in 
the Marine Trust Building. This general 
insurance firm has been in business since 
1860. The two agencies will be closely 
associated to better serve their clients 
in the Western New York area. 

The Anthracite Fire Underwriters Club 
held a meeting at the Twin Grill in 
Scranton, Pa. H. Reed Milliken, repre- 
senting the Middle Department, led a 
discussion of new insurance forms. 
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Pritchard Sons Win 
Promotion in N. Y. Firm 


CHARLES H., JR.. AND WILLIAM G. 





Elected Respectively V. P. and Ass’t 
Secretary; Both Have Had First 
Hand Training in London Market 

The board of directors of Pritchard & 
3aird, Inc., reinsurance office at 99 John 
Street, New York, at their recent meet- 
ing elected Charles H. Pritchard, Jr., to 
the office of vice president and William 
G. Pritchard to the post of assistant 





Underhill Studio, N. Y. 
WILLIAM G. PRITCHARD 


secretary. These promotions are in rec- 
ognition of the increased responsibilities 
which the Pritchard sons are assuming 
in the organization. They are both mak- 
ing the reinsurance business their career, 
following in their father’s footsteps. 

Charles H., Jr., graduate of Princeton 
University came into the corporation in 
1948 after serving two “stretches” in the 
United States Marine Corps. Upon his 
separation from the service he held the 
rank of first lieutenant in the Marines. 
Up to this time he has been treasurer 
of Pritchard & Baird, Inc., in which post 
he continues in addition to being vice 
president. 

William G. began his insurance career 
with the organization in May, 1953, after 
Air Corps service. He left Brown Uni- 
versity to enter the Air Corps as an 
aviation cadet. Both young men have 
already spent considerable time in Lon- 
don as part of their reinsurance training 
in order that they might have first hand 
knowledge of operations in the London 
market. 

Pritchard & Baird, Inc., was founded 
in October, 1946, by Charles E. Pritchard, 
Sr., and George H. Baird and under 
their guidance it has grown in less than 





William Thomas Appointed 
The Camden Fire Insurance Associa- 
tion has announced the appointment of 
William G. Thomas as a new fieldman in 
the local New Jersey territory. Mr. 
Thomas will be associated with Assistant 
Secretary ‘Albert J. Bordeau in the local 
New Jersey department and will work 
out of The Camden’s home office in 
covering the local counties of the state. 
Mr. Thomas, a native of Pennsylvania, 
has had field experience first in the 
North Philadelphia territory and later 
in Virginia and North Carolina as a fire 
and casualty fieldman. Most recently he 
has been working out of Reading, Penn- 
sylvania covering the central section of 
that state. He attended Temple Univer- 
sity before undergoing a special agent’s 
training course with another company. 
Special Agent Harry C. Wolfe and F. 
Ward Harper together with State Agent 
Charles Creely will continue to cover 
their respective fields in the South Jer- 
sey territory. 


Underhill Studio, N. Y. 
CHARLES H. PRITCHARD, JR. 


ten years’ time to be a major factor in 
the reinsurance market. 





Scottish Union-National 
Announce Field Changes 


John Newlands, general attorney of 
the Scottish Union and National Insur- 
ance Co. and president of the American 
Union Insurance Co. of New York, an- 
nounces the following changes in the 
Group’s field operations: 

State Agent Earl T. Belanger who for- 
merly was in charge of the companies’ 
operations in West Virginia and South- 
east Ohio, has been transferred to Phila- 
delphia, succeeding Special Agent John 
L. Down. Mr. Belanger, as state agent 
for the Scottish Union and National, 
will service Philadelphia and its subur- 
ban and contiguous counties and the 
county of Allegheny. Mr. Belanger will 
perform the duties of state agent for 
all of Pennsylvania for the American 
Union Insurance Co. 

Special Agent William R. M. Harney, 
who previously has assisted Mr. Belanger 
in handling the companies’ West Vir- 
ginia and Southeast Ohio business, will 
be in charge of the Wheeling office and 
service the agents in that territory. 





WILLIAM LAWRIE DIES 

William Lawrie, 69, retired manager 
of the Montreal branch of the Phoenix 
Assurance Co., died recently. He came 
to Canada. from Scotland in 1911 and 
joined the Phoenix the same year. He 
served the company in Winnipeg and 
later came to Montreal where he was 
made office manager. He retired in 1947. 








Webster Asst. Secretary 


Of Boston-Old Colony Cos. 

W. Richard Webster has been elected 
an assistant secretary of the Boston- 
Old Colony Insurance Companies and has 
been chosen to direct the agency and 
production department of the companies, 
succeeding W. E. Stansbury who has re- 
signed to take a position with another 
company, according to an announcement 
by C. S. Hart, President. 

Outside of a two-year tour of duty in 
the Navy, Mr. Webster has spent his en- 
tire business career of over twenty years 
in the insurance field, practically all of 
which has been in production activities. 

After serving the companies as special 
agent he was advanced to state agent in 
1951 and to that of regional manager of 
the upstate New York area in October 
1953. In this capacity he has had an 
extensive background in the work of the 
agency and production department, a 
most practical working knowledge of the 
promotion of multiple line activities and 
is fully conversant with agents’ problems. 

John B. Jenkins, who has also been 
connected with the agency and produc- 
tion department of the companies has 
been appointed as Mr. Webster’s suc- 
cessor as regional manager. Mr. Jenkins 
has had nearly twenty-five years’ experi- 
ence in underwriting and _ production 
work, 





Matson Assurance Admitted 
To Oregon and Washington 


San Francisco, May 10—Matson As- 
surance Co., the $4,000,000 insurance sub- 
sidiary of Matson Navigation Co., has 
been approved to do business in Oregon 
and Washington, according to William 
E. Racine, vice president. 

Matson Assurance was formed in 
January this year. It deals exclusively 
in the field of Group insurance, par- 
ticularly Group life and Group accident 
and health. Long-range plans of the 
company call for extension of its serv- 
ices to the 11 western states. 

In explaining the steamship company’s 
entry into the insurance field Mr. Ra- 
cine said: “There were several key fac- 
tors behind this decision. One was the 
continuing growth of industry and popu- 
lation on the Pacific Coast. This pointed 
to a real need for an insurance company 
devoted entirely to group underwriting, 
as well as a progressive approach to the 
development of special group coverages 
best suited to industry needs.” 

Mr. Racine, who recently joined Mat- 
son, has had extensive experience in the 
Group field. Before coming to Matson 
he headed up the nationwide Group ac- 
tivities of the Continental Casualty Co. 
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Snedegar Louisville Mgr, 

Louisville, Ky—The Manufacturers g 
Merchants Indemnity Co., and its syb. 
sidiary, Selective Fire Insurance (Co 
has appointed Ken Snedegar, as map. 
ager of claims for the Louisville branch 
office. 

Mr. Snedegar, was a former adjuster 
3 the companies’ Cincinnati claims of. 
ce. 

He is a graduate of the Salmon p 
Chase Law School, of Cincinnati; mem, 
ber of the American Bar Association 
Lawyers Club of Cincinnati; and Jota 
Lambda Pi Law Fraternity. 
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ALERT insurance companies 
all over America have been fast 
to discover the savings in 
manpower, time and money 
easily obtained by our proven 


‘‘Blueprint-to-Occupancy”’ 
Customized 
Construction-Leasing Plan 


By this method, the Lipchin 
Organization locates land 
anywhere in the U. S. A., 
professionally plans and carefully 
constructs an office building 
(2000 to 100,000 sq. ft.) for your 
exact needs; then turns over the 
key to you on a low-rental lease. 


You move, on time, into modern 
air conditioned quarters, with 
ample parking and no worries 
as to advance details 

or future arrangements. 


A list of our happy clients 

is available upon request. 

A note will bring full details, 
without obligation. 


When may we present this modern, 
profitable plan for your review? 





ORGANIZATION, ne 


Nationwide Leasing Specialists 
Member: National Assn. of Real Estate Boards 
2116 North Charles Street 
Baltimore 18, Md. BElmont 5-6444 
Department B 
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Pull Program for NFPA 
Meeting in Cincinnati 


FEATURED AT CONVENTION 





Defenses Against H-Bomb, Airport Fire 
Safety, Flammable Liquids, Proposed 
Revisions in Electrical Code 





Fire and the H-Bomb, aircraft crash 
fres, people and fire prevention, aircraft 
frefighting and rescue were among sub- 
jects discussed at opening sessions of 
the week-long annual meeting of the 
National Fire Protection Association at 
Cincinnati's Netherland Plaza Hotel. 

In its 59th year, this international fire 
conference brings together fire officials 
and fire protection engineers from all 
levels of industry and government and 
total attendance by the week’s end is 
expected to exceed 1,500. 

Three different sections of the non- 
profit and voluntary membership fire 
safety group—the Fire Marshal’s, Avia- 
tion, and Electrical Sections—held con- 
current sessions on the first day. 

State, provincial, and municipal fire 
marshals from the U. S. and Canada 
were told of the status of our fire de- 
fenses against the H-Bomb. They heard 
about a successful fire prevention pro- 
gram in Louisville, Ky.; and discussed 
the control of flammable liquid and liq- 
uefied petroleum gas fire hazards. 

The aviation industry in its meeting 
treated the fire problems in aircraft 
fueling, storage and maintenance; also, 
equipment and requirements for airport 
and municipal fire department handling 
of crash fires. 

Addresses to this section included a 
report on airport fire safety, a talk on 
crash-resistant fuel tanks, and the air- 
line pilots’ eye-view of the crash fire 
problem. 

The session of the NFPA Electrical 
Section was devoted largely to prelimi- 
nary reports and discussion of proposed 
revisions to the National Electrical Code. 
This section is responsible for the pe- 
tiodic revision and publication of the 
National Electrical Code which is the 
most widely adopted safety standard in 
the United States. 

Among other topics discussed at the 
convention, presided over by President 
T. S. Duke, was NFPA Administrative 
Symposium: A Report and a Forecast, 
participants in which were Mr. Duke, 
Richard E. Vernor, chairman; Hovey T. 
Freeman, treasurer; and Percy Bugbee, 
general manager. 

The Fire Marshal’s Section discussed 
current developments in arson control 

with a symposium composed of state and 
municipal fire marshals, fire prevention 
bureau officers and other public officials 
concerned with fire and arson investiga- 


cit Chairman Harry F. Johnson pre- 
sided, 


Regulate Texas Stock Sales 
Austin—Sales of insurance stocks were 
placed under supervision of the Texas 
board of Insurance Commissioners in 
Senate acceptance, May 11, of a House- 
Passed proposal dealing with one of the 
key insurance “reform” bills. Over the 
week-end, as the Legislature moved close 
to final adjournment, passage of the 
measure was considered routine, thereby 
substantially strengthening the authority 
of the board over insurance operations. 
Under the bill the board has the au- 
thority to apply the same rules over 
<a stock sales as those held by 
rr fcretary of State over other indus- 
rn securities. Previously insurance 
s Oc sales were not regulated. 
it “dey passage of the bill will make 
the third major “reform” measure to 
May a the others being those pro- 
for Fd igher capitalization requirements 
re-casualty and for life companies. 
Hoch remaining “reform” bills, whose 
po 1S uncertain, would set up penal 
sions against false statements re- 


arding 3 
= company statements and opera- 


IIAG Has 118 Co. Members 
The State Capital Insurance Co., 
Raleigh, N. C., National Automobile & 
Casualty Insurance Co., Los Angeles, 
and Estate Insurance Co., Los Angeles, 
have been elected to membership in the 
Interbureau Insurance Advisory Group. 
This brings the membership of Inter- 
bureau Insurance Advisory Group to a 
total of thirty-eight groups and compa- 
nies, consisting of one hundred eighteen 
fire and casualty insurance companies. 


Hodges New Ins. Counselor 


G. Winthrop Hodges has been ap- 
pointed special insurance counselor for 
Mosler Safe Co. in New York. A licensed 
New York state broker, Mr. Hodges will 
act as an insurance information source 
for Mosler customers. Also, he will work 
with insurance companies in determining 
preferential rates for users of protective 
equipment. 


Prior to joining Mosler, Mr. Hodges 


was associated with Fireman’s Fund, 
Aetna Group, and Maritime Agencies 
Inc. 


New Zurich Calif. Building 


Los Angeles—Zurich-American Group 
has broken ground for its new Pacific 
Coast headquarters building at 3576 Wil- 
shire Boulevard. The building is designed 
for six stories, three of which will be 
completed later in the summer, the -re- 
maining three to-‘be added as found 
necessary. The building, according to 
Pacific Coast Manager Joseph R. Allen, 
will house the activities of the group in 
Los Angeles, San Francisco and the 
Pacific Northwest territory. 
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Friends indeed, 
when 


you need them 


Like your family doctor and the 
cop on the beat, your local 
independent insurance agent is 
always there. He is the vital 
link between you and your 
insurance company. It will pay 
you to know him better— 


to work with him closely. 


Save money — get sound protection— 
through an over-all insurance program. 
See your local agent or broker. 
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Amer. Agency System 
Praised by Wikler 

ADDRESSES N. Y. CITY AGENTS 

Reads Message From Supt. Holz; Asso- 


ciation Welcomes Deputy Blake; Legg 
Reports on Bar Association Panel 








for the American Agency Sys- 
tem and for the valuable services ren- 
dered by agents and brokers 
pressed by First Deputy Superintendent 
Julius Wikler of the New York Insur- 
ance Department on May 17 in address- 


Praise 


Was ex- 


ing the luncheon meeting of the New 
York City Association of Local Agents 
at the Downtown Athletic Club. Pinch- 


hitting for Superintendent Leffert Holz 
attend, Mr. Wikler 


to continue to 


who was unable to 
called agents 
maintain high standards of performance 


upon the 


in serving insureds. 

Mr. Wikler read a message from the 
which pointed to 
his appreciation of the vital role played 
industry. 
hearings, 


Superintendent also 
by agents in the insurance 
Speaking of the Allstate 
the Superintendent 


rate 
said he will begin 
testimony when the 
hearings are concluded May 27 
“l’m sure that these hearings will be 
beneficial to the entire industry regard- 


his study of the 
public 


” he declared. 

Albert E. Mezey, president -of the 
association, introduced the speakers in- 
cluding Deputy Superintendent William 
M. Blake, Jr., newest addition to Mr. 
Holz’s official family. He called on John 
C. Weghorn, executive committee chair- 
man, who reported that plans are com- 
“our second annual golf party 
Tuesday, June 14, at Rock- 
Country Club. We are as- 
a goodly number of our com- 
friends will attend,” he said. 
McFalls and Mezey Honored 
David S. McFalls, 


less of the results, 


pleted for 
to be held 
ville (L. 1.) 
sured that 
pany 


past president of 


York Association and now a 


the New 
director of the New York State Asso- 
ciation of Local Agents, was congratu- 
lated upon the presidential award for 
outstanding service which he received 
last week at the Syracuse annual meet- 


ing. Mr. Mezey was elected a director 
at that gathering. 
Harry F. Legg, secretary-treasurer, 


then told about a letter sent to Governor 
Averell Harriman in which the New 

York agents expressed concern over his 
decision to postpone the effective date 
of the compulsory motor vehicle inspec- 
tions. The Governor was urged to do 
everything possible toward the end that 
these inspections are started December 
1, 1956. “We feel that they will be an 
important factor in the much desired 
reduction in accidents,” Mr. Harriman 
was told. 

Mr. Legg then gave highspots a the 
panel discussion conducted May 12 by 
the New York City Bar Association 
which he and other association officials 
attended. Its moderator was Superin- 
tendent Holz. Biggest benefit he derived 
from the discussion, Mr. Legg said, was 
when Henry S. Moser, Allstate’s gen- 
eral counsel, and Franklin J. Marryott, 


Liberty Mutual’s vice president- general 
counsel, spoke appreciatively of the 
American Agency System following 
NAIA President Joseph Neumann’s 


strong defense of the AAS’s strength 
and influence. 

When Mr. Neumann was asked at this 
meeting as to alternatives to compulsory 
automobile insurance he said that strict 
enforcement of traffic and safety respon- 
sibility laws, in his opinion, would elim- 
inate most of the financially irrespon- 
sible drivers. 

The luncheon meeting with nearly 100 
present was one of the best attended 
this year to date. The next luncheon will 
be held in mid-June at which Henry 
Ritter of St. Paul Fire & Marine will 
explain the new Homeowner’s Form C 





ANDREW SMITH WILSON DEAD 


Andrew Smith Wilson, insurance bro- 
ker of Montreal, Que., died recently. He 
was 83. He came to Canada in 1914 when 
he entered the insurance business. His 
wife and a daughter survive. 


Herbert Pasewalk Elected 
President D. C. Agents Ass’n 


Herbert M. Pasewalk, assistant secre- 
tary of the Firemen’s Insurance Co. of 
Washington and Georgetown, and office 
manager of the Howard & Hoffman 
agency, was elected president of the 
District of Columbia Association of In- 
surance Agents for 1955-56. 

Other officers named by the DCAIA 
for the coming year were: Joseph L. B. 
Murray, Jr., first vice president; Hunt- 
ington T. Block, Jr., second vice presi- 
dent; Charles R. Barker, Jr., secretary; 
Robert V. Oxenham, treasurer, and 
L. Jagoe, Jr., state national director. 

Elected to the board of trustees, 
which was expanded from six to eight 
members, were: Walter Schilling, H. T. 
ry ene Francis A. Marks, William 

A. d’Espard, Carl A. Anderson, R. Kel- 
vin Shivers, John H. Pumphrey and out- 
going president J. Douglass Wallop, Jr. 





Lee Whitestone Elected 
Head of Bronx Brokers 


At the annual meeting of the Bronx 
Insurance Brokers Association, Inc., 
held recently at the Concourse Plaza 
Hotel, N. Y., Lee H. Whitestone was 
elected president. Other officers elected 
were William H. Henlotter, first vice 
president; Murray Berns, second vice 
president; Harold Zipperman, treasurer; 
Mildred Mamok, secretary; George E. 
Rosen, chairman of the board. 

Mr. Whitestone, the new president, is 
head of his own agency, a member of 
Life Underwriters Association, the board 
of directors of Larchmont and Mamaro- 
neck Republican Club, Larchmont Men’s 
Club and is a general agent of Union 
Mutual, Portland, Me. 





Bidwell Says Local Level 
Needs Public Relations 


The competitive problem of the direct 
writer springs largely from the failure 
in the past to practice good public rela- 
tions at the local agency level, Kenneth 
J. Bidwell, deputy U. S. manager, Lon- 
don Assurance, told the annual conven- 
tion of Oklahoma Association of Insur- 
ance Agents at the Biltmore Hotel, 
Oklahoma City, last week. Mr. Bidwell 
stressed to the agents that the job of 


public relations rests with the local 
agents rather than national organiza- 
tions. He said: 


“You cannot sit back and expect the 
National Board of Fire Underwriters or 
your own National Association of Insur- 
ance Agents to do the job for you. Those 
two organizations can promote the finest 
of public relations programs costing mil- 
lions of dollars, but that does not absolve 
you of the necessity of giving your un- 
stinted personal support to those pro- 
grams. Without your support, they will 
die on the vine.” 

Citing conditions in other industries 
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Fire Association’s New 


New Jersey Service Office 


The northern New Jersey service 
othce of Fire Association and Reliance 
Insurance Co., until recently located at 
East Orange, N. J., and the northem 
New Jersey office of the Eureka Cast- 
alty Co. at Newark, will move into a 
new group service office on May 2 
Larger quarters, with increased service 
facilities, have been obtained at the 
Bankers National Building at 26 Park 
Street, Montclair, N. J. The enlargei 
offices will be serviced by existing per 
sonnel of Fire Association and Eureka 





and businesses as analagous, Mr. Bidwell 
told of how small business men in Long 
Island threatened with extinction by the 
advent of several large super- -markets 
formed an association, which, gives them 
the big buying power enabling them 10 
compete price- wise with their larger 
competitors. Price-wise the cost differ 
ential may not be penny for penny but 
it is not large enough to offset the value 
of personal services and courtesies tit 
small grocer can offer his customers. 

Even large department stores facing 
tough competition with growing discount 
houses, are making the most of the per 
sonal service they can offer, said Mr 
Bidwell. Thus the situation with the 
direct writers is not cost but “pric 
differential,” and reflects absence © 

agency service which for all practic 
purposes makes up the difference be: 
tween premium charged by the dirt 
writer and that charged by the aget! 
company. 

Mr. Bidwell declared that had a g0%! 
public relations job been done in 
past at the local agency level, ditt 
writers would not have been so succes 
ful. The public relations problem at the 
local level means selling—selling a Ss 
ice as well as a product and keepité 
both of them sold, he said. 
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Need to Control Cost 

Of Handling Policies 
WHITFORD AT CHICAGO I-DAY 
President of Fire Association of 


Philadelphia Cites Marketing 


hanges 


Vice 


High cost practices of individual han- 
dling and rehandling of policies, en- 
dorsements, and forms will have to be 
abandoned in favor of high speed elec- 
tronic equipment to help cut internal 
and administrative costs for agent and 
company alike, George V. Whitford, 
vice president, Fire Association of Phila- 
delphia told the large gathering attend- 
ing Chicago Insurance Day, May 17. 
Mr. Whitford in his talk, traced the de- 
velopment of insurance with the many 
factors that influenced its growth to the 


changes that are taking place today that 
have affected buyer decisions for all 
consumer goods, including insurance. 

The speaker quoted a recent state- 
ment of Martin Harper, Jr., president of 
McCann-Erickson Advertising Agency: 
“A related pattern is that seen in insur- 
ance selling today. The ‘dealer’ that is 
the insurance salesman still does most of 
the work of locating and directly selling 
the consumer. But the retail insurance 
salesman is getting more and more help 
from the home office through its direct 
advertising to the public.” 

Mr. Whitford declared: “This is the 
essence of modern marketing. The dealer 
at this stage is still left with plenty of 
consumer selling to do, but the maker is 
active as a seller too.” He cited as sev- 
eral examples of this trend, auto com- 
panies, chemical and.aluminum compa- 
nies, etc. all finding their markets 
broadening and can no longer be devel- 
oped by traditional methods. They are 
finding new ways to beat competition in 
the new markets. He continued: 

“A number of important changes in 
the distribution pattern of consumer 
goods has taken place within a compara- 
tively brief recent period. Many of us 
are not fully conscious of the evolution 
because our day-to-day tasks keep our 
eyes focused on our own particular part 
of the business picture. In spite of our 
rationalization and the hope that ‘our 
business is different,’ there is too much 
evidence that consumer buying habits of 
the people for insurance follow similar 
patterns to those established in other 
consumer goods. If we can face this fact 
(whether we like it or not) we are in a 
position to take real steps to keep our 
place in the channels of distribution. . . .” 

Mr. Whitford told the agents they 
must recognize that price is important 
in consumer decisions and they must 
Support new methods and new products 


which will help provide competitive 
prices. He said: 
Recognize that ‘selling’—dynamic 


selling—accompanied by a fair price, is 
the key to survival. Unless you write all 
of your client’s business—and a Home- 
Owners’ policy merely combines present 
covers—the prospective insured is con- 
sidering a ‘discretionary purchase.’ Per- 
sonal selling is necessary if this product 
1S to move up the acceptance curve at a 
dynamic rate. Display or price merchan- 
dising will not do it alone. To a home- 
owner who doesn’t know what this policy 
means to him, 20% off list is simply 20% 
: X’. Later the discount may trigger 
pe purchase, but until then he must be 
old.” In conclusion, Mr. Whitford de- 
clared: 

; The time has arrived when we have 
0 assess responsibility where it belongs 


and stop blaming the other fellow for 
our ills,” 





YACHT INSURANCE” REPRINTS 
P €prints of the article on “Yacht In- 
“urance” by Trafton Otis Badger, ma- 
mine underwriter, John C. Weghorn 
on Inc. which appeared in The 
= Underwriter for May 6, may be 
weaned by writing to the agency at 
Maiden Lane, New York SN. Y. 


Thos. J. Prindiville Dead 


Thomas J. Prindiville, 81, chairman 
of the board of Rollins, Burdick, Hunter 
Co., New York City, a nationally known 
insurance brokerage concern, died re- 
cently in Harkness Pavilion of Colum- 
bia-Presbyterian Medical Center. Sur- 
viving are a son, Peter, of Nantucket, 
and a sister, Mrs. Edwin A. Potter of 


Old Westbury, L. I. At one time Mr. 
Prindiville was a partner in Johnson & 
Higgins. 


Quebec Adjusters Elect 


E. Grant Cochrane was elected presi- 
dent of the Quebec Insurance Adjusters 
Association at the recent annual meet- 
ing held at the Reform Club, Montreal. 

Other officers elected included John 
H. O’Neill, vice president; Merwyn F. 
Huron, treasurer; Joseph C. Gavey, sec- 
retary; and Jean Marc Demers, Georges 
A. Gareau, Hector Gervais, Adrien Poi- 
tras and Herman Renaud, directors. 


St. Paul Field Changes 


The St. Paul Fire and Marine Insur- 
ance Co. announces the following changes 
in its Wisconsin territory: Curtis G. 
Solsvig has been advanced to state agent, 


and Milwaukee County added to his 
southern field. The titles of Special 
Agents W. W. Pierce and E. B. Martin 


are both being changed to state agent, 
and they will continue to supervise com- 
pany business within their respective 
territories. 
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FTC Jurisdiction To Be Big Issue at 
Annual Meeting NAIC May 30-June3 


The agenda for the 86th annual meet- 
ing of National Association of Insurance 
Commissioners, set for May 30 through 
June 3 at Biltmore Hotel, Los Angeles, 
is now completed. 

One of the big issues which will re- 
ceive major attention is that of Federal 
Trade Commission jurisdiction. It will 
come to a head at the joint session of 
Federal liaison committee and jurisdic- 
tion of FTC committee Tuesday after- 
noon, May 31. At that time Donald 
Knowlton of New Hampshire, president 
of NAIC, will report as chairman of 
the FTC committee which has held two 
New York conferences since its appoint- 
ment at NAIC’s midyear meeting. 

The A. & H. industry, vitally inter- 
ested in NAIC’s decision on the juris- 
dictional question, will be represented 
in full force at Los Angeles. Matters 
on the agenda for the A. & H. commit- 
tee meeting (May 31, 4:15-5:30 p.m.) 
which follows that on FTC jurisdiction, 
include trade conference of Commission- 
ers with A. & H. industry to devise 
standard for advertising; report of sub- 
committee on reserves for guaranteed 
renewable policies; report of nationwide 
survey of A. & H. complaints under 
Chairman Wade O. Martin’s direction; 
uniform code for regulation of non-profit 
hospital and medical care plans, and 
criteria for approval of rates of non- 
profit hospital and medical plans. 


Time Table of Committee Meetings 


Committee meetings will occupy the 
entire day on Monday, May 30, with the 
first plenary session scheduled for Tues- 
day morning (10:30-12:00) at = which 
President Knowlton will make his an- 
nual report. Time table for the complete 
five-day program is as follows: 

Monday, May 30, 9 to 10 a.m.—Subcommittee 
revision; chairman, 


on examination’s manual 


R. O. Hooker, Connecticut, for Commissioner 
Thomas J. Spellacy. 
10 to 11 a.m.-—-Subcommittee on examination’s 


manual changes; chairman, Commissioner George 
A. Bowles, 

10:00-11:00 
port of 


Virginia. 
Multiple 
subcommittee of 


Line Underwriting—re- 


rates and rating or- 


ganizations; chairman, Commissioner Thomas R. 
Nebraska. 

Statistical 
report of 


Pansing, 
10:00-11:00 
Risks 

rating 

sioner Charles S. 
11:00-12:00 


Classification for Sprin- 


klered subcommittee of rates 


organizations; chairman, Commis- 
Jackson, Maryland. 
Methods, 
report of subcommittee of 
O. Hooker, Connecticut, for 


Spellacy. 


and 
Examination’s Practices 


and Laws examina- 


tions; chairman, R. 
Commissioner 
11:00-12:00 


of subcommittee of 


Control 
legislation; 
Nebraska. 


Proposed 


Fontine Policy report 
laws and chair- 
Pansing, 


Study 


man, Commissioner 
11:00-12:00——To 


Qualifications 


Brokers’ 
Bill- 


Minimum and Licensing 


report of subcommittee of laws and legislation; 
chairman, Commissioner Justin T. McCarthy, 
Illinois. 
Monday Afternoon 
1:00-2:00—Blue Cross-Blue Shield—report of 


subcommittee of accident & health; chairman, 


Commissioner Pansing, Nebraska. 
1:00-2:00—To Study the Subject of Group 
Life—report of subcommittee of life insurance; 


Gillooly, West Virginia. 
of group creditor 


chairman, Thomas J. 
(1) Amending definition 
striking 


life insurance by the phrase ‘“‘whose 


repayable in installments,” 


2(a) of the 


indebtedness is 


from the paragraph definition, 
striking the “in installments,” 


and phrase 


from paragraphs 2(d). 


(2) Any other matters submitted for con- 
sideration, 
1:00-2:00—Uniform Accounting—report — of 


subcommittee of uniform accounting; chairman, 
Joseph A. Navarre, Michigan. 

(1) Definition of 
definition of acquisition, field supervision and 
collection expenses; (2) Industry uniform ac- 
counting committee report on bases of alloca- 
tion; (3) Functionalization of various operat- 
ing expense classifications; (4) General 
sion of uniform accounting instructions. 
2:00-3:00—For the Study of Allocation of In- 


inspection expenses and 


revi- 


come and Expense of Life Companies—report of 
subcommittee of life insurance; chairman, 
Charles R. Fischer, Iowa. 

2:00-3:00—Financial Responsibility Laws on a 
Reciprocal Basis between U. S. and Canada— 
report of subcommittee of casualty and surety; 
chairman, Alexander H. Miller, Vermont. Ex- 
ecutive session. 

2:00-3 :00—To 
report 
chairman, 


NAIC Constitution and 
executive 
Rhode 


Study 
of subcommittee of 
George A. Bisson, 


By-laws 
committee ; 
Island. Executive session. 
3:00-4:00—Commercial Pension 
Trusteed Welfare Funds—report of subcommittee 
of life chairman, Joseph 
A. Navarre, Michigan. 
3:00-4 :00—Installment 
statements—report 


Funds and 


insurance committee; 
premium reporting in 


annual of subcommittee of 


fire and marine committee; chairman, Arch E 
Northington, Tenn. 
3:00-4:00—Workmen’s Compensation Small 


Policy Economies—report of subcommittee of 


workmen’s compensation committee; chairman, 
George Bushnell, Arizona. 

4:00-5:00—Tie-in-Sales of Insurance with Mu- 
tual Fund Shares—report of subcommittee of 
life insurance committee; chairman, S. H. Goe- 
bel, Kentucky. 

4:00-5:00—To Study Enlarging the Functions 
of the Assistant Secretary’s Office and Methods 
subcommittee of ex- 
George O. Burt, 


report of 
chairman, 


of Financing 
ecutive committee; 
South Dakota. Executive session. 
4:00-5:00-—-To Study Future Sites 
Meetings—report of subcommittee of 
Sheehan, 


for NAIC 
executive 
committee; chairman, Cyril C. Minne. 


sota, 


Study of A. & H. Reserves 
5:00-6:00—To Study Reserves for Guaranteed 
Renewable A. & H. Policies—report of subcom 
mittee of accident & health committee; chairman, 
Charles S. Jackson, Maryland. 
(1) Principles governing the need for ac- 
& H insurance. 
and 


tive life reserves in A, 

(2) Various classes of accident health 
policies considered from the points of view of 
premiums and renewability: (a) non-can., gen- 
eral to age 60 or 65 with right of contract; 
(b) guaranteed renewable generally to age 60 
change rate structure; 


with right to 


(c) substantially 


or 65 
renewable with 
right not to renew for stated in the 
contract (e.g., fraudulent etc.) 
(3) Analysis of types of coverage granted 
under 2 above: (a) disability income in event 
illness; (b) and sur- 


insurance; (c) 


guaranteed 
reasons 
statements, 


of accident or hospital 
gical accidental death 
(lifetime or up to 65); (d) dis- 
event of accident, and (e) 
need for 


expense 
age 60 or 
ability income in 
with respect to the 


major medical, 


active life reserves. 


(4) Group accident and health contingency 
reserves. 
5:00-6:00—Insurance Sales on U. S. Military 
Reservations—reports to unauthorized insurance 
committee; chairman, Garland A. Smith, Texas. 
(1) Sale of insurance on military reserva- 
tions in U. S. and the operations in foreign 
fields, report by John J. Courtney, special 
counsel for Armed Services committee, Wash- 


ington. 
Tuesday, a.m., May 31 
9:00-10:15—Executive Committee — chairman, 
Robert B. Taylor, Oregon. 


(1) Interstate Commerce Commission—pro- 


posed rules affecting state regulation of in- 
surance, 

(2) Federal health reinsurance plans com- 
mittee report. 

(3) Other matters regarding Federal CGov- 


ernment. 

(4) To study enlarging the functions of the 
office methods of 
financing—report of subcommittee. 


assistant secretary’s and 

(5) To study sites for future NAIC meet 
ings—report of subcommittee. 

(6) Special report of subcommittee. 

(7) To NAIC 
laws—report of subcommittee. 


study constitution and by- 


(8) Blanks, committee report. 

(9) Assistant secretary’s report. 

(10) Recommendation of an assistant sec- 
retary-treasurer for election by NAIC. 
10:30-12:00—First Plenary Session—NAIC 

president, Donald Knowlton, New 
Hampshire. 


presiding, 


Tuesday, p.m., May 31 


1:30-2:45—Blanks Committee—reports to ex- 
ecutive committee by chairman, Walter A. 
Robinson, Ohio, and vice chairman, Harry E. 


Wells, Indiana. 
1:30-2:45—-Valuation of 
tee—reports by chairman, 
Nebraska, and 
Humphreys, Massachusetts. 


Commit- 
Pansing, 


Securities 
Thomas R. 
Joseph A. 


vice chairman, 


3:00-4:00—Fire Prevention and Safety Com- 
mittee—report. by chairman, Zack D. Cravey, 
Georgia, and vice chairman, S. H. Geobel, Ken- 


tucky. 
(1) Fire prevention and safety program of 
Georgia—report of subcommittee. 
(2) Use of polygraphs of le detectors in 
arson investigations, 
3:00-4:00—Federal Liaison Committee—(1) 
Elect chairman (NAIC constitution, Art. 6); 
(2) FTC proceedings against A. & H. 
nies; (3) To study the question of the juris- 
diction of the FTC special committee report; 
(4) Establishment of fair 
regulations by the FTC 
(5) Joint meeting with jurisdiction of FTC com- 


compa- 


practice rules and 


governing advertising; 

mittee. 
3:00-4:00—To 

Jurisdiction of the 


Question of the 
Trade Commission 
Knowlton, 


Study the 
Federal 
Donald presi- 


Committee—chairman, 


(Continued on Page 40) 
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Appoint Padgett in N. C. 

The Royal-Liverpool Insurance Groy 
has appointed Samuel F. Padgett, II], ,, 
state agent in its Asheville, N. C., office 

Mr. Padgett joined the Virginia Fire 
and Marine in 1938, From 1941 to 1945 
he served with the armed forces, With 
the purchase of the V.F. & M. by the 
Royal- Liverpool Group in 1943” y, 
Padgett returned to serve the Virgin, 
company as state agent in the North 
and South Carolina field. 

In 1954 he completed training in Cas. 
ualty Underwriting in the Group’s Ney 
York office, preparatory to his ¢om. 
bined fire and casualty appointment jy 
Asheville. 
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...and so “Orleans” 
became LOUISIANA 


Because Napoleon desperately needed 
cash in 1803, France sold the entire 
Mississippi Valley to the U.S.A. for 
$15,000,000 (estimated value today, 
more than 20 billions!) 

The Louisiana Purchase—consum- 
mated by James Monroe and Robert 
Livingston, under President Thomas 
Jefferson—gave us not only Louisiana, 
but also major areas of 12 other states 
from Arkansas to Montana. All this 
for about 4¢ an acre, and mere pennies 
never went further! 

Louisiana’s early leaders made a 
few words go a long way, too, when 
they emblazoned upon their State's 
Great Seal, this motto: “Union, Jus- 
tice, Confidence.” 


A “Great Seal’ of the insurance business 
is PACIFIC NATIONAL’S, below, 
token of strength, stability and service 
to Agent, Broker and Assured. 
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A. J. Bohlinger Joins 
New York City Law Firm 


ALFRED J. BOHLINGER 
Alfred J. Bohlinger, former New York 
Superintendent of Insurance, has become 
of the law firm of Aranow, 
Einhorn & Dann in 


a member 
Brodsky, Bohlinger, 
New York City. 
Mr. Bohlinger practiced law in New 
York City from 1926 to 1944 when he 


was appointed Deputy Superintendent of 
Insurance. Effective July 13, 1950, he 
was named Superintendent of Insurance 
by Governor Dewey and served in that 
capacity until his resignation on Febru- 
ary 1 last. 

Among the studies and investigations 
made during the time that Mr. Bohlinger 
served as Superintendent of Insurance 
was the investigation made into the op- 
eration of union welfare funds in the 
State of New York. The inquiry fo- 
cussed attention upon improper practices 
which had caused a substantial reduction 
in the benefits payable to union members 
and their families. The report following 
the investigation pointed up sharply the 
import: ince of improving the administra- 
tion of welfare funds and the need for 
their supervision by the State. The in- 
vestigation resulted in the passage of 
legislation which brings these funds un- 
der the supervision of the state. 

Mr. Bohlinger also took an active part 
in the work of the National Association 
of Insurance Commissioners and served 
as a member of several of its key com- 
mittees. These included the executive 
committee, liaison committee with the 
Federal Trade Commission, life commit- 
tee, rates and rating organizations com- 
mittee, uniform accounting committee 
and the committee on valuation of se- 
curities. In addition to his work on 
committees, Mr. Bohlinger was also ac- 
tive in connection with the development 
of model legislation adopted by the 
NAIC. He is the author of numerous 
Papers, pamphlets and articles connected 
with insurance supervision and practices 
in the United States and abroad. 





Win Harvester Case 


St. Paul—Insurance companies have 
Won an important case in Federal court 
at St. Paul when a jury found Interna- 
tional Harvester Co. liable for damages 
in a fire and explosion at Springfield, 
Minn., in January, 1953. This was a 
test case in which several insurance 
fompanies and individuals had sued the 
Harvester firm. The plaintiffs blamed 
the explosion and fire on _ liquefied 
petroleum gas that leaked from a trac- 
tor, Several business establishments 
Were damaged or destroyed. Unless 
there is an appeal the court will appoint 
t referee to conduct hearings in Spring- 


; 1 
aie to set up possible future damage 
S. 





Two Veterans at Meeting 

Syracuse, N. Y.—Gilbert T. Amsden 
of Rochester and William F. Ittner of 
Brooklyn, respectively 76 and 78 years 
“young,” were two of the veteran agents 
who attended the New York State 
Agents’ gathering here. 

Mr. Amsden, who was president of the 
association in 1914-15, has been 57 years 
in the agency business. His long business 
career will come to a close on October 1 


when he retires and moves south to 
North Carolina. Right after this meeting 


closes he will go to a hunting lodge in 
the Adirondacks. He still actively pur- 
sues his hobbies of fishing, shooting and 
golf. He has not missed a meeting of 
this association in almost 50 years. 

Samuel P. Conner, Jr., his partner, 
will succeed him in October. 

Mr. Ittner, head of Brooklyn’s oldest 
agency, is observing 45 years in the 
insurance business. His agency has rep- 
resented United States Casualty for al- 
most 40 years. He came to this meeting 
with Harry C. Ellis of Brooklyn, past 
president of Brooklyn Insurance Brokers 
Association, who is also in his 45th year 
in the business. 


Butcher Maine State Agent 

Edwin C. Butcher has been appointed 
state agent for the Phoenix of Hart- 
ford Group effective May 1. He will 
handle operations in Maine together with 
Special Agent William O. Minter. 

Mr. Butcher is a native of Maine and 
joined the Phoenix in 1947. After serv- 
ing in the Armed Forces, he received 


his field training in Connecticut and 
Massachusetts. Prior to his appointment 
to state agent, he was located in the 


company’s Boston office. The Phoenix 
Group’s field office for Maine is at 174 
Federal Street, Portland. 





So here we are... 


an ad to do! That phrase our 


Ag-Empire Man used: ‘Working like the dickens to 


help Bob get his work in order’ — it underscores 


another of the advantages agents get with Ag-Empire. 


Fieldmen really plug to help bail agents from office 


grind — give ‘em more ‘‘fishing’’ 
service is friendliest . 


anytime. And there you are... 
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Like to learn more about the Ag-Empire way? 
Simply fill in and mail this coupon today. 
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Jewelry Floater Case 
Reversed on Appeal 

OPEN OR VALUED POLICY ISSUE 

Appellate Opinion in Naiman v. Niagara 


Fire Adds to Interpretation of 
Such Policies 





The Appellate Division of the New 


York Supreme Court on Wednesday 
last week reversed the trial court in 
favor of the insurance company in the 
case of Rita Naiman v. Niagara Fire 


involving a jewelry float- 
whether the 
The trial 


Insurance Co., 
er policy and particularly 
policy was “open” or “valued.” 


court had held with the plaintiff as- 
sured that the contract was a valued 
policy, that a loss had been sustained 


and found the Niagara Fire liable for the 
face amount of the policy or $40,500, 
plus interest. 

Attorneys for Niagara Fire were 
Glatzer, Glatzer & Diamond of 75 
Maiden Lane, New York, and the ap- 
peal was argued by William S. Evans, 
counsel of the firm. The opinion was 
by Judge Bernard Botein with all five 
judges concurring and a new trial was 
ordered. 

Importance of Policy Wording 


The opinion on appeal cited leading 
cases to the effect that “a vz alued policy 
is one in which the words ‘valued at’ 
appear, ” etc. The opinion 7 es goes on 

“The operative words of coverage in this 
policy are that defendant ‘does insure’ 
plaintiff ‘against loss or damage’ * * * for 


the sum of ... .” These words, no 
matter how liberally construed, do not 
peg the amount of any future loss but 


merely set boundaries on defendant’s lia- 
bility. They insure in the actual amount 
of the loss or damage suffered by plain- 
tiff, to be determined after the happen- 


ing of the event against which she was 
insured. Nor does examination of the 
attached schedule reveal anything more 
than an extension of such coverage, in 
specific allocated amounts, to the articles 
listed and described in the schedule. The 
amounts marked opposite each article 


ire found under the heading ‘Amount of 
Insurance’; no suggestion of a fixation 
of value may be found on the face of 
the policy or the annexed endorsements. 

“Plaintiff contends that an agreement 
to fix value before loss may be spelled 
out of the fact that defendant required 


her to submit an appraisal of each article 
before insuring it and that the amounts 
of insurance allocated to the items on the 
schedule correspond in each instance to 


the appraised values. In accepting risks 
of this nature an insurance company 
may require an appraisal for too many 
good and prudent reasons to permit that 
circumstance to override the clear and 
well-grooved meaning of the language 
employed in the policy. 

“Tt must be borne in mind that each 
of the 23 items is insured separately, for 
a stated, specific amount—just as though 
23 small policies of insurance had been 
issued in various amounts. Appraisals by 
a reputable expert gave some assurance 
to defendant that the articles insured 
were in existence, helped identify them 
by expert description and afforded some 
confirmation that the values of the 
articles bore a reasonable ratio to the 
amounts for which they were insured. 
Since blanket risk policies of this na- 
ture are peculiarly vulnerable to fraudu- 
lent claims, the information procured 
from relliable appraisals becomes a potent 
protective measure. Such information 
also tends to establish the reasonableness 
of the premium collected by defendant, 
because premiums are charged on a basis 
of loss exposure. 


Wording Not Misleading 


“Nor can plaintiff be heard to com- 
plain that she was misled by the policy 
words in an in- 


language. Of course, 
surance contract are to be understood 
in their plain, ordinary and popular 


sense. But the clear meaning of these 
unambiguous and unequivocal policy pro- 
visions is that plaintiff’s recovery is lim- 
ited to the actual amount of loss or 
damage. And a sensible consideration 
of other aspects of the policy by a lay- 
man would lead to the same conclusion. 

“For example, the policy was written 
for a three-year term. Six items of fur 
were covered in a total amount of $12,- 
500. Surely plaintiff did not believe that 
the insurance company had agreed to 
pay a fixed and immutable amount over 
a period of three years for such fast- 
depreciating articles as expensive furs. 

“We are therefore of the opinion that 
the policy in question is not a valued 
one. In view of this holding the ap- 
praisals in and of themselves, do not con- 
stitute competent evidence of the value 
or existence of the insured property and 
should not be received for such purpose 
upon a new trial.” 
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C. P. Russ President 
Inland Marine Group 


CLAIMS MEN’S ANNUAL MEETING 


Paul Sheldon Vice President, G. S. 
Zacharkow Secretary and T. J. 
Taylor Treasurer 


The annual meeting of the Inland Ma- 
rine Claims Association of New York 
was held at De Palma’s Restaurant on 
May 10, and the membership elected 
Charles P. Russ, inland marine and 
fire claims superintendent, United States 


esau 





CHARLES P. RUSS 


Fidelity & Guaranty, New York office as 
president and director of the association 
for the 1955-56 term. 

Other directors for the coming year 
will include retiring president Frank 
T. Jarman, general adjuster, Atlas In- 
surance Co. and newly elected directors 
Paul E. Irish, Fireman’s Fund Insurance 
Co. and Robert Cherrington, claim su- 
pervisor of American Surety Co. 

The newly elected roster of officers 
and directors also includes Paul Sheldon, 
marine loss manager, Home 
Insurance Co. as vice president, George 


es 
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S. Zacharkow, manager loss department, 
Boston Insurance Co. New York office, 
as secretary and T. Joseph Taylor, su- 
pervising inland marine adjuster of Great 
American Insurance Co. becomes the 
new treasurer. 

Other members elected to office are 
William B. Marks, Talbot Bird & Co, 
Inc., as assistant secretary, Ferd Gamb- 
licher, fire loss superintendent of Nor- 
wich Union Fire Insurance Society, Ltd. 
and T. Davidson of T. D. Davidson & 
Co. as members of the audit committee. 

The installation of new officers will 
take place at the Inland Marine Claims 
Association annual outing on June 2 
which will be held this year at the Ver- 
non Hills Country Club. 


Ziegler. Heads Marine Men 


Los Angeles—Marine Underwriters of 
Southern California has elected these 
officers for the ensuing year: president, 
George W. Zeigler, marine secretary, 
Founders’ Insurance Co.; vice president, 
Sirl E. Knight, special agent, Great 
American group; secretary, Robert Wil- 
liams, inland marine superintendent, 
Fireman’s Fund; _ treasurer, Walter 
Baumhefner, superintendent marine de- 
partment, Hartford Fire. 

Vincent Nuccio, vice president of the 
Insurance Brokers Exchange of Califor- 
nia, spoke on: “The Rating and _Cover- 
age of the Commercial Floater Policy.” 
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Reelect Cathcart as 
Surety Assn. Chairman 


AT ANNUAL MEETING IN N. Y. 


Gen'l Manager Gaffney Points to Fed- 
eral Legislation Passed for Blanket 
Bonds to Cover Gov't Employes 


FE. Kemp Cathcart, vice president of 
Maryland Casualty, was reelected chair- 
man of the executive committee of the 
Surety Association of America at its 
47th annual meeting, May 12, at_ the 
Sheraton-Astor Hotel, New York. eA: 
Swearingen, secretary of the Aetna 
Casualty & Surety, was elected vice 
chairman of that committee. 

Warren N. Gaffney was reelected gen- 
eral manager of the association; John 
L. Kirkwood, deputy general manager 
and secretary, and E. Vernon Roth, sec- 
retary. 

The meeting, attended by representa- 
tives of the 75 stock insurance compa- 
nies comprising the association’s mem- 
bership, was marked by a review of ac- 
tivities of the past year. 

In accordance with the principle of ro- 
tating membership, the following com- 
panies were elected to the executive 
committee: Aetna Casualty & Surety, 
American Surety, Fidelity & Casualty, 
Fidelity & Deposit, Hartford Accident 
& Indemnity, Maryland Casualty, Na- 
tional Surety Corp., Travelers Indem- 
nity, Aetna Insurance Co., American 
Automobile, Continental Casualty, Em- 
ployers’ Liability, Home Indemnity, 
Roval Indemnity and Sun Indemnity. 

At the meeting of the executive com- 
mittee following the annual meeting, 
members of the association’s advisory 
committees were appointed and the fol- 
lowing officers were reappointed. Thev 
include Assistant Secretaries Elmer C. 
Anderson, John F. FitzGerald, Philip T. 
Morehouse, Peter A. Zimmermann and 
William J. Zimmermann; also educa- 
tional director, David Porter, and actu- 
ary, N. M. Franklin. 


Gaffney Introduces Luncheon Guests 


_ At the — Mr. Gaffney, who was 
formerly Banking and Insurance Com- 
missioner of New Jersey, extended wel- 
come to Leffert Holz, New York Super- 
intendent of Insurance; Commissioner 
Joseph A. Humphreys of Massachusetts; 
W. Ellery Allyn, former Connecti- 
cut Commissioner; Insurance Director 
Thomas R. Pansing, Nebraska, and 
Commissioner Charles R. Howell and 
Deputy Ben Johnson of New Jersey. 
New York Department key people in- 
troduced were First Deputy Superin- 
tendent Julius Wikler, Deputv William 
M. Blake, Jr. and Joseph F. Collins, 
chief of the rating bureau. Another 
guest was State Senator Samuel L. 
Greenberg, member of the New York 
Senate’s insurance and finance commit- 
tees. 

In his annual report Mr. Gaffney 
noted that “in the fidelity field, em- 
bezzlements have sharply increased de- 
spite the continuing and expanding ef- 
forts to establish tighter and more effec- 
tive internal controls by financial in- 
Stitutions and mercantile establishments. 
Bank robberies appear to have again be- 
come epidemic. We hone that the series 
ot conferences which the FBI is holding 
throughout the country with bank offi- 
cials, law enforcement authorities and 
insurance and surety representatives will 
Produce an ‘effective antidote.” 

The Federal Government,” said Mr. 

altney, “has indicated a growing inter- 
est in the advantages of blanket bonds 
covering personnel of various Govern- 
ment departments. Enabling legislation 
ns Passed authorizing the Internal 
evenue Service to purchase bonds in- 


Casualty Actuaries to 
Meet May 26-27 in Chicago 


The see Actuarial Society will 
hold its spring meeting on May 26-27 
at Edgewater Beach Hotel, Chicago, and 
program of speakers for this gathering 
is announced by A. Z. Skelding, secre- 
tary-treasurer of the society. 

Highspot of the meeting will be an 
informal dinner May 26 at which Gard- 
ner Fuller, vice president of the Lum- 
bermens Mutual Casualty will be master 
of ceremonies, and Henry Moser, general 
counsel of the Allstate, will be principa! 
speaker. 

At the business sessions there will be 
two panel discussions, first of which will 
be moderated by Francis Perryman, as- 
sistant United States manager and vice 
president of Royal- Liverpool Insurance 
Group. His subject will be, “What Prin- 
ciples are Useful in the Establishment 
of Investment Fluctuation Reserves?” 
The second panel at which Harmon 
Barber, actuary of the Travelers, will 
be moderator, will feature the subject, 
“Would Expense Provisions Under Casu- 
alty Policies Consisting of a Constant 
Per Policy Plus a Constant Per Dollar 
of Pure Premium be More Desirable 
than Present Expense Provisions?” Both 
Mr. Perryman and Mr. Barber are past 
presidents of the society. 

Members of the society will also take 
part in two informal discussions. The 
first will center on the subject of 
“Windstorm Territorial Rate Differen- 
tials” and the second will be “The Ex- 
tension of Retrospective Rating to Com- 
binations of Lines Other Than Compen- 
sation and Liability.” 

Seymour E. Smith, associate actuary 
of the Travelers, will deliver his_presi- 
dential address the morning of May 26. 





AMERICAN SURETY CHANGE 

Robert Hunter has been appointed su- 
perintendent of surety in American 
Surety’s Los Angeles office. He suc- 
ceeds A. E. Kraull, who is seriously ill. 





cluding blanket bonds covering its per- 
sonnel. Moreover, three weeks ago, the 
House Post Office and Civil Service 
Committee reported favorably on a bill 
providing for blanket or schedule bonds 
for postal workers. Other Federal de- 
partments may well follow in this path.” 

The future of the surety business will 
pose its own problems, said Mr. Gaffney 
in closing. “We are confidently deter- 
mined that with coordinated teamwork, 
a sound flexibility and an ingenuity that 
will ever expand, we will answer suc- 
cessfully each and all of those chal- 
lenges.” 


Jacksonville, 


Coliseum Claims Being Paid Quickly 








By US.F. & G. Angela Parisi Advises 


chairman of New 
York Workmen’s Compensation Board, 
disclosed this week that within three 
days after the collapse of a concrete 
floor of the New York Coliseum at 
Columbus Circle, New York, compensa- 
tion benefits and medical payments were 
started for the 68 reported injured work- 
men and the death claim was processed 
of the one employe found entombed in 
the concrete debris. It was one of the 


Angela R. Parisi, 


most serious losses of its kind in the 
city. 
Miss Parisi further said that the 


United States F. & G., the carrier for 
practically all of the workmen’s com- 
pensation coverage on the Coliseum 
project, has assured her that the benefit 
payments would be started immediately, 
insteead of the usual 18-day waiting 
period. Under the law the insurance car- 
riers can wait with payments until the 
18th day after the reported accident. 
As soon as the floor cave-in at the 
Coliseum was reported, Miss Parisi im- 
mediately alerted her field investigators 
to make certain that each of the injured 
workmen was provided with funds for 


medical care and other benefits described 
under the state workmen’s compensation 


law. Particular attention was given to 
the widow and family of Joseph Lom- 
bardi, 55, a cement worker, of Brooklyn. 


Benefits to be Received by Mrs. Lombardi 
Under the Lombardi death claim, Mrs 
Lombardi will be entitled to death bene- 
fits at the maximum rate of $24 a week 
for the remainder of her life, unless she 
remarries, at which time she would be 
entitled to receive a lump sum payment 
of two years’ benefits. Mr. Lombardi 
was employed as a laborer and his earn- 
ings were at the rate of $2.65 per hour. 
Miss Parisi pointed out that all of the 
general contractors on the Coliseum 
project, with the exception of the Beth- 
lehem Steel Co., had workmen’s com- 
pensation coverage by the U. S. F. & G. 
Bethlehem Steel Co. is self-insured. 
Edward Richard Stein, superintendent 
of claims of U. S. F. & G., has assured 
Miss Parisi and Jacob Schutzbank, ad- 
ministrator of claims of the Workmen’s 
Compensation Board, that compensation 
payments will be instituted and _ paid 
promptly to all the injured workmen, 





Osborg Heads N. Y. Special 
Risks Dept. of Lumbermens 


Arthur J. Osborg has joined (Ameri- 
can) Lumbermens Mutual Casualty of 
Illinois and affiliated companies of the 
Kemper group as manager, — risks 
department, New York office, it is an-- 
nounced by William H. ri vice 
president and manager of the Eastern 
Department. 

Mr. Osborg has been in the casualty 
business since 1932 and was formerly 
associated with the Kemper companies 
from 1936 to 1941. He served in the 
U. S. Coast Guard during World War II. 





Travelers Field Changes 

The Travelers Insurance Companies 
have announced the following field ap- 
pointments: 

C. E. Chadbourne, who has been as- 
sistant office manager at Manchester, 
N. H., casualty, has been appointed office 
manager there. He ere A. W. Law- 
ley, who has retired. C. S. Jenne, who 
has been senior field “underwriter, 
casualty, at Albany, N. Y., has been 
named assistant manager at Manchester. 

Gregory B. Hillman, who has been at 
the John Street, New York City Office, 
has been appointed assistant manager at 
Brooklyn, N. Y 

Four field supervisors have been ap- 
pointed. They are Clyde J. Alsup at 
Lubbock, Texas; Maxie D. Jones, Jr. 
Fla. ; John C. Wenrich, 
South Bend, Ind., and Roy T. Ellegard, 
Hartford, Conn. 














GERLING INSURANCE 
~ Qa 


Gerling International Insurance Company, Del. U.S.A. 


Robert Gerling & Co., Inc., Managers 
27 William Street, New York 5, N. Y. 


Universale Reinsurance Company 
Bahnhofstrasse 1, Zurich, Switzerland 


Gerling-Konzern Rhine-Group Insurance Company 
Hohenzollernring 2-10, Cologne, Germany 




















PACIFIC DEPT. STAFF CHANGES 
Fireman’s Fund Group Substitutions 
Affect Palmer, McCaughan, Alexander, 

Carniglia, Basham and O’Rourke 

Several staff changes have been an- 
nounced in the auto-casualty underwrit- 
ing department of the Fireman’s Fund 
Insurance Group Pacific department by 
Assistant Vice President Hugo H. 
Methmann. 

Bradley Palmer has been named agen- 
cy superintendent of the auto-casualty 
department in San Francisco. He _ will 
assume many of the duties formerly 
handled by Harold M. Steele who was 
recently transferred to the southern 
California department as assistant man- 
ager of the auto-casualty unit. Mr. 
Palmer has been with the firm since 
1947 as an underwriter, special agent 
and supervising underwriter. 

Ernest H. McCaughan will 
ties as superintendent of the | 
partment auto-casualty unit, headquar- 
tered in San Francisco. Mr. McCaughan 
has been an underwriter and supervising 
underwriter since 1945. Named assistant 
superintendent, Murray Alexander will 
be transferred from the Albuquerque, 


assume du- 
acific de- 


New Mexico office of the firm where 
he has been state agent since 1952. He’s 
been in the auto-casualty end of the 
business in San Francisco and Seattle 
since 1946, 

Richard C. Carniglia is the newly- 


appointed superintendent of the Pacific 
department workmen’s compensation and 
special risk unit. He has been with 
Fireman’s Fund since 1942, with three 
years in the service. In the statistical 
department and the auto-casualty de- 
partment, he was formerly a supervising 
underwriter in the latter unit. 

William H. Basham will be transferred 
from the Sacramento office to Altbu- 
querque for special agent duties. Until 
his transfer to Sacramento in 1954, he 
was in auto-casualty underwriting for 
two years and the bond department for 
one year. Taking over Mr. Basham’s 
field in Sacramento is Robert O’Rourke 
who has been a special agent in Albu- 
querque for National Surety Corp. a 
Fireman’s Fund Insurance Group sub- 
sidiary. 

ELECT McCOWN PRESIDENT 

Gordon McCown, general agent for 
Mutual of Omaha and United Benefit 
Life in Manchester, N. H., has been 
elected president of the two companies’ 
Eastern General Agents Association, 
whose four- day annual meeting was held 
this week in Greensboro, N. Maile 
Skutt, president, Mutual of Omahz 1, and 
N. M. Longworth, United Benefit presi- 
dent, were the principal speakers. 
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C. & S. Assn. Committee Reports Cite 
Accomplishments of Past Year 


annual business meeting of the 
Association of Casualty & Surety Com- 
panies held at the W aldorf-Astoria last 
week, many committee reports were given 
by their respective chairmen who gave a 
concise idea on the association’s past 
year’s accomplishments regarding safety, 
casualty coverages for privatcly operated 
nuclear claim problems, state 
and local uniform accounting, 


At the 


reactors, 
tax laws, 





PLATIS 


RALPH H. 


public relations, personnel selection, cost 
reduction and control and suretyship. 
Ralph H. Platts, director of Standard 
\ccident and former president of that 
company, was reelected president and 
Wallace Falvey, president, Massachusetts 
Bonding, was reelected vice president, 
both for a second term. General Man- 
ager J. Dewey Dorsett and General 
Counsel Ray Murphy were also reelected 
to their respective offices. 

In reporting to the meeting, Mr. 


that “nowhere has the 
Association been as- 
than in the field 

Our efforts to 


Dorsett declared 
leadership of your 
serted more strikingly 
of accident prevention. 
arouse, to alarm, to move official force 
and public opinion against the rising 
accident rate contributed vitally to the 
fact thai in 1954, for the first time in 
vears. we were able to halt and even 
to roll back this tide of death, destruc- 
tion and waste. if 

Mr. Dorsett was 
the group insurance, 
medical insurance program 
recently approved for the 
was enthusiastically received by 
and he pointed out that 90% 
ready joined up. 


glad to report that 
hospitalization and 
which was 
association, 
the staff 
have al- 


Compulsory Effort May Be Renewed 


Ray Murphy, in his report, took note 
of the fagt that no major effort- was 
made to enact a compulsory measure in 
New York State in 1955, but he added 
that the effort may be renewed in full 
force in 1956. 

“There is considerable legislative sen- 


timent in New York for compulsion,” he 
declared, “and the Governor from time 
to time continues to show interest in the 
problem of the unpaid victims of finan- 
cially irresponsible motorists. It is obvi- 


ous that the contest has not ended in 
New York, and_ this may be true in a 
few other states which take the issue 
seriously. We of the staff are hopeful 
that well within the next few months, 
the Association may provide us with a 
clear cut program for 1956 in relation to 


automobile lability insur- 
ance, one which we can take both to the 
public and to the legislatures.” 

Mr. Murphy said that adverse legis- 
lative proposals this year have been so 


compulsory 


and so often surprising in 
their appeal, and so strongly supported, 
that it has taken far more than usual 
effort, strenuous as that has been in the 
past, to prevent the passage of many 
bad bills. 


Catlin on Accident Prevention 


numerous, 


In delivering his report as chairman 





Fabian Bachrach 


WALLACE FALVEY 
of the advisory committee of the acci- 
dent prevention department, Robert I. 


Catlin, vice president of the Aetna ‘Casu- 
alty & Surety, said: “The year 1954 will 
go down in history in the safety move- 
ment because the upward accident trend 
last halted. In every category, 
accidents were reduced. Last summer 
alone, the ‘Slow Down and Live’ traffic 
safety campaign saved 600 lives in 24 
states and decreased the total accident 
experience by more than 12%.” 


was at 


Seymour on Nuclear Reactor Coverage 


Reporting for the casualty advisory 
committee, A. C. Seymour, executive vice 
president, Royal Insurance Co., Ltd., 


stated: “Our most important single prob- 
lem has been the question of casualty 
coverages for privately-operated nuclear 
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You BPhaiie a hit 


at the Annual 
Anniversary dinner-dance of the Accident & Health 


for Tuesday evening, May 24th, 


Club of New York. 


It will be held in the United States Life Insur- 
cafeteria—6th floor, 84 William 


Remember: $5 covers cocktails (at 5:30 
p-m.), dinner and dancing. 


Send or phone reservation to Carole Eck- 
Continental Casualty Co., 


R. GARRETT, 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers' Office 


REctor 2-4567 


reactors. There has been considerable 
comment in the press as to the lack of 
an insurance market but it has to be 
realized that we have been rather sud- 
denly confronted with a strange and as 
yet undomesticated hazard which in- 
volves vast potential liabilities. 

“In October last, a subcommittee was 
appointed to study this question and not 
a month has gone by without at least 
one and usually several meetings being 
held with member companies, represen- 
tatives of the Atomic Energy Commis- 
sion, representatives of the professional 
reinsurance market, or with other seg- 
ments of the business. 

“We realize that we are on the thresh- 
old of the use of a new source of power 
and we have tried to approach this really 
important problem with a sense of re- 
sponsibility towards both the national 
interests and those of the insurance in- 
dustry. The committee wishes to assure 
you that this subject has been under the 
most active study and to report that we 
expect in the near future to be able to 
put before you, if not a solution, at least 
some solid recommendations.” 

Ohio State Fund 

On the subject of workmen's compen- 
sation insurance, it was pointed out that 
“attempts to end the state fund monopoly 
in Ohio and to permit private insurance 
carriers to write this insurance have 
been made. The Association has con- 
tributed greatly towards the support of 
the movement both in the drafting of 
legislation and consultation relative io 
all phases of the program. The Governor 
prior to the prepress of the legisla- 
tion, released a statement which would 
seem to sali he might veto the 
measure if passed. 

“The United States Under-Secretary 
of Labor is drafting a model compensa- 
tion bili for countrywide consideration 
which will shortly be distributed for 
comments and suggestions before being 
put into final form. He and others have 
indicated in public speeches that the time 
has come for a comprehensive review of 
the whole compensation structure.” 

- Woodward on Claims Bureau 

On behalf of the advisory committee 
of the claims bureau, Edward C. Wood- 
ward, assistant U. S. manager, Zurich 
General Accident, announced that during 
the past year there has been continued 
expansion of such important activities as 
the nationwide inter-company arbitra- 
tion agreement, the independent ap- 
praisal plan and the claim managers’ 
council program. 

“The development of these programs,” 
he said, “may be described as steps of 
progress by our stock companies. O/ 
important significance is the fact thr1 
the benefits resulting from that redound 

(Continued on Page 46) 
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APPOINT HAROLD W. REIMER 


As Educational Assistant of N. Y. Insyr. 
ance Society’s School of Insurance; 
To Assist A. Leslie Leonard 

Harold W. Reimer has been appointed 
an educational assistant with the Schoo! 
of Insurance of the Insurance Society 


REIMER 


HAROLD W. 


of New York, Inc., Dean Arthur ¢ 
Goerlich has announced. His appoint- 
ment became effective May 16 

In his staff position with the School 
of Insurance, Mr. Reimer serves as an 
assistant to A. Leslie Leonard, assistant 
dean, in the conduct of the educational 
activities of the Insurance Society. 

Before his appointment Mr. Reimer 
was employed as an underwriter in the 
A. & H. department of the Indemnity 
Insurance Co. of North America. Prior 
to that he was engaged in actuarial work 
with United States L ife. 

Mr. Reimer is a graduate of Long 
Island University where he was awarded 
a Bachelor of Arts degree in mathema- 
tics and a Master of Arts degree in 
education. 

He is the second educational assistant 
appointed in recent months in line with 
the school’s policy to implement and 
extend its services to the greatest possi- 
ble number of insurance personnel. 





Wm. E. Stansbury to Join 


Hanover Fire on June 1 

William E. Stansbury, vice president, 
3oston Insurance Co. and Old Colony 
Insurance Co., will join the official fam- 
ily of Hanover Fire of New York, on 
June 1. Mr. Stansbury will establish 
and operate a casualty division for the 
company. This will mark its entry into 
that field. 

A native of Baltimore County, Md, 
he is a graduate of National University, 
Washington, D. C., where he received 
an LL.B. degree. Mr. Stansbury is @ 
member of the Sigma Nu Phi (Legal) 
Fraternity. 


He was associated with Maryland 
Casualty from 1923 to 1930 when he 
joined the Hartford Accident & Indem- 


nity Co. In 1938, he joined the Royal- 
Liverpool Group and remained there un- 
til 1949 at which time he became ass0- 
ciated with Boston Insurance Co. 





NAT’L SAFETY CONGRESS PLANS 
The 43rd National Safety Congress & 
Exposition will be held October 17-21 # 
Chicago, Ill. Sessions on __ industrial 
safety are scheduled for Cortrad Hilton, 
Congress, Morrison and La Salle hotels; 
traffic safety sessions at Congress hotel; 
commercial vehicle and transit safety 
sessions at La Salle hotel; farm and 
school sessions at Morrison hotel, an 
home safety sessions at Conrad Hiltoa 

hotel. 
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Elect Edw. J. Rock President of Young 
Men’s Board of Trade, Inc., N. Y. 


Edward J. Rock of the New York bro- 
kerage firm of Adams & Porter was 
A ae < - 
elected president of the Young Men’s 
Trade, New York, at its 
meeting and election 
May 17 at Miller’s Restaurant, Fulton 
Street, N. Y. Mr. Rock has served as 
vice president for the past two years 
and one year as chairman of the insur- 
ance section (1952). He been a 
YMBT director for the past three years. 

Adams & Porter, which does an 
international brokerage business, Mr. 
Rock is manager of the general lines 
brokerage department. — He began his 
career With that firm in 1947, was_li- 
censed as a broker in 1948, and has 
taken courses of the School of Insurance 
of Insurance Society of New York. 


roard of Inc., 


luncheon annual 


has 


Sanford and Brown Vice Presidents 


The Young Men’s Board of Trade also 
elected two insurance men as vice presi- 
dents—Robert L. Sanford, who is a pro- 
duction man with Smyth, Sanford & 
Gerard, Inc., New ape and William J. 
Brown, Jr., who is a casualty under- 
pes in the ns eee Nh N. Y. branch 

f American Surety. 

"Two other members of the insurance 
section—Joseph R. Barr of Alexander & 
\lexander and Robert C. Mehorter of 
McDaniel & Co., Inc.—were elected di- 
rectors of YMBT for two years. Mr. 





Vatar 


ROBERT L. SANFORD 


Barr also received. an award of merit 
lor his past year’s chairmanship of the 
Teh-age safe driving project. Theodore 
Anderson, Jr., of Lethbridge-Owens & 
Phillis Inc., was likewise awarded for 
participation in. the same project. Mr. 
Anderson was also elected a ae ea 
Thos. W. Sw eeney,..1r.,<ot Mosen- 
thal & Son, Inc., New ae who has 
servel as YMBT insurance chairman 
during the past year, was given recog- 
nition at the luncheon when he accepted 
pi silver trophy annually awarded to 
section considered the most out- 
Standing during the vear. 
Mr. Sanford, active in Jayeee work 
for the et several years, is currently 
editor: in-chief of the New York City 
tonthly publication, “The Broadcaster.” 
Yup Pa he was chairman of the 
nee young men of the year 
ak ee which selected and presented 
(under - merit to outstanding young 
‘nine )) insurance men. In addition 
board “Present he. will serve on the 
insurar “rectors. Also active on the 
ice and public relations commit- 


lackstone Studs 
EDWARD J. ROCK 
tees of the board, he recently received a 
certificate of merit for his service on the 
teen-age safe driving committee. Mr. 
Sanford, a fire underwriter with Chubb 
& Son before joining Smyth, Sanford 


Matar 


BROWN, JR. 


WILLIAM J. 


& Gerard, Inc., is a member of the In- 
surance Brokers Association of New 
York State. He attended Kent School 
and Brvant College. 

Mr. Brown has been with American 
Surety for the past six years and prior 
to that was with Aetna Casualty & 
Surety. He has attended the New York 
Insurance Society’s school since 1948; 
has received its 30-point certificate, and 
is a member of its Alumni Association. 
He has also completed half of the CPCU 
exams. 

Mr. Brown joined YMBT three years 
ago and last year served as vice chair- 
man of its insurance section and on the 
board. He was also head of the 1954 
orphans Christmas shopping tour and 
in recognition of the results in this proj- 
ect he was awarded a trophy for “out- 
standing project of the year” and a 
certificate of merit for his chairmanship 
of it. 

A Southern Illinois University man, 
Mr. Brown is a World War II veteran 
and. member of. American Legion and 
Veterans of Foreign Wars. 








WIIS Formulates Plans 
To Expand Activities 


HOLD CALIFORNIA MEETINGS 


Speakers’ Program To Be Implemented; 
Seek to Penetrate Untouched Areas; 
Wood Cites Driver Edu. Program 


Culminating two and one-half years of 
successful operation, Western Insurance 
Information Service is currently con- 
ducting a series of meetings of its speak- 
ers to review the results to date and 
formulate plans for even further ex- 
panding the scope of its activities. Fol- 
lowing a pilot meeting of speakers in 
the southern California area, 23 repre- 
sentatives of nine casualty insurance 
companies were in attendance at a re- 
cent meeting of the Northern California 
Speakers Bureau, held at the Sheraton- 
Palace Hotel, San Francisco. 

Hugo H. Methmann, assistant vice 
president of Fireman’s Fund Insurance 
Group and chairman of the northern 
California speakers bureau, who pre- 
sided at the meeting, said: “As the pub- 
lic relations spokesmen for the casu- 
alty insurance industry, it is our respon- 
sibility to secure and fill speaking en- 
gagements before as many groups as 
possible.” He pointed out that with the 
anticipated 10,000,000 cars on California’s 
highways within the next decade the 
public information program being con- 
ducted by WIIS must be stepped-up to 
meet this challenge. 

Goodwill and Sympathetic 
Understanding 


“We must have the goodwill and sym 
pathetic understanding of the leaders of 


every community in our efforts to im- 
press upon the public the importance 
of accident prevention as a means of 
keeping insurance rates within the 
reach of all,” he said. 

Harry V. Starks, vice president of 


Guarantee Insurance Co. and. genera! 
chairman of the WIIS speakers bureau, 
expressed appreciation for the fine co- 
operation of the companies and mem- 
bers of the speakers bureau present for 
their effective performance. 

In a discussion of ways and means in 
which to expand the activities of the 
speakers bureau, and to reach into un- 
touched areas, Stanton Haight, vice 
president of Pacific Employers, de- 
clared: “We now have a two-fold job 
to be done. We must first imbue every 
single employe in the industry with an 
enthusiastic understanding of the casu- 
alty insurance business and then set 
about to present the broader picture of 
the industry to the public—to recite not 
only the many contributions to our na- 
tional economy, but to point out the 
important part which casualty insur: ince 
plays in safeguarding the fruits of man’s 
labors.” 

Albert H. Wood, manager and director 
of public relations for WIIS, commended 
the founders of WIIS for their foresight 


in establishing the public relations or- 
ganization. 
Mr. Wood said that WIIS Speakers 


had presented over 800 talks before as 
many civic and service clubs on the 
Pacific coast. These talks have been 
widely covered by the press and radio, 
further assisting in improving the pub- 
lic’s understanding and appraisal of the 
casualty insurance industry. 

“That is gratifying, but we must do 
more. We must earn the complete con- 
fidence and cooperation of the public in 

i better acceptance of the vital function 
of casualty insurance,” he concluded. 


Educated Drivers—Best Insurance Risk 


Speaking at a meeting of casualty in- 
surance industry leaders in WIHIS’s 
Seattle office, Mr. Wood declared that 
educated drivers are the best insurance 
risk. He said that California’s effective 
high school driver training program is 
being cited by representatives of safety 
councils, municipal officials and civic 
leaders as paying off in the current 
downward trend of traffic accidents. 

The decrease in the number of acci- 
dents is particularly significant in view 
of the greatly increased car registration 


Russell A. Algire Dies 
After Short Illness 

INTERMENT AT OLATHE, KANS. 

Retired Vice President of National 


Surety Corp. Succumbs May 12; Dis- 
tinguished Career in Surety Field 





Russell A. Algire, retired vice presi- 
dent of National Surety Corp., died on 
Thursday, May 12, after an illness of 
some four weeks. 

Mr. Algire was born in 
Kans., on November 24, 1879. 
his family moved to Fayetteville, 
where he was educated in the 
schools. His first employment 
Kansas City where he solicited 
tising for the Kansas City Star. 

He entered the insurance business in 


Wellington, 
As a boy, 
Ark., 

public 

Was in 
adver- 


Kansas City in 1898 as a stenographer 
in the branch office of National Surety 
Co. He left the company after a few 


months to go with the Burlington Rail- 
road but returned to the St. Louis 
agency of National Surety in 1904. Sub 
sequently, he was tri insferred to Kan 
City as manager. 
Transferred to N. Y. Home Office 
Mr. Algire was transferred to the 
New York home oftice to do agency de- 
velopment work in 1916, In 1918, he was 
appointed manager of the burglary de- 


Sas 


partment and, from that point on, the 
burglary insurance business became the 
principal interest in his business life. 


He became a leading figure in the bank 
insurance field and initiated many inno 
vations for the reduction of 

Mr. Algire was largely responsible for 
the adoption by many banks of the day- 
time lock protection. He had much to 
_do with the harmonious relationship that 
existed between the American Bankers 
Association and the State Bank Asso- 
ciations and the burglary insurance in 
dustry. 

He served as vice president of both 
National Surety Co. and its 
National Surety Corp. He 
form several organizations which pre 
ceded the National Bureau of Casualty 
Underwriters and served on all of the 
important committees of that bureau 
having to do with burglary insurance. 
He took a leading part in the negotia 
tions that led to the ultimate adoption 
of the nationwide definition of marine 
underwriting powers in 


losses. 


successor, 
helped to 


1922. 

Mr. Algire was a member of the Bur- 
glary Protection Council of Underwrit- 
ers Laboratories. In 1941, the owners 
of National Surety Corp. decided to or- 
ganize a subsidiary fire insurance com 
pany for the writing of inland marine 
insurance and Mr. Algire served as op 
erating head of that company until his 
retirement on December 31, 1945 

He is survived by his wife, Ada; a 
daughter, Mrs. Walter Murtha; two 
stepsons, Milton (kansas City), and 
Mode T. Burwell, and a brother, George, 
of Olathe, Kansas. Funeral services and 
interment were held at Olathe, Kans. 





travel within the state in the 
years, he continued. 


“So great are the rewards to the over 


and 
few 


past 


all economy of a community where 
youthful drivers have the benefit of 
training in high schools, many casualty 
insurance companies are frees reduc 
tions in rates to high school trained 
drivers,” he said. 

“In some instances, depending on 


the number of hours of class room and 
behind-the-wheel training received, the 
reductions amount to as much as 15% 
of the total premium charged. 

“Perhaps the best way to solve in 
creasing social problems connected with 
use of the automobile,” Mr. Wood 
stated, “is to produce better drivers. 
We must instill in tomorrow’s citizens 
an acceptance of and wholesome respect 
for their responsibility behind-the- 
wheel.” 

Mr. Wood lauded the fine work being 
done through Governor Langlie’s inter- 
est in trafic safety and urged support 
of driver training courses in high 
schools. 
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Wagener for Wider Use of 
Supplemental Auto Form 


TO STOP COMPULSORY AUTO 


Tells Vermont Agents About Remedies 
Proposed to Overcome Problem of 
Unindemnified Accident Victims 


Richard C. Wagner, manager of the 
casualty department of the Association 
of Casualty & Surety Companies, in 
addressing the Vermont Association of 
Insurance Agents, declared that the 
more widespread adoption of supple- 
mental forms of coverage to the auto- 
mobile policy may have a significant 
effect in answering the demands for 
compulsory automobile liability insur- 
ance. Mr. Wagner had a leading role 
in the two successive defeats compul- 
sory automobile liability insurance suf- 
fered in the New York legislature in 
1953 and 1954 despite the unprecedented 
political support it received in Albany. 

In his talk, he discussed the whole 
range of remedies that have been pro- 
posed to overcome the problem of un- 
indemnified victims of motor vehicle 
accidents. Speaking out firmly in op- 
position to both compulsory insurance 
and unsatisfied judgment fund laws as 
inadequate and leading to political con- 
trol of rates, Mr. Wagner said the addi- 
tion of supplemental forms of insurance 
to the automobile policy “will give a 
policyholder protection far in excess of 
protection which can be afforded under 
any compulsory law.” 


A More Effective Solution 


“IT can assure you,” he continued, “that 
with greater emphasis on safety, en- 
actment of impoundment laws’ and 
strengthening of existing financial re- 
sponsibility laws, this problem would be 
considerably mitigated. And of this you 
may be sure—while the more conserva- 
tive measures we propose may seem 
more gradual, they will lead to a sounder 


and far more effective solution than 
any other that has as yet been pro- 
posed.” 


Despite the fact that accident preven- 
tion is the “whole nub” of the prob- 
lem, Mr. Wagner said Government has 
done practically nothing to increase 
traffic safety, declaring: 

“Nothing could be truer than that the 
only lasting cure is prevention, not in- 
demnification. But so long as politicians 
keep the emphasis on indemnification, 
safety will play a minor role. The ad- 
vocates of compulsory insurance say the 
two can be considered separately and 
that we can have both. But what prog- 
ress has been made safety-wise in the 
last four years as far as Government 
is concerned? Practically none; all of 
the emphasis has been on compulsory in- 
surance and other forms of indemnifica- 
tion. 

“During this period, how many states 
have enacted inspection laws; how many 
have done anything to tighten up _li- 
censing requirements or reexamination 
of drivers; how many have enacted the 
Uniform Traffic Code; how many have 
made any substantial additions to state 
police or highway patrol? The stark 
facts are that very little has been done 
about any of these things. And if com- 
pulsory insurance were in effect, in- 
terest in safety would be even less than 
it is now.” 


Security Type Law Further 


Strengthened 
Mr. Wagner briefly reviewed other 
steps that have been taken to correct 


the problem of the victims of motor 
vehicle accidents. The modern security 
type financial or safety responsibility 
law was enacted, he said, to replace the 
original financial responsibility law 
which had failed because an accident 
judgment was a prerequisite to suspen- 
sion of an offending motorist’s driving 
and registration privileges. More re- 
cently, steps have been taken to further 
strengthen the security type law, he 
added, by inserting a reciprocity pro- 
vision which operates extraterritorially; 
and by proposing the enactment of im- 


New Underwriting Office 
Opened in Richmond, Va. 


Lumbermens Mutual Casualty Co. will 
open an underwriting office occupying 
the full twentieth floor of the Central 
National Bank building, Richmond, Va., 
on June 1, it was announced by Griffith 
G. Levering, resident vice president of 
the company in the Philadelphia eastern 
headquarters. 

J. C. Capps has been appointed state 
manager and L. C. Bostwick underwrit- 
ing manager of the new Office. Mr. 
Capps was formerly district manager in 
Richmond and Mr. Bostwick underwrit- 
ing manager in Philadelphia. 





poundment statutes, which thus far has 
not been done. 

Several other proposed improvements, 
he continued, would prohibit the trans- 
fer of uninsured vehicles before suspen- 
sion of driving and registration privi- 
leges, after the vehicle had been involved 
in an accident. Another would compel 
motor vehicle owners to state in appli- 
cations for registration whether or not 
they carried automobile liability insur- 
ance. Coupled with these statutory re- 
quirements, he stated, was an increasing 
emphasis on safety, continuing increase 
in the number of people purchasing 
medical payments insurance, the broad- 
ening of policies and the development of 
new coverages. 

In view of all of these efforts, Mr. 
Wagner said, the insurance industry felt 
that continuing progress was being made 
toward reductions in the number of un- 
indemnified victims of motor vehicle 
accidents. 

“But by 1952,” he declared, “we were 
in for a rude awakening. The forces 
that had remained dormant during the 
previous 10 years suddenly unleashed 
a powerful campaign to enact a compul- 
sory law. Think for a minute what a 
paradox confronts us. The greatest de- 
mand for compulsory insurance seems 
to arise in states where the problem is 
least acute. Agitation in New York dur- 
ing the past three years, for instance, 
where more than 90% of the cars are 
insured, has been far greater than in 
the late ’30’s and early ’40’s, when less 
than 30% of the cars were insured. It 
almost seems that the demand for com- 
pulsory insurance increases in direct 
ratio to the lessening of the need for it. 
Or, as it has been said, the smaller the 
gap the louder the yap. 


Misdemeanor Plan 


“Recently another form of compulsory 
automobile insurance appeared on the 
scene and has received support in some 
quarters. "It is the so-called ‘misde- 
meanor plan.’ Those advocating it have 
arrived at the novel conclusion that all 
our troubles will be over if we can have 
compulsory insurance without actually 
labeling it as such. Under this plan, in- 
stead of requiring insurance as a pre- 
requisite to registration, a person would 
be guilty of a misdemeanor if he did 
not have insurance. Presumably any 
such violation would only be uncovered 
if a person was involved in an accident 
or in some traffic offense—in other 
words, if he got caught. 

“A brief word about unsatisfied judg- 
ment fund legislation. This type of law 
has been in effect for a number of years 
in several Canadian provinces and North 
Dakota. New Jersey enacted it in 1952, 
but postponed the date of operation un- 
til April 1 of this year. The New Jersey 
law differs, in that the investigation of 
claims and defense of actions against 
the fund are assigned to insurance com- 
panies for handling, so to this extent 
the companies operate the fund. Since 
it has been in operation for little over 
a month, we have as yet no yardstick to 
measure its worth. But how it works in 
New Jersey may determine the future 
course of this type of legislation. The 
industry, as you know, has opposed un- 
satisfied judgment fund legislation fun- 
damentally, because of a fear that it 
could become an opening wedge for the 
state getting into the insurance busi- 
ness.” 


Commissioners’ Program 


(Continued from Page 34) 


dent, New Hampshire. 

(1) Report of committee (meeting April 
6-7, 1955). 

(2) Joint meeting with Federal liaison com- 
mittee. 
4:15-5:30—Accident & Health Committee— 

chairman, Wade O. Martin, Jr., Louisiana, and 
vice chairman, Cyril C. Sheehan, Minnesota. 

(1) Blue Cross-Blue Shield subcommittee re- 
port; (2) to study reserves for guaranteed 
renewable A. & H. policies—subcommittee re- 
port; (3) report of nationwide survey of A. & 
H. complaints; (4) regulation and self regu- 
lation (industry) subcommittee report; (5) 
trade conference of Commissioners with the 
A. & H. industry to devise standard for ad- 
vertising; (6) uniform code for regulation of 
non-profit hospital and medical care plans; 
(7) criteria for approval of rates of non- 
profit hospital and medical plans; (8) the use 
of inducements to perpetuate the sale of A. 
& H. insurance by mail. 
4:15-5:30—Examinations Committee—report by 

chairman, George A. Bowles, Virginia. 

(1) Examinations manual revision—subcom- 
mittee report; (2) examinations manual 
changes—subcommittee report; (3) examina- 
tion methods, practices and laws—subcommit- 
tee report. 


Wednesday, a.m., June 1 


9:00-10:15—Casualty and surety committee— 
report by Chairman Jackson, Maryland, and 
George F. Mahoney, Maine, vice chairman. 
(1) Financial responsibility laws on a re- 
ciprocal basis between U. S. and Canada— 
subcommittee report; (2) automobile insurance 
rates and standard automolie policies as re- 
lated to an agreement for non-cancellation 
with lending institutions. 


9:00-10:15—Unauthorized Insurance Commit- 
tee—report by chairman, George O. Burt, South 
Dakota, and vice chairman, R. Lee Kelly, South 
Carolina. 

(1) Insurance sales on U. S. military reser- 
vations; committee report; (2) on mail order 
insurance in connection with U. S. Senate 
Judiciary committee matter; committee report 
and (3) undesirable practices of unauthorized 
insurers. 

- 10:30-12:00—Fire and Marine Committee— 
report by chairman, George A. Bisson, Rhode 
Island, and vice chairman, Thomas J. Gillooly, 
West Virginia. 

(1) Installment premium reporting in an- 
nual statements — subcommittee report, and 
(2) dealers’ policies, 

10:30 - 12:00—Life Insurance Committee—re- 
port by Chairman, Thomas R. Pansing, Nebraska, 
and vice chairman, Frank Sullivan, Kansas; 

(1) To study the subject of group life— 
subcommittee report; (2) for the study of 
allocation of income and expense of life com- 
panies—subcomittee report; (3) tie-in-sales of 
insurance with mutual fund shares—subcom- 
mittee report; (4) Credit life and Credit A. 
& H. insurance regulations—subcommittee re- 
port; (5) commercial pension funds and trus- 
teed welfare funds—subcommittee report; (6) 
variable annuities, and (7) special policies. 


Wednesday, p.m., June 1 


1:00-2:15—Laws and Legislation Committee— 
report by chairman, Joseph A. Navarre, Michi- 
gan, and vice chairman, Paul A. Hammel,Nevada. 

(1) Tontine policy control—subcommittee 
report, and (2) to study proposed brokers’ 
minimum qualifications and licensing bill— 
subcommittee report. 
1:00-2:15—-Workmen’s Compensation Commit- 

tee—report by chairman, Arch E. Northington, 
Tennessee, and vice chairman, George F. Ma- 
honey, Maine. 

(1) Workmen’s compensation small policy 
economies—subcommittee report. 
2:30-3:45—Fraternal Insurance Committee— 

report by chairman, Paul A. Hammel, Nevada, 
and vice chairman, John R. Lange, Wisconsin. 

(1) Proposed model fraternal code—sub- 
committee report. 
2:30-3:45—Rates and Rating Organizations 

Committee—report by Cyril C. Sheehan, Minne- 
sota, and vice chairman, Mr. Northington, Ten- 
nessee. 

(1) Multiple line underwriting—subcommit- 
tee report, and (2) statistical classification for 
sprinklered risks—subcommittee report. 
4:00-5:15—Definition and Interpretation of 

Underwriting Powers Committee—report by 


——— 


APPOINTED F. & D. MANAGER; 


C. E. Hoge and J. R. Lee New Mg, 

At Louisville and Oklahoma City; 

Meredith, Associate Mer. ’ 

The appointments of Charles E, Hoge 
and James R. Lee as managers in Loyjs. 
ville and Oklahoma City, respectively 
and the promotion of Everett T. Mere. 
dith to the position of associate manager 
in Louisville, have been announced }y 
the Fidelity & Deposit Co. and its affif. 
ate, the American Bonding Co. 

Mr. Hoge, who has been manager at 
Oklahoma City for the past five years 
succeeds George Horschel who has been 
retired at his own request for reasons 
of ill health, after 34 years of service 
with the F. & D. and its running mate. 
Mr. Lee, who takes over Mr. Hoge’; 
former post in Oklahoma City, had for. 
merly served as assistant manager jn 
the companies’ Kansas City branch, 

Mr. Hoge has been associated with the 
F. & D. and its affiliate since 1929, Be. 
fore his assignment to Oklahoma City 
in 1950, he had served in various capaci- 
ties in the companies’ offices in Louis. 
ville, Kansas City and Atlanta. 

Mr. Lee began his F. & D. career as 
a special agent in its Kansas City office 
following previous experience as an ex. 
aminer for the Kansas Insurance Depart- 
ment. He was appointed assistant man- 
ager of the branch in February, 1934 
He is a graduate of the University of 
Kansas and a veteran of World War II. 

Mr. Meredith is a native of Annapolis, 
Md., and a graduate of Hampden Sydney 
College. He joined the F. & D. in 194] 
as special agent in Baltimore and subse- 
quently served in the same capacity with 
the company’s offices. in Philadelphia, 
Indianapolis and Memphis. He was ap- 
pointed assistant manager in Louisville 
in 1950. During World War II, he served 
as an intelligence officer with the U. §. 
Navy. 





Farm Bureau Cos. Offers U-] 
Policy in Pennsylvania 


The Farm Bureau ‘Companies have in- 
troduced their new unsatisfied judgment 
policy in Pennsylvania but will not sell 
it at this time outside of that state. 
Designed to reimburse accident victims 
of hit-skip and financially irresponsible 
drivers, this coverage will pay the in- 
sured up .to $5,000 for injuries he may 
receive in such accidents and will pay 
$10,000 in event of injuries or death to 
two or more members of the family. 
This reimbursement will be made te- 
gardless of whether the members were 
passengers in a car or pedestrians. 





chairman, George A. Bisson, Rhode Island, and 
vice chairman, Cyril C. Sheehan, Minnesota. 
(1) Classification of fire, marine, casualty 
insurance (industry)—committee report; (2) 
interpretation of the nationwide marine defi- 
nition (industry)—committee report. 
4:00-5:15—Uniform Accounting Committee— 
report by chairman, Charles R. Fischer, Towa, 
and vice chairman, Joseph A. Navarre, Michi 
gan. 


Thursday and Friday Time Table 


The Thursday morning program wil 
include an executive committee session 
(9 to 10:15) with Robert B. Taylor, Ore- 
gon, as presiding officer. This will be 
followed by sessions of Zone 1 (J. A 
Humphreys, chairman); Zone 3 (J. E«: 
win Larson, Florida, chairman); Zone » 
(Ralph F. Apodaca, New Mexico, chait- 
man); Zone 2 (George A. Bowles, Vir- 
ginia, chairman) and Zone 6 (William A. 
Sullivan, Washington, chairman). ; 

In the afternoon the second_plenar) 
session, conducted by NAIC Presiden! 
Knowlton, New Hampshire, will take 
place. : 

On Friday morning the final plenary 
executive session will be conducted u 
der Mr. Knowlton’s chairmanship. pina 
action on committee reports will be givél. 
The meeting will close with the annv 
election of officers. AIC 

It has been decided that the =. 
midyear meeting will be held Novem 
28 to December 2, at the Commodore, 
New York City. 
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¢, F. J. Harrington Asks 
Industry Cooperation 


TO COMBAT SURETY PROBLEMS 


Addresses National Assn. of Surety 
Bond Producers; Cites Neely 
and Carlson Bills 


c. F. J. Harrington, executive vice 
president of the National Association of 
Casualty & Surety Agents, has made a 
strong appeal for the necessity for pro- 
ducer and insurance carrier agreeing 
upon policy questions through confer- 
ence and negotiation and thereby avoid- 
ing misunderstandings which have re- 
sulted from ex-cathedra pronouncements 
from public platforms. Speaking before 
the recent meeting of the National As- 
sociation of Surety Bond Producers, 
held at the Waldorf-Astoria, N. Y., 
Mr. Harrington presented the following 
close-up of current surety problems: 

“The surety business has been free 
from Congressional criticism but re- 
gardless of this fact Congress is cur- 
rently considering additional bills which 
regulate the placing of surety bonds for 
oficers and employes of the Federal 
Government (S. 391 Neely), (S. 311 
Carlson), (S. 1404 Johnston). These bills 
among other things authorize the pay- 
ment of premiums by the Federal Gov- 
ernment and grant the power to an ad- 
ministrative official to approve the forms 
of bonds and prescribe regulations rela- 
tive to placement of same. 


Rate Regulatory Provision 


“In the case of the Carlson Bill 
(S.311),” said the speaker, “a rate regu- 
latory provision is included, reading, ‘No 
bond shall be purchased at a premium 
rate per individual covered which is 
more than 35% in excess of the rate 
of premium for coverage in a like penal 
sum for a person holding a similar po- 
sition during the calendar year 1908.’ 
The same bill in its original form in- 
cludes the following language, ‘If the 
initial or subsequent premium cost ex- 
ceeds $500 for any bond procured under 
authority of this section, advertisement 
for bids shall be required therefor and 
procurement shall be made from the 
lowest responsible bidder whose _ bid, 
conforming to the invitation for bids, 
will be most advantageous to the Gov- 
ernment, price and other factors con- 
sidered.’” Mr. Harrington said he dis- 
liked the rate limitation provision in this 
act “because it offers possibilities of con- 
flict with the views of state authorities 
charged with responsibility to adminis- 
ter the state rating laws.” He con- 
tinued : 
_ “It is my feeling that legislation regu- 
lating the procurement of all bonds 
should include the phrase, ‘will be most 
advantageous to the Government, price 
and other factors considered.’ The ab- 
sence of this phrase might lead to com- 
plications in placing the bond. Such 
language was not included in the orig- 
imal version of the Neely Bill consid- 
ered most likely to pass. It is to be 
hoped it will be included in the final 
version.” Continuing he said: 


Rating Far Different From Contem- 
plated Procedure 


“The administration of the rating laws 
by Many states has developed along 
lines far different from procedure con- 
templated by those of us who assisted 
in the drafting of the rate regulatory 
laws. There is a tendency on the part 
of some Commissioners to make rates 
rather than to test rates in accordance 
with the standards of the laws. The 
broad _ discretion conferred upon the 
Commissioners by the rate regulatory 
laws would seem to indicate that con- 
ference and negotiation will accomplish 
more than litigation,” 

i tr. Harrington then said: “Certainly 
those Segments of the business acting in 
“oncert in the making of rates will be 
= gad affected if appropriate 

wwillstrative procedure is absent. 

Voluntary resignations and involun- 


- who 


AUTHORITY TO EXTEND COVER 

Wabash Fire & Casualty Co., Indian- 
apolis, Ind., has been granted a certificate 
of authority by the California Depart- 
ment of Insurance to transact fire, ma- 
rine, surety, disability, plate glass, lia- 
bility, common carrier liability, boiler and 
machinery, burglary, credit, sprinkler, 
team and vehicle, automobile, air craft 
and miscellaneous lines of insurance in 
California. 





tary changes in political control,” he 
declared, “have accounted for the re- 
tirement from office of every Commis- 
sioner who attended all of the confer- 
ences and negotiations attendant to the 
development of rating laws. In some 
states politics have wiped out of service 
entire subordinate technical personnel 
contributed constructively to the 
thinking and research which assisted 
the Commissioners and the industry in 
the development of rate supervisory ra- 
tionale. 

“New Commissioners,” the speaker 
concluded, “will need unselfish advice 
and guidance to the end that they may 
resolve controversies in a manner con- 
ducive to solvency of insurance compa- 
nies, and at the same time, give the 
public the benefit of insurance rates 
which are not excessive, not inadequate, 
and not unfairly discriminatory.” 


Harry T. Smith Retires as 
Counsel for Aetna C. & S. 


Harry Tyler Smith has retired as 
counsel for the Aetna Casualty & Surety 
Co. after nearly 50 years of service with 
the company. 

A graduate of the University of 
Michigan and Harvard Law School, Mr. 
Smith practiced law in Boston for a 
number of years before joining the 
Aetna as an attorney in the claim de- 
partment. He was later promoted to 


associate attorney aand in 1917 was 
named counsel. 
Mr. Smith has traveled widely 


throughout Europe and South America 
and is one of the few Americans to 
make a trans-Atlantic flight on the ill- 
fated zeppelin Hindenberg. 

In 1939, Mr. Smith was one of 16 
passengers aboard the Pan-American 
Clipper that made the first westbound 
commercial flight across the Atlantic 
over the northern route from Ireland. 





MANSON NEW SUPERINTENDENT 

James Manson has been appointed 
superintendent of underwriting for the 
Michigan department of the Employers’ 
Group Insurance Companies. Mr. Man- 
son’s appointment became effective May 
16. In 1954 he obtained his designation 
as, GP@U. 





Cash in banks 


U.S. government bonds 

Canadian government bonds 

State, county and municipal bonds 
Public utility and other bonds 
Stocks . SADA gc 
First mortgages and collateral loans 


Premiums in transmission 
Accrued interest and other assets 


Total assets 


Reserve for losses and adjusting expenses 
Reserve for unearned premiums . 


Reserve for dividends to policyholders . 
Reserve for portfolio fluctuation 
Reserve for contingencies 

Total 
Net Surplus 

Total . 


James S$. Kemper, chairman 


BRANCHES IN- ATLANTA - BOSTON 
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Statement at the close of business December 31, 1954, as 
reported to the Department of Insurance, State of Illinois 


(All bonds amortized. Stocks at book value, which is less than market value. 
If all stocks were valued at market, assets and surplus each would be increased $4,992,713.98) 


ASSETS 


U.S. government bills, certificates and notes 


Real estate (including company buildings) 


LIABILITIES 


Reserve for taxes, expenses and reinsurance . 


Paid for losses and returned to policyholders in cash dividends since 
organization more than six hundred seventy million dollars. 


Securities carried at $14,142,929.12 in the above statement are deposited as required by law. 


Lumbermens “(UW GUL) tly 


Operating in New York state as (American) Lumbermens Mutual Casualty Company of Illinois 


CHICAGO 40 


LOS ANGELES 


PHILADELPHIA. SAN FRANCISCO. SEATTLE 





$ 12,603,482.09 
72,181,238.80 
65,291,207.51 
3,279,115.96 
7,761,256.37 
6,524,513.46 
8,005,045.35 
958,502.52 
10,863,412.16 
2,960,573.58 
926,249.46. 
$191,354,597.26 





$94, 135,115.00 
39,596,685.00 
8,419,577.30 

19, 203,219.96 
5,000,000.00 
5,000,000.00 
$171,354,597.26 
20,000,000.00 


$191,354,597.26 


Hathaway G. Kemper, president 


NEW ORLEANS NEW YORK 
SYRACUSE -TORONTO-VAN WERT, OHIO 








Introduce New Basic 
Automobile Policy 


CONCISE AN ILLUSTRATED 


Farm Bureau Mutual Auto Unveils 
Policy to Be Marketed Sept. 1 in 
Time for Nat'l Expansion Program 


The Farm Bureau Mutual Automobile 
Insurance Co. has unveiled its new basic 
auto policy—complete with large print, 
illustrations, and about half the words 
of previous policies. 

The new contract will be one of the 
most concise on the market, according 
to C. W. Leftwich, vice president—actu 
arial. It will be sold after September 1, 
when the company changes its name to 
Nationwide Mutual Insurance in prepa- 
ration for its national 
gram. 

“We've long felt that an insurance 
agreement should be as well understood 
by the man-in-the-street who buys it as 
by the insurance technicians who write 
and service it,” he said. 

“Although the simplified language of 
our new policy may cost us the benefit 
of previous legal interpretations, we feel 
it will help increase public confidence 
in our industry.” 

The company cut the words in its new 
policy from 6092 to 2843. It increased 
the size of type and widened the space 
between lines. 

Fifteen line drawings are used to 
illustrate unique coverages or technical 
points. One picture shows the company 
will reimburse a policyholder for wages 
he loses in attending a trial; another 
indicates that the same coverages a man 
has on his car automatically extend to 
his house trailer. The new policy is. the 
result of three years research in insur 
ance and legal language. 


Phrasing Reduces Wordage 


“We found we could reduce wordage 
some places by phrasing provisions more 
simply,” Mr. Leftwich pointed out 
“Other places we did away with provi 
sions altogether because we actually 
didn’t use them. For example, we'd never 
require a policyholder to reimburse us 
for our liability payments to the man 
he ran into, so we scrapped a 75-word 
section which has given insurance com 
panies such a right for years. 

“Also we reduced the steps required 
from reporting an accident from 20 to 4, 
saving about 600 words and a lot of the 
policyholder’s and company’s time.” 

In some cases the company has re- 
moved parts of the policy because court 
decisions over the years have made them 
void, he said. A paragraph saying the 
company will not consider assault and 
battery an accident has been scrapped 
because courts have decided the offense 
is an accident to the fellow it happens 
to. 

Other differences between the old and 
new policies are: 1. the new contract 
covers occurrences as well as accidents; 
2. two exclusions—undeclared encum- 
brance and confiscation by civil author 
ity—have been eliminated; 3. many of 
the exclusions listed separately from 
the agreements in the old policy have 
been put in the same paragraphs with 
them. 

Moreover, the new policy includes all 
the broadenings found in the “new 
standard auto policy” drawn up by the 
National Bureau of Casualty & Surety 
Underwriters and the Mutual Insurance 
Bureau. 

“In short, what we’ve done,” Mr. Left 
wich said, “is to take a good, long look 
at our auto policy in the light of recent 
court decisions and modern insurance 
practices and cut a lot of dead timber 
out of it. We feel that the insurance 


expansion pro 


industry must take in policyholders as 
real partners by making plain to them 
the terms of the contracts they buy.” 
The new policy has been approved so 
far in eight of the thirteen eastern states 
in which the company does business, he 
said. 











Page 42 











May 20, 1955 





Shanks on Variable Annuity 


(Continued from Page 14) 


three times that number went off the 
books, which is in startling contrast to 


the net increases in force being experi- 
enced by insurance companies generally 
on their life insurance business. The 
experience of some of our leading com- 
petitors on sales and conservation of 
individual annuity business has been even 
worse.” 
Sees No Ground for Opposition 


Touching on opposition to proposed 
bills, Mr. Shanks said: “Now what about 
the mutual funds? Some of them are 
against this legislation. I have talked 
to an emissary representing their posi- 
tion and it seems their opposition boils 
down to this. They fear competition 
from variable annuities and they claim 
we would have a Federal tax advantage 
over them. And they are concerned be- 
cause we will be regulated in this busi- 
ness by state governments rather than 
by the Federal government. 

“First—as to fear of competition—even 
if this fear were justified—it is not my 
impression that anyone has a constitu- 
tional right in this state to be guaran- 
teed against competition. Mutual funds 
are already in competition with life in- 
surance and annuity sales for the con 
sumers’ dollar. We are accustomed to 
competition and we think it is good for 
the American people. 

‘But, first and foremost, let me em- 
phasize that mutual funds can’t write 
annuities—variable or otherwise—because 
under the law of New Jersey and of 
states generally, issuing contracts involv- 
ing life contingencies is doing an insur- 
ance business—and can be done on a 
commercial beanie only by insurance com- 
panies licensed and regulated by state 
insurance departments. 

“It follows that no one is trying to 
move in here on something mutual funds 
can do. They aren’t authorized, organ- 
ized or regulated to include life contin- 
gencies in their plans. That is why | 
said earlier that there is a vacuum in 
this field—except for college teachers 
and employes of certain companies, and 
even as to the latter only unregulated 
coverage is available. The vacuum con- 
linues to exist as far as our company is 
concerned only because we do not have 
the specific statutory authority we are 
seeking here to segregate assets. 

“We know that the demand and the 
public interest exist. Therefore, as 
American enterprise goes, this vacuum 
won't last long. We feel the field should 
be occupied now without delay on a re 
sponsible and well regulated basis. 

“Variable annuities and mutual funds 
have a different purpose and a different 
appeal. Like direct stock market invest 
ments, mutual funds give their purchas- 
ers freedom to get in and out of the 
market at any time, in contract to vari- 
able annuities, where there would be 
serious deterrents to the contract holder 
who. might wish to cash in his invest 
ment in the variable plan. In mutual 
funds the shareholders, by receiving cur- 
rent distributions of dividends and capi- 
tal gains, have a freedom of choice as to 
how to use these distributions and- are 
not confined, as in the variable annuity 
operation, to leaving them in the undis- 
tributed fund. 

“What about the Federal tax picture ? 
Let me refer you to the report of the 
Joint Congressional Committee on the 
Economic Report dated March 14, 1955, 
just two months ago. There is a detailed 
outline there of what is described as the 
“favorable” Federal tax treatment. ac- 
corded to mutual funds. This favorable 
treatment is explained as a result of a 
congressional] policy of “encouragement 
of broader investment in corporate se 


curities.” As an example of this favor 
able treatment, if a mutual fund share- 
holder sel!s shares he has held for six 


months or more any gain is taxed only 
at capital gain rates—while any gain 
realized on a lump sum settlement of an 
annuity, even at time of death, is taxed 





at ordinary income rates with the privi- 
lege of a three-year spread. 

“During the accumulation period a 
life insurance company issuing annuities 
pays Federal income tax on the interest 
and dividends it receives. A mutual fund 
normally distributes such interest and 
dividends currently to its shareholders— 
as it should since it is an investment and 
not a retirement annuity operation—and 
the shareholders pay a Federal tax but 
the mutual fund itself does not. Does 
this means a mutual fund can’t build up 
increased values in its shares without 
paying taxes currently? It certainly 
does not. Let me cite an example: ac- 
cording to the annual report of a large 
open-end mutual fund for 1954 its per 
share asset values increased from $19.53 
to $27.99, or 43%, just in that one year— 
and no Federal tax was payable on this 
$8.46 a share gain—because it was all 
unrealized capital gain. The distributed 
gain in addition to this $846 was 24 
cents a share which was taxable at capi- 
tal gains rates to the shareholders. And 
there’s a lot, lot more to this tax story 
which I don’t have time to go into here, 
and maybe you'll feel this isn’t the place 
anyway. 

“Variable annuities—just like any other 
annuity—are appropriate and valuable 
only for the long haul. They are no 
sensible vehicle at all—for tax and other 
reasons—for getting in and out of the 
stock market. 

“Just a word as to the other big ob- 
agp the mutual fund people voiced 
to me: that we life insurance companies 
in issuing variable annuities wouldn’t be 
subject to regulation by the Federal 
government, that is, by the Securities 
and Exchange Commission. I would like 
to be able to talk as long again on just 
that one question—whether state regu- 
lation of business is competent and ade- 
quate and capable of looking out for the 
public interest, or whether everything 
must be centralized in Washington. And 
bear in mind that our State Department 
of Banking and Insurance under these 
bills will have a complete control over 
substance and fairness while the Securi- 
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S. C. Juiffre New Pres. of 
Richmond C. & S. Assn. 


S. C. Juiffre, of Richmond, has been 
elected president of the Casualty & 
Surety Underwriters Association of Vir- 
ginia. Mr. Juiffre, casualty superintendent 
for Fidelity & Casualty, was chosen at 
the recent annual meeting in Richmond. 

Other new officers are R. E. Burton, 
Hartford Accident & Indemnity, vice 
president; J. F. Morano, National Surety 
Corp., secretary; J. E. Hood, London 
Guarantee & Accident, treasurer; J. W. 


Dalston, Royal- Liverpool Insurance 
Group, assistant treasurer, and 
Hart, Jr., Fidelity & Deposit, member 


of the executive committee. 





ties and Exchange Commission approach 
is merely to require full disclosure. 

“The insurance industry has thrived 
and has served the public well under 
regulation by the states. And here in 
New Jersey we think you and the public 
have reason to be proud of the reputa- 
tion and competence of our Department 
of Banking and Insurance. We are con- 
fident that this legislation gives them all 
the authority they need to do an effec- 
tive and complete job of regulation. We 
are strictly regulated now and we would 
be strictly regulated with respect to vari- 
able annuities.” 
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CAREER OF CARL DAUKSCH 


President of Surety Bond Producer; 
Assn. Heads One of Largest Agencies 
in Columbus; Started Career in 1923 


Carl Dauksch of Columbus, 0., who 
was elected president of the Nationa! 


Association of Surety Bond Producers 


CARL DAUKSCH 


at its annual meeting last week in New 
York City, is senior partner in Atkinson- 
Dauksch Agencies and Trafford Tall- 
madge, one of the largest multiple line 
offices in that city. The organization is 
regarded as the largest writer of con- 
tract bond business in the state of Ohio. 

Mr. Dauksch has been in the agency 
business since 1923, when he started in 
the W. P. Greaney Agency of Cairo, Ill. 
He joined forces with “Hub” Atkinson 
in Columbus in 1930 as a casualty and 
bond underwriter. Eight years later he 
became a partner in Atkinson-Dauksch 
Agencies. When Mr. Atkinson retired 
in 1945 he bought the business, and in 
1953 the Trafford Tallmadge agency was 
acquired. 

Mr. Dauksch’s four partners in_ this 
successful enterprise are E. L. Gerhold, 
Robert O. Miller, Frank R. Middleton 
and George E. Smith. 

Outside of business Mr. Dauksch’s 
chief interest is his family. He and Mrs. 
Dauksch are fond of traveling and have 
taken a world tour. Their next trip will 
be to Australia which probably will not 
be until after he completes his term as 
president of the Surety Bond Producers. 
They have four children—James C., Jr, 
18, who is in the U. S. Army; William 
Earl, 16; Diana, 10, and Cynthia, 7 

His clubs include Columbus Club, Ath- 
letic Club of Columbus, Scioto Coun- 
try Club and the local Chamber 0! 
Commerce. 





F. H. LEE DIES 

F. Harrison Lee, insurance broker, as- 
sociated with H. V. Godbold Co., Inc. 
died recently at his home in Richmond, 
Va. He was 70. Mr. Lee was an alum- 
nus of University of Richmond and 4 
member of Phi Gamma Delta fraternity. 
He is survived by his wife, Mrs. Eveye 
Orchard Lee and three sisters and ¢ 
brother. 
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Carlson Warns Agents 
of “UJ” Fund Dangers 


ADDRESSES FLA. AGENTS MEET 


National Bureau Actuary Urges Strong 
Financial Responsibility Law for 
Problem of Uninsured Motorist 


Thomas O. Carlson, actuary of the 
National Bureau of Casualty Underwrit- 
ers, has warned members of the Flor- 
ida Association of Insurance Agents 
against the dangers of approaching the 
problem ot the uninsured motorist by 
way of the state unsatisfied judgment 
fund. In his address before the 5Ist 
anniversary convention of the Florida 
agents’ association at Miami Beach Mr. 
Carlson noted that an unsatisfied judg- 
ment fund measure was recently intro- 
duced in the Florida legislature. 

The National Bureau actuary suggested 
that in Florida a “strong financial re- 
sponsibility law should be given its 
chance before any embarkation upon the 
hazardous and uncharted waters of un- 
satished judgment fund legislation. _ 

“Your financial responsibility law in 
this state has been of a very weak type,” 
Mr. Carlson stated. “Amendments are 
now being considered under which in- 
stead of the driver alone being subject 
to a one-year suspension, the owner and 
the operator may be subject to a five- 
year suspension. These proposals would 
also strengthen the administering de- 
partment’s hand in obtaining better en- 
forcement, would raise the limits to be 
satisied from $5,000/$10,000 and $1,000 
to $10,000/$20,000, and $1,000, would clar- 
ify and restrict exemptions and would 
establish minimum as well as maximum 
penalties. The weakness of the present 
Florida law is amply demonstrated by 
the fact that the percentage of cars in- 
sured in the state is low compared with 
almost all of the other states. It is esti- 
mated that little more than half the cars 
in the state carry liability insurance. 
What a rigid and properly enforced law 
can do is exemplified in New York State 
where well over 90% of the cars are 
insured today.” 


_Two States Approach Problem 


The National Bureau actuary pointed 
out that only two states, New Jersey 
and North Dakota, have approached the 
problem of the uninsured motorist by 
enacting unsatisfied judgment fund leg- 
islation, although it has become a “per- 
ennial” subject for legislative considera- 
tion. 

In speaking of the New Jersey law by 
way of illustration, Mr. Carlson said that 
it brings the state to a certain degree 
into the insurance business and “since 
bureaucracy has the habit of always ex- 
panding and never contracting, any such 
encroachment constitutes a threat to the 
private enterprise system.” Moreover, 
he explained, either directly or indirectly 
through assessments upon insurance com- 
panies, and directly through assessments 
in the registration fee, the insured mo- 
torist is called upon to pay a substantial 
portion of the cost of such a program. 

“The immediate need,” Mr. Carlson 
continued, “is for a stronger and more 
effective financial responsibility law, 
which will substantially increase the pro- 
portion of cars insured. An unsatisfied 
judgment fund law in a state with a 
low proportion of cars insured is an ex- 
tremely uncertain and virtually unap- 
Praisable undertaking which would com- 
pound the defects and difficulties which 
are inherent in such legislation under 
even optimum conditions.” 

_ In addition to the problem of the un- 
sured motorist, Mr. Carlson discussed 
other casualty developments such as re- 
cent automobile liability experience, the 
Private passenger classification rating 
plan, the processing of data by elec- 
tronic equipment and “package” policies 
such as the merchandise block policies. 

In reference to the merchandise block 
policies he pointed out that these have 
been the subject of many conferences 
In the industry and that because this 
type of policy contains features so at- 
'ractive to insureds it would seem to be 
here to stay. He pointed out, however, 


QUARTERLY DIVIDEND 
Trustees of American Surety have 
declared a quarterly dividend of 75 
cents a share on the capital stock, pay- 
able July 1 to stockholders of record 
on June 10. 





that since the type of risk interested in 
the contract is large, such risks are tar- 
gets of sharp competition. Competition 
has produced a chaotic situation with 
respect to this kind of coverage where 
it has already been introduced but, he 
said, it appears inevitable that the indus- 
try will try to bring order out of chaos 
by establishing a reasonable method of 
rating the policy and developing a pro- 
gram which it is to be hoped will be 
countrywide in application, embracing 
the rules, policy forms and proper man- 
ual rates for the coverage. 

Mr. Carlson stated that the Florida 
Association of Insurance Agents is an 
outstanding example of the importance 
of attaining a close and cooperative re- 
lationship between agents’ organizations 
on the one hand and the companies and 
their service organizations on the other. 
“You have demonstrated the highway to 
such attainment at its best, in your 
frankness, your sincerity and your in- 
tegrity in all of your dealings,” he said, 
expressing confidence in the continuation 
of such good relations and cooperation 
in the future. 


MARYLAND CAS. NAMES ATKINS 





As Ass’t Comptroller and Auditor; Suc- 
ceeds G. M. Seal Who Retires After 


55 Years of Service 


William A. Atkins has been appointed 
assistant comptroller and auditor of 
Maryland Casualty Co. He succeeds G. 
Murray Seal, who is retiring after 55 
years of service with the Maryland. 

Mr. Atkins came with Maryland as a 
clerk in 1928. He was appointed to posi- 
tions of increasing importance and re- 
sponsibility in the auditing division of 
the company until 1944 when he entered 
military service. Shortly after his return 
to the company he was made an ad- 
ministrative assistant in the methods de- 
partment, and in January, 1953, was 
appointed manager of the collection and 
expense control department of the com- 
pany. 

Mr. Seal’s unusual record of 55 years 
of continuous service started when he 
came with the company as a junior clerk 
in 1900. In 1905 he was appointed man- 
ager of the publicity department. Mean- 
while he continued his studies at night 
at the University of Marvland, and won 
his LL.B. degree in 1907. In 1913 he was 
appointed assistant to President Stone 
and in 1920, assistant to President Burns, 
a post he held until 1923 when he was 
made auditor, and in 1939 he was pro- 
moted to assistant comptroller and audi- 
tor of the Maryland. 
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j Trusting insurance planning to chance or memory is mighty risky! It | 

; could lead to serious loss. The Peerless “orGANIzER” (for the sale of Fire, i 
H Casualty and Bonding protection) and “simpLirier” (for the sale of i 
i Fidelity and Surety Bonds) are effective sales tools because they eliminate i 
j this danger. By showing a client or prospect the gaps in his coverage, the i 
i “ORGANIZER” makes him realize the need for more protection. And it i 
shows you exactly what to sell him. Write today for full details about ; 

, Peerless’ exclusive “ORGANIZER” and “SIMPLIFIER.” } 
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American Associated 
Names Major Executives 


HUGHES RETURNS TO _ PHILA. 


Donald P. McKay, Charles S. Cotsworth 
and Ferd M. Cook Receive New 


Assignments; Their Careers 


Several major executive appointments 
have been American Automobile Insur- 
ance Co. and affiliated companies. At his 
own instigation, James R. Hughes, head 
office underwriting executive, is return- 
president in 
Philadelphia 
branch, which he originally established 
in 1930. 

Donald P. McKay, who has headed 


the Philadelphia branch since 1950, will 


ing to the post of vice 


charge of the companies’ 


join the head office staff as vice presi- 
dent and senior executive in the opera 
tions department. In this appointment 
he succeeds Vice President Charles S 
Cotsworth, who will advance to a new 
position of general administrative re 
sponsibilities. 

To succeed Mr. Hughes in the head 
office, Vice President Ferd M. Cook has 
been named chief executive for under- 
writing operations. 

Mr. Hughes is a graduate of the 
United States Naval Academy and spent 
six years in the service before starting 
his insurance career with American Au- 
tomobile in 1927. He was in charge of 
the company’s Philadelphia branch until 
1950 and served as vice president at 
New York before joining the head office 
staff in 1953. 


McKay, Cotsworth and Cook 


Mr. McKay was born in Brooklyn, 
N. Y., and is a graduate of the Univer 
sity of Wisconsin. His insurance ex- 
perience dates from a general agency 
connection in 1927, followed by casualty 
company affiliations from 1929 to 1941, 
when he joined American Automobile at 
its Chicago branch as a field represen 
tative. He became underwriting super- 
visor at Chicago before his transfer to 
Philadelphia as assistant branch mana 
ger in 1948. 

Mr. Cotsworth joined the company's 
Chicago branch in 1934 and was ap 
pointed to the head office in 1937, where 
he advanced from assistant superin- 
tendent to superintendent of agents. He 
was elected an assistant vice president 
in 1948. A graduate of Dartmouth Col- 
lege, Mr. Cotsworth served as lieutenant 
in the Navy during World War II. He 
was made vice president in 1952 and 
became senior executive for field opera 
tions a year later. 

Mr. Cook started his insurance career 
in 1930 and became a member of the 
company’s Kansas City branch organiza- 
tion in 1940 as a field representative. In 
1941 he was transferred to head office 
underwriting and advanced to assistant 
superintendent of the automobile divi 
sion in 1942. Following three years as 
Naval reserve lieutenant in the Pacific 
Theater, he returned to the company in 
1946 as division superintendent. He was 
elected assistant vice president in 1949, 
promoted to vice president in 1952 and 
became staff executive for general un- 
derwriting in 1953. Mr. Cook is a grad 
uate of the Kansas City School of Law 
and a member of the Missouri Bar. 


Honor Thomas P. Whelehan 


At the regular April meeting of the 
Burglary & Glass Insurance Association 
of N. Y. held in offices of the National 
Bureau of Casualty Underwriters, past 
president of the Association, Thomas 
P. Whelehan was honored and depicte | 
as a “key man,” who had served, held 
various offices and given freely of his 
time to the advancement of the Associa 
tion. 

In appreciation of his efforts, the 
membership presented Mr. Whelehan, a 
music lover, with a record player. The 
meeting was presided over by Peter A. 
Laterza. 
































Mason of FTC Pushes for 
Trade Practice Meeting 


IN ILLINOIS FEDERATION SPEECH 


Says Legal Question of Jurisdiction 
Cannot Be Affected by Industry 
Move for Conference 


By Levertnc CaRTWRIGHT 


Mason, the 
Trade Commission, 





Lowell senior member of 


Federal again coun- 


seled the voluntary industry trade prac- 


tice conference route for resolving the 


\. & H. advertising issue, in addressing 
the annual luncheon meeting of Insur- 
ance Federation of Illinois at Chicago 


The audience numbered better 
than 500, and Eldredge Henning, presi- 
dent of Central Standard Life, was re- 
elected as Federation president. 

Mr. Mason’s talk became immediately 


Tuesday. 


available in pamphlet form under the 
caption “So You Don’t Want Uncle 
Sam’s Foot in the Door” and with the 
front cover showing Mr. Mason in 


suspenders with his foot in a door. 
Mr. Mason first publicly recommended 
the trade practice procedure last fall in 
talking to the South Bend Chamber of 
Commerce. At Chicago he took cogni- 
zance of some of the reasons for reserva- 
tions to such a course that have been 
mentioned in industry circles. For in- 
stance, he said, objection has been taken 
on the ground that the feelings of State 
insurance Commissioners might be hurt 
if the industry “gave” jurisdiction to the 


said, “because it 


“That is silly,” he 
of the industry 


isn’t within the power 
to surrender state’s rights. The matter 
of jurisdiction is a legal question and 
can’t be affected by anything the indus- 
try does here in a voluntary way. If 
FTC has the jurisdiction, the industry 
can’t take it away and on the other hand 
the industry can’t sign away any of its 
rights.” 

Will Not Disturb Public Confidence 


Mr. Mason also argued that the trade 
practice conference procedure is_ the 
best way to guard against disturbing 
public confidence in the insurance busi 
ness. In other fields, protracted litiga 
tion and adversary procedures don’t 
affect sales and profits, but in the insur- 


field the publicity does affect the 


ance 
‘commodity.” oN 
“T can’t get too much concerned it 


people misinterpret some of our charges 
against cigarettes or cold cures, but it 
is just as important to help maintain the 
public acceptance of such a vital thing 
as insurance as it is to prevent any false 
or deceptive representations in its sale,’ 
he said. 

“What harm does it do U. S. Stéel, or 
the Atlas Portland Cement Company, or 
Elizabeth Arden cosmetics if we litigate 
the question of conscious parallel prices 
or the illegality of freight absorption 
with them? The cases have nothing to 
do with the tensile strength of steel 
beams, the permanence of Portland’s 
cement, or the cleansing properties of 
milady’s face creams. 

Selling Intangibles 


“But the insurance industry sells noth- 
ing a man can lay his hands on. The 
only commodity is the integrity of the 
promise and the ability to fulfill a future 
commitment. In no other line of com- 
merce within the purview of the Federal 
Trade Commission is public confidence 
and integrity the sole commodity for 
sale. Without these two things the in- 
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Complaints Cite Policy 
Provisions Integrity 


MICHAELSON TELLS EXAMINERS 


Says Extent of A. & H. Policyholders 
Complaints May Indicate Need for 
Review of a Co.’s Claim Files 


scrutiny by the New York 
Department of accident and 
health policy provisions, other than the 
provisions, is an important 
a more effective test of the 
provisions lies in a 


While a 


Insurance 


standard 
safeguard, 


propriety of such 


careful review of the treatment of 
policyholders, according to Sidney 
Michaelson, chief of the Policy Bureau 


of the State Insurance Department. 


Mr. Michaelson, addressing the exam- 


iners of the Department, pointed out 
that the nature and frequency of the 
inquiries and complaints made by A. & 


H. policyholders to the Department, pro- 
vide an effective means of determining 
whether policy provisions were clearly 
understood by the policyholder at the 
time of purchase, and were properly in- 
terpreted and applied by the company. 
Need for Field Examination 

The speaker asserted that “the extent 
of policyholder complaints may indicate 
the need for a full field examination of 
the company’s claim adjustment file. If 
such an examination reveals evidence 
of undesirable ‘post-claim underwriting’ 
practices, this evidence will be of ma- 
terial assistance in the development of 
recommended changes in policy wording. 
In some instances, the Superintendent 
may determine that the form should be 
withdrawn entirely.” 

Evidence of the improper handling of 
claims may also arise in the course of 
the regular examination of companies, 
resulting in appropriate action by the 
Department. 

Mr. Michaelson described the meth- 
ods employed by the supervisory author- 
ity in approving policy forms and traced 
the development of the laws and regula- 
tions related thereto. Among the topics 
he discussed were the statutory require- 
ments for filing or approval of policy 
forms, rules for the guidance of insurers 
in filing forms, and standard provisions 
and other specific requirements for 
group policies, non-group policies, and 
fraternal benefit societies. 

Deputy Superintendent Adelbert G. 
Straub, Jr. announced that Seymour 
Goodman, senior examiner of the Insur- 
ance Department will be the next lec- 
turer, speaking on “Reporting and Allo- 
cating Income and Expenses by Life 
Insurance Companies.” 


Universal Life & Accident 
Opens Little Rock Office 


opening of a Little Rock Agency 
Universal Life & Accident 
Dallas has been an- 
nounced by Harry Brodnax, president. 
The company, now in its 29th year of 
operation, has over $84,000,000 of life 
insurance in force and has assets of over 
$11, 500,000. 

“Our opening in Little Rock now puts 
us in three states,” Mr. Brodnax said. 
“In addition to Arkansas, we operate in 
Texas and Colorado, and our application 
for entry into Arizona has been filed.” 

Little Rock Agency offices operation 
will be under the supervision of Donald 
M. Soliday, who until recently has been 
manager for the company in Dallas. 


The 
office of the 
Insurance Co. of 


Ohio H.B. 881 Thought 
Unpalatable Compromise 


BY BUREAU COUNSEL McALEVEY 


Would Welcome Opportunity to Reopen 
Non-Can. Question; Lauds Clarence 


Peterson’s Legal Work 


One of the two major segments of 
the individual A. & H. business is still 
plainly unhappy about the Ohio Dill 
which the business indicated it would 
accept as a “compromise” to avoid a 
fight at this time over the proposition 
that all A. & H. policies be of the guar- 
anteed renewable type only. John Mc- 
Alevey, counsel to the Bureau of Acci- 
dent & Health Underwriters, sent a 
bulletin to all Bureau companies on 
May 12, in which he commented on a 
critical editorial in a recent Columbus, 
Ohio daily as follows: 

“It is important to emphasize again 
that House Bill 881 was not opposed at 
the Wednesday, May 4, 1955, hearing of 
the House insurance committee only be- 
cause all available local appraisal of the 
situation indicated that the acceptance 
of even some quite unpalatable compro- 
mise, so long as it could be lived with, 
was absolutely necessary to forestall 
serious consideration of, and possible fa- 
vorable action on, House Bill 880. Our 
position could change considerably if 
the Republican party, in a caucus which 
is expected shortly, should decide to 
push, as party measures, either or both 
the non-cancellation proposal or the 
abolition of the pre-existing condition 
clause. In this event the position which 
Bureau counsel will urge is a determined 
opposition to all unduly restrictive pro- 
posals regardless of the strength of the 
proponents.” 


Decision to Remain Dormant 


The Bureau counsel was a party to 
the Columbus decision to sit still for 
substitute H. B. 881. Therefore so long 
as. the conditions which prompted the 
acquiescence prevail the Bureau will 
abide by the decision. From the tenor 
of the release to its member companies 
however it is likely that Mr. McAlevey 
would welcome a good-faith chance to 


reopen the question. Such an _ oppor- 
tunity would be provided by evidence 
that the “unpalatable compromise” has 


failed to buy peace. 

The Ohio problem had its origins in 
the series of Scripps-Howard articles 
attacking A. & H. insurance over a 
year ago. The immediate legislative as- 
sault was touched off by Governor 
Lausche in his “state of the state” mes- 
sage this year in which he attacked the 
“cancellable’ ’nature of most A. & H. 
insurance and implied that the right was 
abused. Governor Lausche is a Demo- 
crat, the Ohio legislature is Republican 
and the Scripps-Howard papers blanket 
the state. The chances are that the 
Scripps-Howard papers would not treat 
kindly a defense of A. & H. practices 
which the chain has editorially con- 
demned. Democrats and Republicans are 
in competition therefore to receive credit 
for correcting the alleged problems. 


Cos. Free to Non-Renew 


The H.B. 881 solution in Ohio would 
outlaw the cancellation provision but 
leave companies free to non-renew, as 
before, at any anniversary date. This 
meets the problem in name only. As 
most contracts do not contain a cancel- 
lation clause, and the companies which 
do use it do not figure high on the 
complaint lists, it is obvious to those in 
the business that Standard Provision 16, 
or the cancellation clause, is not the 
source of trouble. To abolish the “can- 
cellation provision” then is, as Mr. Mc- 
Alevey sees it, a political answer only. 
If it proves not to be even then it 
seems evident that he would like to 
reopen the war on the defense of the 
provision itself. The final answer lies 
with the Ohio Republicans. 

Although gagging on the issue of 
throwing the cancellation provision to 
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W.S. Adams, Jr., Named N.Y. 
Mgr. for Mutual of Omaha 





WILLIAM S. ADAMS, JR. 


William S. Adams Jr. has been ap- 
pointed district manager of Mutual of 
Omaha’s New York regional group office, 
President V. J. Skutt has announced. 
The largest group office in the company’s 
network, its region spans New York 
State and northern New Jersey. 

Mr. Adams has had six years expefi- 
ence in group work, the last three 
specializing in field sales and _ service. 
He has been associated with the Equit: 


able Society. He has also done free 
lance public relations work in New 
York City. 

He has been active in several civic 
activities following five years in the 
Army during World War II. He is * 


member of the New York State Cham- 
ber of Commerce, the Federal Grand 
Jury Association, and the American In- 
stitute of Management. He is vice chait- 
man of the public relations committee 
of Manhattan Council Boy Scouts 0 
America. 

In 1953 with his wife, Mr. Adams did 
a 13- week career guidance radio pro 
gram, “Going Your Way,” on Fordham 
University’s educational station. W. 
Mr. Adams was graduated from For! 
ham in 1936. 
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Follmann Observes 
10th Year With Bureau 


HIS ACCOMPLISHN MENTS CITED 













HON 
ESENT 





Company Membership Has Jumped Since 
1945 From 76 to 103; Scope and 
Influence Enhanced 



















America |. F. Follmann, Jr., general manager 
© 40, Il, of the Bureau of Accident & Health 
Underwriters, recently observed his tenth 
anniversary as its executive head. The 
f Mass, bureau had expanded under this leader- 
ston, Mass, ship both in size and in the scope of 
its services to the A. & H. business and 
to the public. Its membership has jumped 
— jrom 76 companies in 1945 to 103 com- 
Texas panies whose A. & H. premium volume 
is about $1,500,000,000. 
In keeping with the expansion of the 
Co, husiness, reflecting the income _protec- 
tion needs of the public, the bureau’s 
scope has been enlarged to include such 
} areas as group and statutory disability 
Hp insurance, major medical and hospital 
| expense insurance; non- -cancellable, fran- 


chise and blanket insurance, and special 
hazards coverages. In addition, attention 
is being given to claims and agency 
e economics of financing medi- 


STONE 





t matters, th 
cal care, methods and procedures, con- 
se servation, medical and hospital relations 
and public relations, 
1 N.Y, Tribute to Committees and Exec. Staff 
Ymaha In 1945 the bureau maintained nine 


standing committees and subcommittees 
which is in contrast to the 43 committees 
today on which 72 companies are repre- 





sented by 324 representatives. The bu- 
reau’s executive staff has: also been 

ie enlarged commensurately during this 
period. ; 


Mr. Follmann pays tribute to the men 
and women who are serving on the vari- 
ous committees, pointing out that to 
them and the executive staff should go 
all the credit for the accomplishments 
of the past decade. 

One of the activities to which he has 
given much of his attention is the public 

: relations program. As the core of this 
program Mr. Follmann forwarded the 
adoption of a code of practices to which 
all bureau companies now subscribe. He 
feels that much has already been accom- 
plished to the end of improving the 
public relations of the A. & H. business. 


Industry Activities 


In the history-making events of the 
past decade Mr. Follmann has joined 
with other A. & H. leaders in giving 
of his time and efforts for the good of 
the industry. He assisted in the drafting 
of such regulatory measures as the uni- 

3 form individual A. & S. policy provisions 
law, the fair trade practices act, the 
unauthorized insurers servers of process 






en a 
val of ME xt the Official Guide for the filing of 
forms and the statement of principles. 
D office, In addition he serves on the following 
ounced. industry committees : 

npany’s Joint Committee on Health Insurance 
York of which he is secretary and active in 
several of its task forces; the all-industry 
committee, ay New York advisory com- 
experi mittee on & H. insurance of which 
three he was oma chairman; the advisory 
service ig for agents’ examinations of which 
Equit he has heen chairman since its estab- 
? lishment; the Pennsylvania A. & H. 
e free industry committee, Health Insurance 
| New Council, advisory committee of Health 
Information Foundation and the joint 

1 civic committee on employe disability plans. 
nthe Convinced of the value in broad dis- 
eis 2 semination of information, Mr. Follmann 
Chan has lectured on insurance at University 
Grand of Pennsylvania, his Alma Mater; Uni- 
an In- versity of South Carolina, New York 
chait- University and University of Connecti- 
mittee cut. He is also the author of several 
uts of pamphlets, articles, monographs and com- 
pilations, all of which have been given 

ms did wide distribution. He is devoted to the 
> pro- idea that the A. & H. business has before 
rdham it an unlimited future. He sees it as an 
JFUV important part of not only the national 
Ford ‘conomy of the future but an essential 
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COMPREHENSIVE HEALTH PLAN 





Underwritten by Connecticut General 
Life for 75,000 Douglas Aircraft 
Employes; Employer Pays Cost 
Connecticut General Life has under- 
written a comprehensive health insurance 
plan for more than 75,000 employes of 
Douglas Aircraft Company, Inc. Under 
the plan Douglas will pay the entire cost 
for its employes in three California 
plants and in its Tucson, Arizona, and 

Tulsa, Oklahoma, divisions. 

The plan includes a maximum surgical 
payment of $562.50, 100 days hospital 
care, $600 maximum for extra hospital 
costs and $5,000 polio coverage. In addi- 
tion, there is a $300 special accident 
benefit and a schedule for diagnostic 
X-ray and laboratory expenses. Mater- 
nity benefits are also provided. 

If benefits under the scheduled plan 
are exhausted, or are not used because 
hospitalization and surgery were not re- 
quired, major medical expense insurance 
goes into effect and will pay 80% of 
further expenses up to a maximum of 
$5,000 after a $100 deductible. 

Employes may include their dependents 
in the plan by paying the entire cost 
for this additional coverage. For de- 
pendents, reduced benefits go into effect 
at the end of 31 days on the 100-day 
hospital plan. The coverage includes 
$400 for hospital extras with a maximum 
surgical payment of $562.50. The $300 
special accident benefit and $5,000 polio 
coverage are also included, as well as 
maternity benefits. 





TOLEDO A. & H. SPEAKER 

R. W. Schooley, New York claims in- 
vestigation manager for the Pinkerton 
Agency, and Herbert Schmidt, local 
Pinkerton manager, were guests of the 
Toledo Association of Health & Acci- 
dent Underwriters, at a recent luncheon 
meeting in Toledo, Ohio. 








private parties and meetings. 





EMIL'S FINE RESTAURANTS 
Member of Diner’s Club, Gourmet’s Club and Trip Charge Systems 


23 Park Row near Ann St. (look for Blue Canopy). 
Bar open till midnight—Mon, thru Fri. 


For special parties—Phone WOrth 2-2514. 


213 Pearl Street (near Maiden Lane) Real Old Atmosphere—Digby 
4-2348. Open till 8 P.M. Monday thru Friday. Second floor available for 


Luncheon, Dinner. 








Role of Medical Centers as 
Seen by Spencer & Associates 


The need for recognizing the rapidly 
expanding system of medical centers in 
servicing employed persons and their 
families is pointed out in a special re- 
port, “Are Medical Centers the Answer ?” 
published by Charles D. Spencer & As- 


sociates, Inc., Chicago. (Cost $1.) | 
The possibilities of having medical 
centers take over the budgetary as- 


pects of family medical care expenses so 
that present insurance plans can be 
expanded to meet the expenses of seri- 
ous illnesses of long duration are con- 
sidered in this report. The present status 
of key medical centers is summarized. 

Charles D. Spencer & Associates say 
that “here is a development which must 
be met.” Its study gives an up-to-date 
analysis of the situation that every per- 
son interested in voluntary health facili- 
ties, insurance and service plans, should 
read. 





RUTH WADE ELECTED DIRECTOR 

Ruth Wade, of Long-Cleveland-Hay- 
hurst & Co., Phoenix, Ariz., 
general agents for Standard Accident, 
Detroit, and affiliate, Planet, has been 
elected a director of region eight of the 
National Association of Insurance 
Women. She will be installed formally 
at the association’s national convention 
to be held at San Francisco in June. 





oMl0 
S om 


ena: 





ful ‘‘ground-breaking" 
200 CBS stations . . 
stations ... 


Omaha protection pays!" 





Arthur Godfrey 


these ''Pace-Setters?"’ 





Don McNeill 


HOME OFFICE: Omaha, 














—~ ate telling Millions of People 


Using THREE GREAT RADIO NETWORKS, Mutual of Omaha's most power- 
campaign is now in full swing, Arthur Godfrey, on 
. Don McNeill and his Breakfast Club on 350 ABC 
Bob Considine on more than 550 MBS stations . . . 
they're bringing to every American family the message that ‘Mutual of 
Backing up this radio campaign is a series of 
large color-ads in national magazines and newspaper Sunday sections, 
millions of direct mail pieces. 
up by Mutual's 10,000 enthusiastic representatives. 

Just mail the coupon today! 
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Mutual Benefit Health & Accident Association 
Nebr. 
V. J. SKUTT, President 


1 am interested in a profitable career with the largest exclusive 
health and accident company in the world. 
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Combined Co. and World 
Auto Assn. Join Forces 


IN TRAVEL ACCIDENT FIELD 








Combined to Underwrite WAA’s Per- 
sonal Travel Accident Policies; Latter 
to Expand Operations 

Combined Insurance Co. of 
Chicago, will underwrite all personal 
travel accident policies offered by the 
World Automobile Association to its 
members, it has been announced. The 
announcement was made jointly by W. 
Clement Stone, Sr., president of Com- 
bined Insurance Co., and by Manuel F. 
Fernandez, president of the World Au- 
tomobile Association. 

Mr. Fernandez said the arrangement, 
which takes effect immediately, will per 
mit the association to expand its opera- 
tions throughout the country. The asso- 
ciation, founded by Mr. Fernandez about 
five years ago, is licensed at present to 





America, 


operate in eight southeastern states 
V irginia, North and South Carolina, 
Georgia, Florida, Alabama, Mississippi 


and Louisiana. 
To Operate in 48 States 


“With Combined Insurance Co. under 
writing our insurance operations,” Mr. 
Fernandez said, “we will be able to op- 
erate in all 48 states and the District of 
Columbia through this progressive com 
pany and its subsidiaries. Thus we will 
be able to expand nationwide without 
having to license our insurance opera- 
tions in each state.” 
_ Mr. Stone said the Combined 
is prepared “to underwrite any amount 
of insurance for the association as it 
expands.” The association plans even 
tually to move its home office to a more 
central location, like Chicago. 

The WAA policy underwritten by 
Combined covers almost every conceiv 


Group 


able travel or pedestrian accident. It 
pays association members up to $5,000 
for accidental deaths and certain in 


juries; pays from $15 to $25 each week 
for 20 consecutive weeks for disability ; 
and, in addition, pays hospital expenses 
at the rate of $25 a week for five weeks. 
The policy protects holders in case of 
injury while traveling anywhere in the 


world, whether in a private or public 
conveyance. 

In addition, the WAA assures mem- 
bers of bail bonds up to $5,000, cash 
bonds to $200, personal legal fees to 
$200, payment of towing costs, travel 


information service, and aid in car re 
covery in case of theft. The WAA also 
makes arrangements with garages and 
service stations through which members 
receive a 10% discount on tires, tubes 

batteries and other automotive parts, 
plus a two-cent-per-gallon reduction on 
gasoline purchases. 

The contract in which Combined 
pledged to underwrite the WAA policies 
was signed by Mr. Fernandez for the 
association and by Jack Olson, assistant 
vice president and director of agencies 
for Combined. 


COLUMBUS A. & H. ELECTIONS 
The Columbus Association of Accident 
& Health Underwriters, at a recent meet 


ing, elected the following officers: Rob- 
ert M. Best, president; Calvin Curtis, 
vice president; E. E. Emswiler, secre 
tary-treasurer. Melvin C. Mielke, War- 


ren L. Schwochow, Arthur Shepard, Ted 
Stevens, Edward Tharp and Don Chanay 
were elected directors of the Association. 
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Indiana A. & H. Assn. to Check 
Blue Cross Operations in That State 


Sparked by a prepared statement from 
Oren Pritchard, chairman of the state 
law and legislation committee of NALU 
and a candidate for trustee of that asso- 
ciation, that Blue Cross and Blue Shield 
in Indiana may be violating a number 
of points of the Insurance Code, and 
fanned by citations of grievance against 
the two organizations from the floor, 
the recent first annual meeting of the 
Indiana A. & H. Association in Indian- 
apolis appointed a special investigating 
committee to check Blue Cross opera- 
tions and recommend remedial action 
and legislation, if necessary. 


Mr. Pritchard, manager of Union 
Central Life in Indianapolis, long the 
legislative chairman of the State Life 
Underwriters and recently named as 
“The Hoosier Life Underwriter of the 
Year,” was absent from the city. His 
prepared statement was read by John 


Morris, Hoosier Casualty, Fort Wayne. 

The Pritchard statement reminded the 
meeting that in 1943, legislation to per- 
mit the formation of such an organiza- 
tion as Blue Cross outside the insurance 
law of the state was defeated in the 
legislature. As a result, Blue Cross and 
Blue Shield in Indiana are organized as 
mutual insurance companies under ex- 
actly the same laws as domestic mutual 
insurers. Actual names of the organiza- 
tions are the “Mutual Hospital Insurance 
Company” and “Mutual Medical Insur- 
ance Company.” 

Indulge In Different Practices 

“Despite the fact that special privilege 
by legislation was denied such organiza- 
tions in Indiana,” the Pritchard state- 
ment declared, “Blue Cross-Blue Shield 
indulge in many practices different from 
the methods required of other domestic 
and foreign companies operating under 
exactly the same set of laws which apply 
to Blue Cross. It would almost appear 
that they have political influence to give 
them and their peculiar methods ... the 
same special privileges they were denied 
in 1943.” 

From the floor, members alleged that 
the press in Indiana will not publish any 
criticism of Blue Cross, that letters from 
the governor’s office have been used to 
introduce Blue Cross representatives, and 
that despite the fact that domestic in- 
surers are subject to the state’s 
income tax law, Blue Cross does not pay 
it. It was further questioned whether 
the practice of Blue Cross using the vol 
unteer soliciting aid of social sororities 
and other civic organizations may not 
be a violation of the state’s agents’ li- 
censing laws. 

The special investigation committee 
was appointed after demands from the 
floor that “we quit talking about it, and 
start acting.” 

In his inaugural address, John Morris, 
the new president of the association, 
elected at the meeting, set as one plank 
of his platform the objective of seeking 
a common ground on which the A. & H. 
association could cooperate with the life 
and the fire-casualty agents’ associations 
‘in combatting inimical forces such as 
we have been discussing here today, and 


gross 


disseminating information on their na- 
ture to the public.” 
Other New Officers 
New officers elected at the all day 


meeting, in addition to Mr. Morris, were 
Glenn Fately, John Hancock, Indianapo- 
lis; Wilbur Lawall, Lincoln National, 
South Bend, and Joe Mettler, Illinois 
Mutual Casualty, Fort Wayne, vice presi- 
dent. R. W. Osler, Rough Notes Co., In 
dianapolis, was elected secretary. Harry 
Guion, Business Men’s Assurance, Indi- 
anapolis, is the new treasurer. 

Elected to the board of directors for 
the coming year were Harry Dickinson, 
manager, Prudential, Fort Wayne; Glenn 
O’Laverty, Business Men’s Assurance, 
Bluffton; Howard Bull, CLU, Group 
manager, Aetna, and R. R. Hauck, man- 
ager, Metropolitan, both of Indianapolis; 
Ann K. Wilson, Loren Russell Agency, 
Elkhart; and Earl Frei, manager, Mu- 


tual of New York, South Bend. 

William Highfield, R & R, a member 
of the educational committee of the In- 
ternational A. & H. Association, reported 
to the meeting on the progress of the 
new Disability Insurance Training Coun- 
cil of TAAHU and stated that applica- 
tions for the job of director of the new 
educational organization include two 
well-known college teachers of insur- 
ance. The permanent director is expected 
to be hired about July 1, according to 
Mr. Highfield. He also described the 
organization of the first DITC, now run- 
ning at Butler University, in Indianapo- 
lis, under the sponsorship of the Indi- 
anapolis A. & H. Association. 

The public concept of adequate dis- 
ability coverage has increased greatly 
in the past four years, Spafford Orwig, 
Orwig Agency, Indianapolis, a member 
of the board of IAAHU, told the meet- 
ing. “The day of $25-a-week coverage 
for 13 weeks is gone,” he declared. “To- 
day the public recognizes such coverages 
as inadequate and is ready to buy real- 
istic amounts if we will get out and sell 
it to them.” 

Mr. Orwig also reported plans for the 
formation of two new local A. & H. 
associations in the state in the coming 
year, one in the Gary-Hammond region 
near Chicago, and another in Evansville 
in the south. He also praised highly the 
work of Earl Frei, association vice presi- 
dent, and John Morris, a director, for 
the successful establishment of new asso- 
ciations in South Bend and Fort Wayne 
during the past year. 

Noon lunch was held as a joint meet- 
ing with the Indianapolis A. & H. asso- 
ciation. Sigurd Stottrup, Fort Wayne, 
regional director in charge of sales train- 
ing for Mutual of Omaha, was the 
speaker. 

Personality—A Vital Factor 

Mr. Stottrup declared that personality 
as much as sales knowledge and skill is 
a factor in success or failure in the 
business. Detrimental personality aspects 
entering into failure are fear, guilt, in- 
feriority, and dislike of others, he stated. 
“You can take the biggest step forward 
vou have ever taken in the business the 
day you begin a personal program of 
release from fear, feelings of guilt, in- 
feriority, and hatred,” he concluded. 

The meeting passed a _ resolution of 
appreciation to Noel lTiams, manager, 
Business Men’s Assurance, Indianapolis, 
for his service and work during the past 
year as the first president of the Indiana 
\ssociation. 

Ohio House Bill 881 

(Continued from Page 44) 
the without an open fight, the 
Bureau counsel was not without some 
gain to show for the several days spent 
in Columbus at the end of April. It 
was as a result of his warnings that 
others with group interests were alerted 
in time to oppose the extra-territorial 
implications of the first substitute H. B. 
881. This would have given the Ohio de- 
partment a veto authority over the terms 
of any group contract covering persons 
in Ohio regardless of the situs of the 
contract; a power that could destroy 
the whole business of multi-location 
group insurance. 

In all of his 


dogs 


discussions and reports 
on Ohio, Mr. McAlevey has paid elo- 
quent tribute to the admirable work 
which Clarence Peterson, vice president 
and general counsel of the Ohio State 
Life Insurance Co. has done for the in- 
dustry this year. Mr. Peterson conducted 
all of the negotiations and brought off 


the best bill which could possibly be 
produced by discussion, hard work and 
compromise. If the compromise - still 
pinches that is in the nature of most 


compromises. If it does not finally suc- 
ceed the failure will not be any fault 
of Mr. Peterson’s, overriding local polit- 
ical considerations will have intervened. 


(. & S. Assn. Reports 


(Continued from Page 38) 


to our policyholders and the public gen- 
erally, as well as to member companies.” 

Mr. Woodward also indicated that the 
advisory committee had studied such di- 
verse matters as court congestion, de- 
fense techniques in negligence litigation, 
loss of hearing in industry and, when 
requested, legislative matters concerning 
claims. 

Caverly Reports for Law Committee 

Ray Caverly, vice president, Fidelity 
& Casualty, reporting for the law com- 
mittee, pointed out that subcommittees 
had been appointed to assist and advise 
the association’s staff on state and local 
tax laws and to deal with the prob- 
lem of alien government-owned insurers 
which have sought licenses in several 
states. He noted that an attempt by the 
government-owned Saskatchewan Fidel- 
ity & Guaranty Co. to be licensed in 
North Dakota had been blocked this year 
by legislation enacted in that state. 

In delivering his report for the advis- 
ory committee on tax matters, William 
H. Tallau, secretary, Commercial Insur- 
ance Co. of Newark, stated that the 
committee advised the association during 
the past year of the practical operation 
and technical accounting aspects of Fed- 
eral, state and municipal tax matters and 
their effect on member companies and 
furnished statistical data in connection 
with tax laws and procedures. Among 
the specific matters considered by the 
committee during the past year were 
the assessment of the Alabama franchise 
tax, the preparation of a new Kentucky 
premium tax return, the Mississippi and 
Montana income taxes. 

Arthur S. Kuenkler, vice president, 
United States Fidelity & Guaranty, in 
making the report of the committee on 
blanks and uniform accounting, pointed 
out that last year the insurance industry 
agreed upon broad policy and _ specific 
standards for collecting and presenting 
expense statistics. He asserted that this 
agreement would helped to establish a 
close relationship between ratemaking 
and uniform accounting. 

Hallowell on Public Relations 

C. G. Hallowell, vice president, of 
Aetna Casualty & Surety, in discussing 
the work of the public relations commit- 
tee, cited the establishment of speakers 
bureaus in New York, Oklahoma and 
California as an important factor in the 
continued development of public under- 
standing about insurance. Face-to-face 
meetings and public discussion of insur- 
ance practices, problems and truths, he 
said, give an added dimension to the 
industry’s public relations, permitting a 
greater depth of penetration for the 
facts. 

“Another contribution to wider public 
knowledge of insurance facts,” Mr. 
Hallowell declared, “was accomplished 
through stepped-up direct publicity. 
News reporters and special writers were 
provided with a wide variety of informa- 
tion, and many of the leading publica- 
tions in the country carried articles that 
were inspired by the staff. Among these 
were such magazines as Reader’s Digest, 
American Magazine, Business Week, 
Cosmopolitan, and Woman’s Home Com- 
panion. The New York Daily News, 
Newark Evening News, and San Fran- 
cisco Call-Bulletin are but examples of 
multiple hundreds of the nation’s most 
influential newspapers that have run edi- 
torials based on staff-written stories. 

“In addition, the department has main- 
tained close liaison with wire services 
and news syndicates that serve news- 
papers from coast to coast. The Asso- 
ciated Press, United Press, International 
News Service, and North American 
Newspaper Alliance are among outstand- 
ing organizations that have carried the 
Association’s press releases to 1,700 daily 
and 11,000 weekly newspapers across the 
nation repeatedly during the year. 
Through such activities, our business 
has been brought constantly and favor- 
ably to public attention.” 

Magrath on Research 

Joseph J. Magrath, secretary of the 
Federal Insurance Co., reporting for the 
research advisory committee, declared 


— 


Follmann Anniversary 
(Continued from Page 45) 


part of the personal economy of the 
people. 

Aside from his insurance activities 
Mr. Follmann is a musician, conductor 
and playwright. He has composed sym. 
phonic works and ballet music, his mogt 
recent being a score for Shakespeare's 
“Othello.” He has conducted the Harris. 
burg Opera Company and has written 
and conducted several of the productions 
of the Mask and Wig Club of University 
of Pennsylvania. ) 

His clubs include Drug & Chemical, 
Mask & Wig, A. H. Club of Ney 
York, University of Pennsylvania Clyh 
of which he is a member of the council 
and Insurance Society of New York, He 
was with the Pennsylvania Insurance 
Department prior to joining the bureay 
in 1945, 


Mason Urges Conference 


(Continued from Page 44) 





surance industry cannot fulfill its social 
utility. 

“In spite of the fact that the Federal 
Trade Commission in its 28 charges has 
had nothing to say against the integrity 
of the products, nevertheless, because 
the products are incorporeal, things 
which cannot be grasped and held in the 
hand, the public questions the integrity 
of the product itself. No matter how 
many form letters we send out denying 
any attack of the commodity the carrier 
sells, the question still recurs.” 

Chase Smith, general counsel of the 
Kemper Companies, introduced the head 
table group and noted that there was a 
large turnout because of the “extraordi- 
nary interest of insurance in the ex- 
traordinary behavior of the FTC.” 

Justin McCarthy, the Illinois Insurance 
Director was present, which was con- 
sidered a great triumph for the Federa- 
tion. For it is believed that this is the 
first official appearance he has made at 
an insurance gathering since _ taking 
office, except for his attendance at the 
NAIC meeting last December in New 
York. W. J. Lynch, the minority leader, 
and Arthur Bidwill, president pro-tem 
of the Illinois Senate, were at the head 
table. Also present were Marion Burt 
of Freeport, chairman, and Russell Ar- 
rington of Evanston, vice chairman of 
the Senate insurance committee. 

H. H. Fuller Reelected 

George Moloney, vice president oi 
Hartford Accident, presented a fine reso- 
tion and illuminated testimonial to Harry 
H. Fuller of National Bureau of Casual- 
ty Underwriters, who was reelected t 
his second term as Federation chairman. 
J. S. Richardson of Standard Accident 
reported for the nominating committee. 
Fendon Knight of Royal Neighbors 1 
the new chairman of the executive com 
mittee. ; 

U. S. Senator Dirksen of Illinois was 
present for the reception prior to the 
luncheon. He made a little talk to that 
group, but had to duck the luncheon. 





that a study has been undertaken to it- 
vestigate the usefulness of tests in de- 
termining the selection and advancement 
of personnel. A subcommittee of persot- 
nel experts from 11 member companies 
is assisting the research department. 

Mr. Magrath also stated that prepara 
tions have been made for the. Fift! 
Workshop on Cost Reduction & Contre 
to be held in September. The meets 
will give representatives of member cot 
panies the opportunity to meet and dis- 
cuss questions of mutual interest in te 
areas of “Reports to Management” até 
“Bond Claims.” 

E. Milton Smith, vice president of the 
Fidelity & Deposit Co. of Md., speakint 
on behalf of the surety advisory com 
mittee, touched on a number of impor 
tant developments during the year relat 
ing to various lines of suretyship. Ti 
scope of the department’s work has bee! 
expanding steadily, he said, at tributin 
this growth to the fact that fidelity al 
surety coverages are tied up with mall 
of the basic governmental, commertl# 
and industrial activities of the nattom. 
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to serve you! 


it to us. 





Stop promising yourself that ‘‘someday” 
; : : 

you’re going to do something about 

selling Life insurance to your general 

clients. Take steps now to give them 

complete service. Of course, full com- 

missions to you. 


The first important step is getting in 
touch with your Travelers Life brokerage 
man, who’s been specially trained 

to assist you with your Life problems. 
He’s a specialist in Life insurance, 
skilled in programming both Business Life 
and the personal lines. He’s ready 


Of course, there’s no charge for his help. 
Why not call your nearest Travelers 
Life brokerage man now? He is as close 
as your telephone. 


Or... fill out the coupon and send 







































THE Traveters, Life Agency Department, Hartford 15, Connecticut 


I am interested in writing Life Insurance with The Travelers. Please have your nearest 
brokerage manager get in touch with me. 


INAME .«....5 


ADDRESS .... 
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